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We hand pick our dealers. We choose them with the same care Sell the profit line sell 


and attention we employ in the manufacture products, 


if f[ 
MultiKopy Durametric Carbon Papers and other duplicating 
supplies. 
As a Webster dealer you enjoy a superior clientele, permanent 
tinguished merchant and 


repeat business, the reputation of a disting 


carbon and ribbon profits to please you and your accountant CAR BO NS AN D 
T jaslerand assure 


We are happy over your success as a Webster dealer and assure 
you we are making every effort to keep Webster in the forefront ir | N K F 1) R | RB BO NS 
the field of carbon papers, ribbons and other duplicating supplies 
j j e r) a r + 
through continuing research and agg Webster warehouses in New York « Chicago 
national publications. Pittsburgh + Philadelphia * San Francisco « Cambridge 


F. S. WEBSTER Company, 13 Amherst Street, Cambridge 42, Mass 
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New Catalog makes ordering easier 


Write for your copy today 
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HASKELL LEG TYPE TABLES 
the most complete line in the industry! 


Only Haskell can make this claim! For years, Haskell has pioneered and 
served as leading headquarters for Leg Type Tables in the nation. 

Haskell experience gives you the most popular price range and the widest size 
range... 18x18 through 120x 42... and special sizes too. If you need 
long-lasting, all-purpose steel tables to supplement your present lines, then 
you need Haskell! Write for literature and details today. 


SHOWROOMS: New York * Chicago * Denver * Los Angeles * Philadelphia * St. Louis 
WAREHOUSES: New York * Chicago + Dallas + Denver * Los Angeles * St. Louis * Tacoma 


P.@d. BO xX ef ° rirvrYQTgegaya ee S» PA. 





Adds bonus profits to your volume! 


This modern appointment for office 
or conference room has_ unusual 
decorator appeal. Plus, presto, a top 
quality Da-Lite “White Magic” pro- 
jection screen for brilliant repro- 
duction of sales presentations, slides 
or movies that sets up in seconds. 
It tucks away behind the attractive 
decorator planter panel when not 


Since 1909 


in use. Added volume and bonus 
profits are here for the asking for 
office equipment retailers. At $26.95 
(Standard 40” x 40” screen) or $36.95 
(Deluxe 50” x 50” screen), it’s a hot 
item for your Quick! Call 
Da-Lite Distributor or write 


us right now 


store. 


your 


Da-Lite Screen Co., Inc., Warsaw, Indiana 
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Our dealers have had parts for our ‘62 model for years. 


Yes. Our "62. Volkswagen production as spares would pares for every year and model that a 

Next year's Volkswagen. S KCessive | ne manufacturers VW dealer carries for just one truck.) 

Doesn't it stand to reason? t VW service is as much a part of This has become very important to 

We make only the one basic truck 1e idea as the VW price or the VW people with '5] and '52 VWs. They can 
We've been perfecting it for the past 10 f nption still get a rear quarter panel, a gas pump 
12 years. Part by part. r rs carry spares they almos ora cyl naer nead ir 

Today practically every part is im- ever get calls for. Axles. Whe 
proved. Yet most fit any year VW you 
have. 


1 no time. 
We're still making them for 
those years. 


air n taster than other m ‘And those years look like 
The number of parts we take from Other dealers sin -an '62, too.) 





OA Press-Time News 


Automation Trend 
To Aid Pen Sales 
Says Sheaffer 


In spite of all the 
that’s being taken over by 


writing and 
figuring 
electronic computers and data proc- 
essing equipment, the U. S. pen 
industry is “on the threshold of a 
bright decade,’ according to John D. 
Sheaffer, marketing vice-president of 
the W. A. Sheaffer Pen Co. 

‘No matter how great the appetite 
equip- 


ment, all such equipment depends on 


of mechanized or electronic 


human handwriting for nourishment,” 
he said. “The more machines in use, 
the more writing it takes to feed 
them 

During his visit to the New York 
Stationery Show, J. D. Sheaffer was 
quoted by the daily press as predicting 
that U. S. writing instrument industry 
hgures for 1961 


former year's totals in both unit pro- 


would exceed the 


duction and dollar value. He said 
that his own company’s sales for the 
first quarter of the current fiscal year 
are running about 20 per cent ahead 
of the same period a year ago. 

Citing statistics to back up his 
optimism about the market for hand- 
held writing instruments, Mr. Sheaffer 
pointed to a substantial increase in 
the proportion ot employed persons 
who can be assumed to be daily users 
of pens and pencils, in contrast to 
those in non-writing jobs 

“A recent study by the U. S. 
Department of Labor compared em- 
ployment in 1961 and 1950 by oc- 


cupations,” he said, “and it showed 


that today there are 32.6% more white 


collar workers than in 1950 29,- 
700,000 now compared with 22,400,- 
000 ten years ago. For the same 
period there was no increase in the 
number of ‘blue collar’ workers. It 
was 22,500,000 in 1950; it’s the same 


today. 


Asks U. S. Contacts 


The Sheng Siong Co., of 128 Cross 
St., Sinapore, has requested U. S. 
manufacturers of stationery products 
interest in export to contact the com- 
pany with samples, catalogs and quo- 


tations 
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Champion Typist Bruce Matas (left) is 
congratulated by Karl Siewert, president 
of Facit, Inc 


Illinois Student Wins 
Facit Typing Contest 


The ambitious dream of being 
high school typing champion of the 
United States and winning a fabulous 
all-expense paid vacation trip to 
Europe has now come true for Bruce 
Matas of Fox Lake, IIl. His teacher, 
Louis Orr who was also awarded a 
trip will accompany Bruce to Sweden 
later this summer. 

Competing in the finals in New 
York City, young Mr. Matas won top 
honors in the Facit accuracy contest 
in typing, a national typing com- 
petition sponsored by Facit Inc. 

The 10 best contestants, selected 
from the winners of the 25 regional 
semi-finals recently held at various 
cities throughout the United States 
were invited with their teachers, to 
New York City to compete in the 
finals. 

Bruce typed 90 words per minute 
for five minutes without errors to win 
the championship. The significance 
of his outstanding achievement is the 
fact that this contest initially in- 
volved over 200,000 students in every 
state in the Union, and only accurate 
or errorless papers were accepted. 


Eastern Editorial Offices 


Letters and communication with 
Thom Grant, OFFICE APPLIANCES’ 
eastern editor, should be addressed 
to him at 155 Fifth Ave., New York 
City, where he has offices with Auto- 
mation Consultants, Inc., division of 
OA Business Publications, Inc. Tele- 
phone number is ORegon 4-6660. 


U.S.M. Industries 
Acquires Majority 
Of Cramer Stock 


The Cramer Posture Chair Co. of 
Kansas City, Kans., has announced 
the acquisition of the majority of its 
stock by U.S.M. Industries, Inc. of 
Austin, Tex. and Tulso, Okla. 

U.S.M. Industries, Inc., is a wholly 
owned subsidiary of the U.S.M. Co. 
of Texas, a mineral rights and royal- 
ties holding company. 

Although Roy Cramer, Jr., and 
Harold Cramer, past president and 
vice-president respectively, have re- 
tired as participants in the company, 
all other management personnel will 
remain. 

John A. Morris, legal counsel and 
director of Cramer for 18 years, is act- 
ing president. Edwin L. Benson, a 
consultant to the company since last 
October, has been appointed execu- 
tive vice-president and general man- 
ager. Walter T. Keller remains as 
vice-president and works manager. 
John J. Murphy continues as secre- 
tary-treasurer and Robert L. Wehner 
remains as general sales manager. Op- 
erations as the Cramer Posture Chair 
Co. will continue at the present loca- 
mon. 


George F. Griffiths, 
69, Dies in East 


George Fred Griffiths, 
president and recently chairman of the 
board of Noesting Pin Ticket Co., 
Inc. died June 13 at the Cold Spring 
Hospital, Cold Springs, N.Y. 

Griffiths, 69-years old, had been 
with Noesting Co. since 1915. He gave 
up the presidency of the company in 
February to his son, G. F. Griffiths, 
Jr. and became chairman of the board 
at that time. 

Griffiths was long active in the 
office supplies’ industry and was a 
member of the Stationers 12:30 Club, 
Stationers Square Club, Stationers Golf 
Association of New York and the 
Wholesale Stationers Association. 

He is survived by his sons, G. Fred, 
Jr. and Frank F.; and his daughters, 
Mrs. J. R. Cestone and Jean H. 
Battista. 


long-time 





OA Press-Time News .. . continued 


Floyd D. Ransoms 
Entertain for New 


Ambassador to Mexico 


Thomas C. Mann, new American 
ambassador to Mexico, and Mrs. 
Mann were entertained recently in 
Mexico, D.F. by Mr. and Mrs. Floyd 
D. Ransom at “Quinta La Taxguena,” 
the family residence. There, more than 
200 members of the capital’s interna- 
tional society were present for a 
garden party, beverages and Sunday 
afternoon dinner. 

The Manns are old friends of Floyd 
D. Ransom, long identified with th« 
office equipment industry in Mexico. 

Assisting in the reception were 
sons of the hosts, Floyd T. and Robert 
L. and their wives, the former Silvia 
Elena Rivera Torres and Joan M. 
Carty, respectively. 
included Gen. Abelardo 
Rodriguez, former Mexican president, 
Mrs. Rodriguez, heads of many 
American civic organizations of the 
city and their wives, members of the 
U.S. Embassy _ staff, and 
friends of the Ransoms. 


Guests 


personal 


National Credit Group 

Forecasts 25°% Rise 

in Decade’s Income 
The 


collapsed,” says the latest monthly 


‘Soaring Sixties’ have not 


business letter of the National Asso- 
ciation of Credit Management, re- 
porting the consensus view of its 35,- 
500 credit and financial executive 
membership. The report continues: 
“We view our national economy 
with confidence. The remainder of 
1961, and 1962, will witness renewed 
expansion, which will carry business 
to new high This growth, 
moreover, will continue into the long- 
range future, barring international 
catastrophe. Productivity, and with it 
the average real income of all Ameri- 
cans, will rise by perhaps 25% in the 
decade of the 1960's, with an im- 
proved standard of living for all.” 


levels. 


M. Cloney 


Cloney New General 
Manager of Oczalid 


James M. Cloney has been appointed 
general manager of the Ozalid Di 
Aniline & Film 
Corp., it is announced by Dr. Leopold 
Eckler, 
executive of the Photo & Repro Group 
of the division which also includes 
the Ansco Harold W. 
Metcalf, who has been serving as 
Ozalid, 


vision of General 


vice-president and group 


Division 


acting general manager of 


will assist Cloney. 


Smith-Corona Marchant 
Acquires St. Louis Firm 


Mead, 
Smith-Corona Marchant Inc., reports 


Emerson E president ot 
the acquisition of St. Louis Micro- 


statics Co. through an exchange of 
stock. The announcement states: “‘St. 
Louis Microstatics is a privately held 
company, engaged in developing 
electrostatic copying equipment 

We are confident that this acquisition 
will accelerate the marketing of Smith 
Corona Marchant's electrostatic photo 


COpy quipment 


WOMDA Schedules 
Portland Meeting 


Sig Schreyer, president, announces 
that WOMDA, Western Office Deal- 
ers Association, will meet October 13, 
14 and 15 in the Multnomah Hotel of 
Portland, Ore. E. Frank Hunt is Port- 
land convention chairman and will be 
assisted in the planning by members 
and dealers of the Portland area. 


Appointed 


Sidney Eichner has been appointed 
general manager of Executive Inter- 
Washington, D.C. office 
furniture firm at 1015 12th St., NW 


iors, Inc 


New NSOEA Field 
Office Site Is 
Palo Alto, Calif. 


The new western field office of 
NSOEA will be established by William 
W. Goss, new western manager, in 
the Palo Alto area, 30 miles south of 
San Francisco. In the meantime, com- 
munications for Mr. Goss may be 
addressed to Patrick & Co., 560 
Market St., San Francisco 4, Calif. 


7 


Beginning June 27 meetings with 
dealers and travelers in six western 
states will be held in Phoenix, San 
Angeles, San Francisco 

Portland, Salt Lak« 


City and Denver. 


Diego, Los 
area, Seattle, 


At these meetings Western mem- 
bers will meet with Goss and Homer 
Smith, NSOEA merchandising man- 
ager 

As part of the western program, a 
one-day sales clinic was held May 15 
in San Francisco under sponsorship of 
the 49’ers Travelers Club. 


Corlett Out West 


Richard Corlett, former president 
of the Haines & Essick Co., office 
equipment dealership in Decatur, IIl., 
is now a factory representative in Ari 
zona, New Mexico and Southern Cali- 
fornia for steel desks and files, as well 
as other lines 

He says he would be happy to meet 
friends from the Midwest and else- 
where at his home, 9230 Gothic Ave 
Sepulveda, Calit 


Polar Mfg. Co. Moves 


Polar Manufacturing Co. is moving 
on July 15 to new and larger quarters 
at 900-908 W St., Phil 
adelphia 40, Pa. The move will pro 
vide 50% 


Russell 


more space. During the 
moving period Polar will cease man 
ufacture completely from July 15 to 
July 31. 


Representatives Named 


Effective July 1, R. E. Baker & Co., 
622 Riddle Road, Cincinnati 20, Ohio, 
represents Southern Folder & Index 
in the states of Ohio, Indi- 
ana and Kentucky 


Co., Inc.., 
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The RAPHAEL electric typewriter with poly- 
ethylene carbon ribbon introduces a new, easy-to- 
use kind of variable letter spacing. And when cor- 
respondence is typed on the RAPHABL, the im- 
portance of the message is emphasized, the prestige 
of the sender’s company is enhanced and his high 
regard for the recipient is made clear. 


The RAPHAEL is part of the uniquely complete 
Underwood line of electric, manual and portable 
typewriters, adding machines, calculating ma- 
chines, accounting machines and data-processing 
equipment. Every Underwood machine has exclu- 
sive, sales-making advantages. 


Territories in many desirable locations are still 
available. For full information, write or wire to 
Director of Sales Agents, Underwood Corporation, 
One Park Avenue, New York 16, New York. 
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New automation equipment, such as electron 
computers, scanniuig devices, high speed printers, re 
corders, copiers, and others, is now being widely 
used in offices throughout the nation, but, according 
to John D. Edwards, vice-president of Columbia 
Ribbon & Carbon Manufacturing Company, ‘There 
is no machine that can ever replace the secretary.” In 
addition to being good news for the secretary, Mr 
Edwards’ comment points to the high improbability 
of a science fiction stage of civilization featuring 
humanless offices and factories. 

The purpose of automation is not to put people 
out of work. On the contrary, as A. R. Zipf, vice 
president of operations, Bank of America told Arnold 
Keller, editor of our sister publication, BusINEss 
AUTOMATION, ‘whether electronic or mechanical, 
better and more efficient equipment is developed for 
two basic reasons: to process routine work faster and 
more economically and to release human time and 
skills for more productive and creative work 

Essentially, automation is a job maker and not a 
job destroyer. 

ad 

Last fall one of the bulletins issued monthly by 
Paul W. Cheney, sales manager, Southworth Com 
pany, carried the intriguing title, ‘Some Pros About 
Cons.”" The material was so good that it was filed 
for future reference. Today the bulletin came to 
light again and I responded to the urge to share it 
with readers. The words, according to Mr. Cheney, 
“were used as the heading of an advertisement of a 
‘eading brokerage house in which they told their 
customers what they did not, instead of what they 


Next Month 


The August issue will put the spotlight on manage 
ment decisions for office supply and equipment firms, 
both large and small. There will be case histories 
involving two firms. Staff reports will be presented 


Office Appliances 


Publisher John A. Gilbert 
Assistant Publisher Charles W. Gilbert 
Advertising Manager Herbert L. Sime 
Manager, Marketing Services Stanley Roy 
Production Manager Mary Haley 
Assistant Production Manager Genevieve Calomin 
Treasurer . Richard M. Daugherty 


OFFICE APPLIANCES was founded by George H. Pat 


terson and developed through 34 years by Evan Johnsor 


ESTABLISHED 1904: Succeeding and embodying Ameri 
can Stationer, New York, established 1873, the original 
trade journal serving the stationery field; Typewriter 
Trade Journal & Office Systems, New York, 1904; The 
Office, Franklinville, N.Y., 1904; The Office Appliance 


did provide. Among these were the following: 
“Hot Tips ON THE MARKET? Fresh out, now 
and always. 

TEN Stocks BOUND To Go UP? Same story 
Tip SHEETS WITH ALL THE INSIDE Dopr? 

Don't even ask 
‘GET RICH SCHEMES, MAGIC FORMULAS FOR 

ProFits? Try tea leaves. 

“But Soup Facts, HONEST OPINIONS? All you 
ask for, anytime. 

Applying this idea to the office supply field, Mr 

Cheney suggested this kind of advertisement: 

THE LOWEST PRICE IN TOWN? This ts for the 
birds, who can live on seeds 

“We Witt ALways Bip Lower? No, we want 
to be around to serve you tomorrow. 

“LARGEST ASSORTMENT OF LINES? No, we carry 
only the best. 

“Best DiscouUNTs IN TOWN? No, we do give 
discounts on quantity orders, but we sell at fair 
and reasonable prices, enabling us to offer our 
customers the finest in service and merchandisc 
year after year.” 

second the motion, with enthusiasm 


Editor 


on the eastern NSOEA regional conventions together 
with pictures and text relating to the program and 
exhibits at the NOMDA convention in Grossingers, 
N.Y. Here's profitable summer time reading. 


Journal, Chicago, 1905; Business Equipment Journal 
Chicago, 1908; Office Outfitter, Chicago, 1908; the orig- 
inal National Stationer, New York, 1909 


ADVERTISING REPRESENTATIVES: New York City 
Wallace W. Fisher, District Manager: George W. Lar 
rouse 100 E. 42nd St.. New York 17, N. Y. Phone 
MUrray Hill 2-2373 


Chicago: Herbert L. Sime, Vice-President, and Jack M 
McDonald, 600 W. Jackson Blvd., Chicago, Ill. Phone 
DEarborn 2-320¢ 


Los Angeles: A. O. “Beau” Dillenbeck, Jr., Tom Galavan 
Dick Hatfeld and Ray Kittle, Dillenbeck-Galavan, Inc 
66 S. Alexandria Ave Los Angeles 4, Calif. Phone 
DUnkirk 5-3991 
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Surest way to build profits from small-price items is to 
build high volume through repeat business. That’s why 
it pays to stock and sell Victor Mak-Ur-Own® Celluloid 
index tabs. Satisfied customers buy Victor again and 
again, frequently asking for Mak-Ur-Own by name! 
Depend upon Victor Mak-Ur-Own Index Tabs for fast, 
profitable turnover. Countless features make the first 
sale easy. Product quality assures you continuous re- 
peat business. Effective promotion material helps you 
reach the user time after time. 

These MAK-UR-OWN features help you build profitable volume 
® Seven distinctive colors » Three extensions for one, 
two, or three typed lines ® Heavy, top-quality celluloid 


VICTOR SAFE 
& EQUIPMENT 
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Make your 
own profits 


with Victor 
MAK- UR- OWN" 


- Tee ahaa 3 
SS “< x 


hes dere. 


‘index tabs 


” 
: = 
23 


that won’t split or warp ® Tab with full rounded beaded 
edge for easy grasping ® Strong, close-woven skirt 
fabric, clean-trimmed edges # One skirt edge shorter 
for easy separation ® Fold in skirt forms automatic 
stop for uniform tab exposure # Gumming free of taste 
or odor; adheres instantly, permanently # Wax strip 
with convenient cutting scale prevents gummed sur- 
faces from sticking to each other. 


And these are only a few of the Victor features that 
help you promote Mak-Ur-Own into a steady, fast turn- 
over profit-maker. Get the whole story of Mak-Ur-Own 
and the Victor sales aids that back you up. See your 
local Victor Salesman or write to Victor today, 





Hemington Bland Systems 


DIVISION OF SPERRY RAND CORPORATION 
122 EAST 42ND ST., NEW YORK 17, N.Y 
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‘Acco punched holes in punch design... 
® 













The Acco +440. deluxe model (foreground) is 3-tone grey with aluminum and red trim. Suggested retail price—$5.90. The Acco #110 (rear) is 2-tone grey. Suggested retail price—$3.90. 


Result! 


Above you see two proud examples of Acco leadership. 
These new Acco punches represent a complete departure 
from old-style models. 

They are beautifully—functionally—styled, far easier to 
use, and more efficient. 

For example, note these advantages (keyed to our photo- 
graph). Both punches have (1)—window viewer for easier, 
more accurate settings, (2)—9-position gauge which locks 
in place, (3)—removable chip tray (its cushioned base will 
not mar desks) and (4)—easy punching action (the #440’s 
extra-easy pivot action requires only the slightest pressure 


—your little finger will do!). In addition, (5)—the #440 handle 
locks down for compact storage. 

The #440 punches up to 36 sheets of #16 bond paper at 
one time. The #110, up to 21 sheets. Both models punch 
two %” holes, 23/4” center to center. 

To order, or for full details, call or write your Acco repre- 
sentative. And for all the newest 
ideas in punches, binders, folders, /A\(C3(C3(O) 
fasteners — keep your eye on... 

Acco Products. A Division of Natser Corporation, Ogdens- 
burg, N. Y.—In Canada: Acco Canadian Co., Ltd., Toronto. 





| Letters 
the ENNIS MAN 


Readers are invited to ex pre is themselves brie | i 
ly on any subject related to the office equip 
ment and supply industry. Address: Letters 

Editor, OFFICE APPLIANCES, 600 W Jack 
nm Blvd., Chicago 6, Ili 


An Appreciated Message from an Old Timer 


Dear Editor 
My annual subscription to OFFICE APPLIANCES 
has expired. At no time since the appearance of Vol 
| Number 1 have I been without it, either as a sub 
scriber, advertiser or through access to it in my 
business connections. 
When OFFICE APPLIANCES was born, I was given 
the task of producing the first issue. This continued 
until it was sold. The other two men concerned i 
starting it, George H. Patterson and Edward C. 
Thurnau, devoted their time exclusively to getting 
advertising and left me to provide the reading con 
tent, handle the make-up, and get subscribers and 
advertisers. 
Watching its progress month by month for more 
than half a century has been pleasing and interesting 
It has also been a source of gratification to observe 
its growth and development. I cannot help having 
BRINGS YOU a feeling of personal pride in its accomplishments 
as one of the really great trade publications, not only 
the most complete line of modern in the United States, but in the world. 
Looking back on more than four score years, most 
business forms, carbons and ribbons in of which were devoted to this industry, I have laid 
the nation .. ready to help you down my tools, which must include the monthly 


profit more from this growing market, visits of this great magazine 
Most everyone I knew has passed on. It is only 


geared to help you sell. Ennis . . the 


occasionally that I spy a familiar name. This is a 
line that’s sold through dealers; your new age and new and younger men have to carry 
supplier, never your competitor. on. Under the conditions I feel that I must include 
OFFICE APPLIANCES with my other tools. 


I wish you even more success in the future than you 
Write for catalog have achieved in the past. I realize that I have lived 


. ’ a long, long time and I real that I can't liv 
and complete information on, ong time an realize th can ive 
forever. However, my very best wishes will be with 


you always. 
WeEsLEY A. STANGER 
“First Editor of OFFICE APPLIANCES” 


GMD forms. in 
FORMS, INC. 


granted to very 
Factories: ENNIS, TEX. © CHATHAM, VA. © PASO ROBLES, CALIF. ss) " il 


fallibility of human 
Warehouses: BIRMINGHAM * HOUSTON « ST. LOUIS r 


sy to understand how Mr. Stanger 
uld tele scope time in bis very welcome letter and gel 
é 


Snap-A-Part Unit Sets j ‘pe : 

Registers and Register Forms We FACES SONY CMF OF sequence. Although he 
Continuous Tabulating Forms igned his letter as “First Editor of OFFICE APPLI- 
Tab-Flex Continuous Forms—Tab Cards ' be did not actually join the staff until 
Salesbooks—Manifold Books veral months after George H. Patterson founded 
Guest Checks—Tags—Carbons and Ribbons OFFICE APPLIANCES under the name “Typewriter 


Index Cards—File Folders—Legal Pads T'vade Journal’ in June, 1904. In May, 1905, the 


ame of the journal was changed to OFFICE APPLI- 
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ANCES and in February, 1907, Mr. Stanger’s name 

clale editor.’ He had be come a staff men be ’ 
earlier, probably in June, 1905, when Mr. Thurnan 
became associated with Mr. Patterson and the publi- 
cation office was moved from New York to Chicago 


rst appeared on the masthead, with the title, “as 


Undoubtedly, he was the first member of the staff 
to devote full time to editorial work. In preceding 
years Mr. Patterson was both editor and publisher. 

In the second paragraph of his letter, Mr. Stanger 
refers to George Patterson and Edward Thurnau as 
the other two men concerned in starting’ OFFIC! 
APPLIANCES. Mr. Patterson started it in June, 1904, 
and Mr. Thurnau joined the enterprise as part owner 


in May, 1905, almost a year later. 
In addition to his connection with OFFICE APPLI- 


ANCES in its early years, Mr. Stanger has had many 


lations to the office equipment anda 
before the fnrn of the ceninry he 
ror the Rockwell-Vt "Abash Com pany 
wing years be was a neu Spaper re 
experience with OFFICE APPLI 
start a rival journal, which was 
OFFICE APPLIANCES. His nexi 
was u ith the Royal 7 ype writes 
inch manager in several diff ere nt 
the publishing business led him into 
ns with the “Illustrated Milliner,”’ 
ture Review,” and “Theatre Manage . 

The de pression of the 1930's caused him 
everything and return to the office equipment 


sell photocopy machines. After 


ld, this time 
World War Il, he added some lines to sell, including 
R. C. Allen typewriters and adding machine 

We wish the best of everything to our old 


hy 


Timing Is Attendance Deterrent 


Dear Editor 
[ realize there was much disappointment at our 
NSOEA Regional convention (District 9 in San 
Antonio, Tex.) due to limited attendance on the 
part of dealers. I truly believe this was so because 
the convention lasted from Wednesday night through 
Friday evening. It would seem to me, as a dealer 
salesman, that better dates would be from Thursday 
night through Saturday evening. This would enable 
the dealer to spend more time with his business. 
BILL NATHAN 


Standard Office Supply 
& Printing Co 
Dallas, Tex 
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the ENNIS MAN 


LEAVES YOU 


with new merchandising ideas and sales 
tips, a new kind of service. He keeps 

you supplied with every needed form, 
from the everyday to the most 

complex and modern . . for the smallest 
or largest job. Ennis . . the line that’s 
sold through dealers; your supplier, 


never your competitor. 


Write for catalog 
and complete information 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms 

Tab-Flex Continuous Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards--File Folders—Legal Pads 


F actorier: 
ENNIS, TEX. © CHATHAM, VA. « PASO ROBLES, CALIF, 


Warehouses: 
BIRMINGHAM ¢ HOUSTON « ST. LOUIS 


BUSINESS 
FORMS, INC. 








Premier 
Trimming 
Boards! 





A Size For Every Need | 


New use features galore with tool 
steel hardened blade that sharpens it- 
self for a lifetime of clean, accurate 
safe cuts — Plus safety spring tension, 
precision calibrations! 


7 sizes . . . $6.00 to $55.00... 
Wood or Metal 


Ask your distributor 
@ 7 Sizes 
® From $6.00 to $55.00 
@ Wood or metal base 
PRESENTED NATIONALLY BY: 


© Stone-Newman Associates, 320 Broadway, New 

York, New York. 

e Jack Luke, 3950 Lake Shore Dr., Chicago, II! 

. ne Lichtenstein, 223 S. 10th St., Philadelphia 

e wt Henkel, 1046 S. Olive St., Los Angeles 15, 
alif. 

¢ Emil Daimas, P. 0. Box 1524, 9923 Estacado 

Dr., Dallas, Texas. 

. —- B. Tapner, 641 S. Rock Hill Rd., Webster 

Grove 19, Mo. 

° Ae Hill, 1523 Kingswood Road, Jacksonville, 


Florida. 
© Paul Holden, 213 W. Kathleen, Park Ridge, III. 


PHOTO 
MATERIALS 
CO. 


2100 WEST FULTON ST. 
CHICAGO 12, ILL. 





After Hours 


Don Bell Wins 
‘Speak-Up’ Contest 


Don Bell, sales manager for Edi 
mid-1960 at Koch 
Brothers, Des Moines, Iowa, won the 
Speak Up 
at Sioux City, lowa, May 5. He won 
the Des 
contest in a close race April 0. 


phone sine 


Iowa state Jaycee contest 


Jaycee speaking 

Don’s subject in both contests was 
“The Future of Free Enterprise in 
America.” He says he did not know 
too much about the subject when he 
entered the contest. “It opened my 
eyes,’ he says 

Don applied much of his Ediphone 
experient and sales training in an 
all out effort to win the contest. 

Don has had little public speaking 
experience previous to the contest. 
His thought in entering the contest 
was that, “this project was a good 
chance for some mental activity. 

Further, Don felt that winning a 
public speaking contest might be good 
public relations for his product and 
his firm 

At Central College in Pella, Iowa 
where Don graduated in 1950, he was 
successful in dramatic activities. He 
played leads in “The Man Who Came 
To Dinner,” and in ‘The Barretts of 
Wimpole Street.’ He also played one 
of the at the Des 
Moines Community Playhouse, in 
“The Solid Gold Cadillac.’ 

Don Bell joined Koch Brothers as 
an Ediphone February 
1959. He was previously with the 
Addressograph Multigraph Co, for 3 


leads, recently 


salesman in 


years in sales 


SMNA Reelects Akers 


S. R. Akers, 
president of Mei 
link Steel Safe 
jo. Toledo, 
Ohio, has been re- 
elected president 
of the Safe Manu- 
Nation 


al Association. 


facturers 


Akers has been 
associated with SMNA since 1942. 
Membership of the organization is 
composed of the major safe manufac- 


turers in the country 


Sales Executives 
Honor Les Clausen 


Les Clausen, 
sales representa 
tive for the com 
mercial de 
partment of The 
J. K. Gill Co.,, 
has been awarded 
the Distinguished 
Salesman’s Award 
by the Portland 
Sales Executive Club. The award was 
presented by Mayor Terry D. Shrunk 
at a banquet held at the Multnomah 
Hotel on May 10. 

The Distinguished 


Les Clausen 


Salesman’s 
Award is the “Oscar” of the selling 
profession, symbolizing outstanding 
proficiency in the art of salesmanship 
It is sponsored by the Sales Exectutive 
Clubs all over the world. 

“In the last six months, he has 
doubled his volume of sales, has been 
able to increase the business with the 
existing customers, plus opening uj 
more new accounts than any other 
additional man,” a store official tells 


OFFICE APPLIANCES 


Greenfield Named to Post in 
Printing Industry Association 


Arnold Green 
field has 
elected president 
of the Rotary 
Forms 


been 


Business 
section of the 
Printing Industry 
of America at its 
annual meeting. 
Arnold Greenfield : : 
Greenfield i s 
vice-president and general manager of 
Watts Business Forms division of Al 
fred Allen Watts Co., Inc., Clifton, 
N.J. He has been a member of several 
Printing Industry of America commit 
tees and has served as vice-president 
of the Rotary Business Forms section 
for the past two years. He is also a 
director of the New York Employing 
Printers Association, and of the Clif 
ton Chamber of Commerce. 

Greenfield joined Watts in 1939 as 
a production assistant, and became an 
officer and director of the company in 
1951. 
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are you using these two high-powered 


Zz» ww ;» | ad salesmen? 


fihtee ioarenss 
LEATHER TRAVET USIMESS Cages 


boost your 
business 
case sales 


ii Wh 50% 


qe yP 
Sealte 7 





Ait 


R 
Pa 


oA "1 


DISPLAY RACK shows complete Dopp 
line in smallest possible floor space! 

” wide x 63” high x 12” 
this fast liquidating Dopp display has 
made history among our dealers, in 
creasing leather goods business as much as 
50% in many stores! It can do the same for 
you! Investigate this potent selling aid through 
your Dopp representative—display it prom- 
inently for higher profits—faster turnover 


Measuring only 41% 
deep 


sales 


Zippered Portfolio 
cat. no. 371 


DOPP LEATHER GOODS CATALOG — at 
your service — on counter or sales calls! 
Be sure and take advantage of this powerful 
selling medium that pictures and describes 
Dopp’s quality line of briefcases and other 
leather goods to meet every selling need. Place 
it conveniently on your counter—use it as a 
supplementary stock to help your customers 
find exactly what they want. Carry it on sales 
calls—for extra orders every time—try it and see! 


Salesman’s Case 


cat. no. 3 Ring Binder 


cat. no. 696 


— 


Brief Bag 
cat. no. 298 


Shown here, only a cross-section of Dopp’s 
outstanding collection of nationally advertised 
business cases for executives, salesmen, professional —_— 


men and students. 
MAIL COUPON TODAY FOR DOPP’S CATALOG #30 


Charles Doppelt & Company 
2024 South Wabash Ave., Chicago 16, Ill. 


Gentlemen: Please send me a free copy of 
Dopp Leather Goods Catalog No. 30. 


Attaché Case 
cot. no. 236D 


Underarm Envelope 
cat. no. 1711 


NAME OF DEALER. 


ADDRESS 
Charles Doppelt & Co., Inc., 2024 S$. Wabash Ave., Chicago 16, Ill. 


Showrooms: New York — 389 Fifth Ave « Los Angeles —712 Olive $v. city ——ZONE___STATE 


Dealers only will be sent catalogs 
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State of the 


Grapple with 
New Wage-Hour 


Regulations 


Guide Tells 
about Record 


Retention 


Freight Damage 
Under Study 


by Board 


U.S. Good 
Customer 


for Britain 


Industry 


by both Houses of Congress of the Administration's minimum 
the National Retail Merchants Assn. has effected a follow-up 
r retailers aimed at enlightening them on the new wage-hour 
A special sub-committee of the NRMA’s Employee Relations 
late in May with representatives of the Wage and Hour Ad- 
of the U.S. Department of Labor to discuss store problems in 
the interpretative regulations which will be established to enforcc 
published to give retail stores time to reorganize or 
four months 


met 


sults will 
pe rsonn | policies before the law becomes effective 


lent Kennedy srgned the bill into law 


What records are you required to keep? How long must you keep them? 
These q ms are answered in the 1961 ‘Guide to Record Retention Re 
juirement available for 15 cents from the Superintendent of Documents, 
Washington 25, D.C. The booklet covers the rules of 65 Federal agencies, 


including the Internal Revenue Service 


ges which motor carriers have been experiencing with 

the National Classification Board is making a study of the prob- 
revisions in packing requirements. The Board has asked 
il Furniture Traffic Conference to aid in the study. 
ymmittees appointed by the Conference met in Chicago recently 
ns for procedure in developing new packing specifications for fur- 
recommendations of the 


} 


nsidadering 


motor carrier. The 


for public hearing early this fall 


move Via 


docketed 


h ts to 


will he 


years the United States led the field as the biggest 
British office machinery and equipment exports in March 
nent released May 4 in London by the Office Appliances Assn., 
U.S. were worth $1,034,000 against $455,240 in the same 
Other leading customers are South Africa, Australia, 


time 


to the 

year ago 

ind West Germany 
March they were worth $898,800 against only $224,000 in the 
n the first quarter were more than 


British portable typewriter sales overseas continued to 
boon 

th 1960. Sales of portables 1 
p riod last year, the Association r« ports 


Sar 


r } 
Se i | V¢ 


doub! 





875-Million 
Units Writing 
Devices Sold 


Our Industry 


Groups Back 
Madden Bill 


Typewriter 
Sales Up, Say 


Manufacturers 


Unit sales of all types of 
mechanical writing instru- 
ments by United States manu- 
facturers scored a gain of 
13% in 1960 as compared 
with 1959, while the dollar 
value of the instruments sold 
rose by 8%, according to 
the Fountain Pen & Mechani- 
cal Pencil Manufacturers’ 
Association. Unit sales of all 
industry products totaled 
874,819,000 in 1960 as 
compared with 773,474,000 
units in 1959. Sales of ball 
point pens registered the 
sharpest gain. “While ball 
point sales continue their 
zooming course, there is 
healthy and continuing in- 
terest on the part of the buy- 
ing public in quality fountain 
pens and in mechanical 
pencils,” said Frank L. King, 
the Association’s executive 
vice-president. 


Several associations relating 
to the office supply and 
equipment industry have en- 
dorsed the principles of the 
Madden Bill. H.R. 116 
which gives the manufacturer 
the right to stabilize his re- 
sale prices, guaranteeing 
maintenance of the integrity 
of his trademark. The back- 
ers include the National Sta- 
tionery & Office Equipment 
Association, National Office 
Machine Dealers Association 
and Wholesale Stationers 
Association. 


Unit sales of the Remington 
Portable Typewriter Division 
of the Sperry Rand Corp. 
rose 72.3% in 1960 over 
1959, it was announced by 
William N. Brown, vice- 
president and Division gener- 
al manager. He indicates that 
the industry may sell some 
1,300,000 portables in 1961. 
Meanwhile, Smith-Corona 
Marchant Inc. reports earn- 
ings for the first fiscal nine 
months more than double 
those reported for the same 
period a year ago. Chairman 
Edward H. Litchfield and 
President Emerson E. Mead 
say that sales of electric office 
typewriters are the highest in 
the company’s history. 
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EARN MORE win 


AMERICA’S MOST 
ADVERTISED. ..MOST 
ASKED FOR MANIFOLD 
CARBON PAPER SET 


HURON COPYSETTE is advertised in 
leading magazines on a regular schedule to 
make your selling job easier, yet it costs no 
more than non-advertised brands. 


Your customers will want to buy this rec- 
ognized brand name leader. You owe it to 
them to stock HURON COPYSETTE . 
they will ask for it by name! 


Here’s what you get when you stock 
HURON COPYSETTE for your customers: 


FREE DIRECT MAIL PIECES @ FREE SAMPLE FOLDERS 
FREE AD MATS © IMMEDIATE SHIPMENTS FROM 
STOCK @ DROP SHIPMENTS IN YOUR NAME 


fliry “ann ee. 


2) 
* Licensed under 
Kerr Patent No. 
2,557,875 
a OUT Styl 


MANIFOLD CARBON PAPER SETS 


PORT HURON SULPHITE & PAPER CO. 


PORT HURON, MICHIGAN 
Sales Offices: Ridgewood, N.J. © Wilmette, Ill. 
Warehouses: Ridgewood. N.J. © Chicago. Ii!. © East St. Louis, II! 
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OA Editorial 


Why Are Good 
Salesmen Scarce? 


A common query among dealers in the office equipment and 
supply industry is, “Where or how can I find high caliber salesmen 
to add to my staff?’ That coming up with an effective answer to the 
question is not easy is evidenced by the fact that the problem has 
been with us for a long time. And solution seems to be no closer than 
it was 20 years ago 

On the premise that the first logical step to the solution of a 
problem is to get an accurate and inclusive picture of the problem, 
OFFICE APPLIANCES made a nationwide, random selection survey 
among dealers concerning their practices in the hiring, training and 
directing of salesmen. The illuminating results are presented in an 
extensive report beginning on page 22. 

Awareness of the problem of the scarcity of good sales per- 
sonnel seems to be accompanied by the frustrating presumption that 
not much can be done about it. One dealer writes, “Generally speak- 
ing, the profit level of our industry is not high enough to support 
an excellent professional type of sales organization. The duplica- 
tion of lines, the ease of getting discounts, and the large number of 
dealers are some of the factors.”” A marketing expert would say that 
the reasons given for not professionalizing selling in our industry 
are the very ones that indicate requirement for the best type of pro- 
fessional selling. 

Inexperienced, untrained salesmen are almost inevitably 
doomed to failure in a highly competitive field. Listing turnover in 
the sales staff as being a serious problem, many dealers who partici- 
pated in the survey said that individual failure was very largely be- 
cause they “didn’t make the grade.’”’ Why didn’t they make the 
grade? No doubt poor hiring and training techniques share in the 
blame. What about management ? 

Very significant is the fact that most dealers do not have full- 
time sales managers. Sales management is a side issue. In a practical 
sense, it hardly exists Despite their expressed opinions, even good 
salesmen need dirction. When left on their own, the incidence of 
failure rises rapidly 

Why are good salesmen scarce? There are many reasons, but 


one stands out — lack of good sales managers 


< 





to meet your requirements within the limitations of 

your available floor space, the compact Harter Seating Center 
s furnished free of charge to you as it appears here or in the 
ersion without the two outside pegboard 

ull-size display is 14 feet long. The smaller 

t long. The left-hand central display board 


A customer can feel a Harter chair’s comfort. He 
can try the adjustments. Harter chairs give you 
tangible features to sell. So, concentrate on chair 
sales first. Orders for other office equipment will 
follow. Harter makes it easier for you to get 
started on the right track immediately with this 
special free Seating Center display. 

A Seating Center in your store is a tremendous 
help to you in selling chairs. It helps you “sell-up” 
by bringing all Harter chairs together in one 
central, organized spot for comparison. Chairs 
are arranged by price and type from the center 
out. You start in the center, pick the chair type, 
work out and down in price and then back up. The 
customer tries, sees, and buys. 

You have a choice of two displays. One combines 
a complete representative stock of 16 chairs and 
the full 14-foot display. The chairs are uphol- 
stered in a variety of colors and fabrics to empha- 
size breadth of choice. Harter also furnishes with 
this fine Seating Center display a valuable copy of 
our complete upholstery and color Visualizer at no 
additional charge. The complete display with 
chairs takes only an 8x16 foot section of floor space. 
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HRHH HARTER SEATING CENTER DISPLAY 


organizes chair selling — increases chair sales — takes minimum floor space 


describes the functions of the various types of chairs. The 
right-hand central display board shows individual Harter 
chair models grouped by job functions. Shelf holds liter- 
ature, including free Vizualizer that contains samples of 
Harter fabrics and finishes. Pegboard can be used to show 
photos and sketches of office layouts. 


SPECIALIZING IN HARTER CHAIRS HELPS YOU SELL OTHER OFFICE EQUIPMENT 


The smaller package, for dealers “pinched” for 
space, consists of 13 chairs. The display is re- 
duced to its basic two central panels, sign and 
shelf, and the Visualizer. The result is a dominant 
floor display and demonstration center concen- 
trated in an area of only 8 x 12 feet. This is ideal 
for increasing sales in the small store. 

Dealers who have used the Seating Center plan 
have increased sales up to 25%, and so can you. 
You sell faster and easier. Your customers find 
exactly what they want for more complete satis- 
faction. You have fewer call-backs and you re- 
ceive larger, more immediate orders of chairs as 
well as other equipment. You'll sell more of every- 


Find out all the benefits of becoming a Harter dealer. There's 
no obligation. Also receive free literature on the entire Harter 
line by just mailing this coupon along with your name and 
letterhead to; 


3 Wl HARTER CORPORATION 

: 725 Prairie Avenue, Sturgis, Michigan 

Canada: Harter Metal Furniture, 139 Cardigan St., 

' Guelph, Ont. , : 
: Mexico: Briones-Harter, S.A. Lago Iseo 96, Mexico |7, D.F.: 





OA Survey 


How Dealers 
Hire, Train, Keep 
Salesmen 


by ROBERT E. RUSSELL 
executive editor 
The care and feeding of outside salesmen is a peren- 
nial problem with office equipment and supply deal- 
ers. Ideally, everyone would like to have a sure-fire 
source of good applicants, each one a guaranteed pro- 
ducer when turned loose with an order book 

Unfortunately, neither our industry nor any other 
has been able to develop a system to insure such re- 
sults, although considerable progress is being made 
in all fields to reduce the mistakes of the ‘‘seat of the 
pants” method of management. But to date, the hir- 
ing, training, and maintaining of good sales person- 
nel continues to rank as a major problem, and the seat 
of the pants system still is practiced in many quarters. 

In order to give you an up-to-the minute picture 
of current sales management practices among office 
equipment and supply dealers, OA has just completed 
an extensive survey. A questionnaire was sent to a 
broad random cross-section of dealers all over the 
country. The 18% response from organizations of all 
sizes makes the results a significant appraisal of dealer 
practices and points up the need for improved methods 
of hiring, training, and directing salesmen 

Help Dissatisfied Dealers 

Dealers are well aware of the problems. They are 
frankly dissatisfied with the way they go about select- 
ing a new salesman, and their present methods of train- 
ing him. They are puzzled over incentive programs, 
how to plan constructive sales meetings, and many 
other jobs of management. 

As one dealer writes, ‘This matter of maintaining 
an efficient sales force is of grave concern to us. We 
need all the help we can get.” 





There’s plenty of room for 
good salesmen in the office 
equipment and supply field 
—but there is need to im- 
prove methods of selecting, 


training and handling them. 
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Another dealer who wants to start a sales force 
says, “I would like to hire an outside salesman, but 


actually do not know how to go about it efficiently.” 
One dealer, who admits that his methods are not 


the best, states, “If I had a boss, I'd probably get fired.” 

A provocative comment was this, “Generally 
speaking, the profit level of our industry is not high 
enough to support an excellent professional type of 
sales organization. The duplication of lines, the ease of 
getting discounts, and the large number of dealers are 
some of the factors.” 

To this we cannot agree, nor does the same opin- 
ion appear to be widely held by the dealers answering 
our questionnaire. While there may be considerable 
truth in the factors this dealer mentions, they demand 
the highest type of salesmanship, not the lowest. 

To establish a basis of evaluating the response to 
our questionnaire by size of firm, we asked, “How 
many outside salesmen do you have on your staff?” 
Of the dealers answering— 

53.2% have 1 - 3 salesmen 
17.4% have 4 - 5 salesmen 
20.1% have 6 - 10 salesmen 
5.5% have 11 - 15 salesmen 
3.8% have more than 15 salesmen 


No Turnover in “Old Timers” 

The question concerning length of time salesmen 
have been with their dealer employers reveals some 
interesting points. (See Chart 1, following page) You 
will note that the smaller organizations, particularly 
those with from 4 to 10 outside salesmen, have a con- 
siderably higher percentage of “old timers’’ than do 
the larger firms. The large dealers have the lowest 


percentage of men with 5 or more years service, and 


the highest percentage of mortality among new men. 

Chart 2 shows the rate of turnover in firms by 
size of sales staff. Approximately one-half of the deal- 
ers with 1 to 3 men have made one or more changes 
in their sales personnel during the past year. The num- 
ber of men involved represents slightly less than one- 
third of the total force employed by the group. 

At the other end of the scale, 91% of the large 
firms have made changes, and the number of men in- 
volved represents 39% of the total sales staff employed. 

The average size dealer seems to be the most effi- 
cient, or at least the most stable, in this respect. While 





Chart | 


How Long Salesmen Have Been with Present Dealer Employer 


Dealers with 
1 — 3 Salesmen 


Dealers with 
over 10 Salesmen 


% of Total Sales % of Total Sales 
Force Force 


Less Than | Year 32.0% 
1 — 2 Years 13.0% 
2— 5 Years 23.0% 
Over 5 Years 32.0% 


Dealers with 
4 — 10 Salesmen 


% of Total Sales 
Force 


14.0% 
13.0% 
23.0% 
50.0% 





Chart 2 


Rate of Salesman Turnover by Size of Firm 


Dealers with 
1 — 3 Salesmen 


462%, of the dealers 
have lost 1 or more 
men during past year 
equivalent to 
3014% of the total 


sales force employed 


Chart 3 


Why Men Leave Dealer Sales Force 


70.1% — Fail to make the grade 
15.3% — Go to competitive dealer 


3.0% — Go with office equipment 
and supply manufacturer 
or wholesaler 


11.6% —Go into another field 
entirely 





Dealers with 
4 — 10 Salesmen 


70.7% of the dealers 
have lost 1 or more 


Dealers with 
over 10 Salesmen 


91% of the dealers 
have lost 1 or more 
men during past year men during past year 
equivalent to 
24.4%, of total sales 


force employed 


equivalent to 
39% of total sales 
force employed 


Chart 4 
How Dealers Get Applicants for Sales Jobs 
44.47, — Use newspaper ads 


47, 


25% 


— Use employment agencies 


— Ask friends and associates 
for leads 


5% —Go to local schools and 
Universities 


t due to sa ealers using more than one method 


Chart 5 


Qualifications Dealers Look for When Hiring New Salesman 


Experience in selling 


office eqpt. and supplies — 28%, say YES 
Experience in selling 
other than office eqpt. 


and supplies 





66% say YES 


Must have a good past record — 18% say YES 


24 


Must have good appearance 
and personality 





34% say YES 
Must sell himself 


in personal interviews 14% say YES 


Must qualify by 
aptitude testing 





34% say YES 
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SALESMEN .. . continued 


70.7% of the firms with 4 to 10 men have lost one or 
more men during the past year, the number per dealer 
is less, and represents a 24.4% of their total force. 
The old “rule of thumb’ ratio of successful men to 
the number hired has been for many years about 20% . . . 
one in five. Modern techniques for screening and select- 
ing prospective salesmen have improved this ratio in 
many industries. But in our field, even the best group 
fails to meet the old measure by a considerable margin. 
As we all know, the higher the turnover in personnel 
the greater the waste in time and money. It appears that 
here is an area for improvement among office equip- 


ment and supply dealers. 


Only Producers Are Kept 


Why do our men leave? In answer to this question, 
70.1% of the dealers said the main reason for their men 
leaving was because “they didn’t make the grade.” In 
other words, the big majority had to be fired for failure 
to produce. (Chart 3) 

How many of these men might have been saved by 
different training and managing methods; or how many 
should not have been hired in the first place by scientif- 
ic standards of aptitude, is anybody's guess. 

There is a significant degree of “in-fighting’’ among 
dealers for salesmen, as indicated by the 15.3% of the 
dealers who reported they have lost men to a competitor. 
However, the figure is not as high as might be expected 
in a specialized business, and a number of dealers flatly 
stated that they are not as enchanted with the idea of 
hiring a man from a competitor as they formerly were. 

Only 3% of the dealers reported that men have left 
them to go with an office equipment or supply whole- 
saler or manufacturer. The remaining 11.6% have lost 
men to another line of business entirely. 

The conclusion to be drawn is this: failure is the 
main reason for losing men. They don’t quit. They are 
fired. Just as there is more than a little truth in the 
axiom ‘there isn’t such a thing as a bad boy—only bad 
fathers,’ so a share of responsibility for sales failure 
must rest with inadequate management. Another area 
for solid study within our industry. 

The established w ays of attracting applicants for sales 
jobs—newspaper ads and employment agencies—are 
generally used by office equipment and supply dealers. 
(See Chart 4) The 479% who depend on employment 
agencies do have the advantage of the agencies’ screening 
procedures. The 44.707 who use newspaper ads, and the 
25% who ask friends and associates for leads must 
rely on their own judgment to screen applicants and 
make their selection. 

Qualifications which dealers insist on in a new man 
vary widely, with heavy emphasis on prior selling expe- 
rience. (Chart 5) While the majority, 66% say they 
prefer men who have sold something other than office 
equipment and supplies, an additional 28% look partic- 


ularly for men with experience in our industry. Several 
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dealers commented that they sought out such men be- 
cause it is too expensive and too hazardous to train a 


new man to the business. 

Beyond the requirement of previous selling expe- 
rience, dealers have a wide variety of ideas for judging 
prospective salesmen. A high value is placed on good 
appearance and personality. Some of those answering 
the questionnaire place these attributes at the top of 
their list. Several explained it in the phrase, “he must 
be the salesman type.” 

Another qualification frequently mentioned is the 
ability of an applicant to sell himself in personal inter- 
views. One dealer enlarged on the point to explain that 
he interviews likely prospects several times, and pur 
posely puts them “through the jumps.” His decision is 
made in favor of the man who handles himself best in 
these sessions. 

A gratifying number of dealers base their hiring deci- 
sions on the results of aptitude tests—21% utilizing the 
services of independent testing agencies. Another 13% 
conduct and grade a series of standard tests themselves. 

Of the dealers using tests as a guide for hiring, 37% 
had no new men leave their force during the past year, 
35% had lost 1 to 3 men, and 28% had lost over 3 
men. 

While certainly not an infallible system, the use of 
testing procedures improves the odds of a man making 
the grade, and warrants broader consideration by office 
equipment and supply dealers. 


More Size, More Money 

There is an interesting difference in the way salesmen 
are paid in firms of different sizes. (See Chart 6) For 
example, the larger an organization becomes, the trend 
is definitely away from payment by straight salary, and 
by salary with a commission. Conversely, you will note 
that fewer of the small firms pay on a straight commis- 
sion basis, while the majority of larger dealers do 

Most dealers have some form of incentive plan for 
their salesmen—63.6%. Of these, 57.2% are in the 
form of a bonus over quota; while 42.8% of the dealers 
have a straight profit sharing system. Most of the bonus 
programs are conducted by dealers who pay their men 
on a straight commission basis. The profit sharing pro- 
grams are largely offered by those paying a salary or 
salary and commission. 

Chart 7 shows the earning range between top and low 
men in dealers’ organizations. At the high end, 48.3% 
of the salesmen earn $10,000 or more annually. An ad- 
ditional 19.1% make $8,000-$9,999. And a very rc 
spectable 24.7% make over $12,000 per year. This is 
par for any course, in any merchandising industry. 

The problem lies at the other end of the scale. Almost 
a third of the men whom dealers say are at the top of 
their sales staff earn less than $8,000. Only 19.1% of 
the men the dealers report are at the bottom of their 
totem pole make over $6,000. 

Here lies one reason for high turnover. Too high a 
percentage of our salesmen either do not have the 
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Chart 6 


How Dealers’ Salesmen Are Paid 


Dealers with Dealers with 
1 — 3 Men j 10 Men 


Salary 19.0% 
Salary and Commission 55.0% 
Straight Commission 26.0% 


Incentive Plans 

63.3%, — Of dealers do 

36.4%, — Of dealers do not 

Of Those Who Do Have Incentives 


57.2%, — Are bonus over quota 
/ q 
42.8% — Are profit sharing 


Chart 7 
Earnings of Top Dealer Salesmen 


peop t hae 32.67, $5,000 — $8,000 
ani 19.17% —— $8,000 — $10,000 
13.3% 23.6% —— $10,000 — $12,000 
71.5% 21.3% —— $12,000 — $15,000 
3.47, over $15,000 


Earnings of Low Dealer Salesmen 


39.3% less than $5,000 

41.6% $5,000 — $6,000 
15.8% —— $6,000 — $8,000 
3.3% —— $8,000 — $10,000 








Chart 8 


How Many Dealers Have Full-Time Sales Managers? 


Chart 9 


Do Dealers Hold Regular Sales Meetings? 


69.9% — Yes 
30.1% — No 


Those Who Do — How Frequently? 


2.5% — Daily 
43.4%, — Weekly 
17.4% — Every Other Week 
21.5% — Monthly 
15.5% — Occasionally 





Dealers with Dealers with Dealers with 
1—3Salesmen 4— 10 Salesmen over 10 Salesmen 


17.3% 50.0% 63.6% 
82.7% 50.0% 36.4% 


Chart 10 


How Dealers Prepare Men for Outside Selling 


68.4°%, — Work them through the departments 
of store or office. 


66.5% — Have them work with experienced 
salesmen until ready. 


> — Study and learn a sales manual. 


, — Put them through a special training 
school. 


» — Turn them loose in territory to 
learn by experience. 
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SALESMEN .. . continued 
ability to improve their earning capacity, or the incen- 
tive to do so. In either case it costs the dealer money, 
and the end result is the necessity of letting a man go 
and hiring a new one with the hope he will do better. 
It all boils down to this: The bulk of our problems 
lie at two doors. One can be substantially solved by 
better methods of selecting new men. The other requires 
effective methods of sales training and management. 
Incentive systems may also be reviewed critically, and 
expanded to provide the necessary goals to keep good 
men happy. They are not the answer for the misfits; for 
a poor man couldn't make good if you gave him the 


business. 


We Like Them, but .. . 


Sales meetings are a topic of great interest to dealers. 
The majority hold them, although many who do are 
not satisfied with them. Many of those who do not 
would like to, recognizing the problem of planning 
them right and keeping them interesting and effective. 

The weekly meeting is favored by dealers who hold 
them at all (See Chart 9), although the biweekly and 
the monthly session enjoy considerable popularity 
among dealers. Only a few, and those with large sales 
forces, hold meetings daily. Manufacturers’ representa- 
tives are welcome at most sales meetings, 70% of the 
dealers say that they do participate in the sessions. 

Training procedures are not at all haphazard among 
office equipment and supply dealers. Most attempt to 
give their new men a thorough background in the busi- 
ness and products before turning them loose on the 
trade. Only 23.9% say they practice the old ‘‘sink or 
swim” system with their men. And even some of these 
at least give them a book or two to read before doing so. 
(Chart 10) 

Going a step further than data about selecting and 


paying salesmen, the OA survey devoted a number of 


questions to the phases of training and management 
that might bring out some trouble spots. 

To determine first of all who does the managing, we 
asked the question, ‘Do you employ a full time sales 
manager ?’’ (See Chart 8) Obviously, fewer of the small 
dealers have sales managers for their small force. 
Surprisingly, 36.4% of the dealers with over 10 sales- 
men do not have full time sales managers. It can be 
assumed that whoever else in management exercises 
control over these men has more than a full time job 
himself. Otherwise, it would indicate a precarious system 
of having men on the street entirely unsupervised. 

The OA survey only puts the spotlight on the prob- 
lems. The “‘cures” depend on the exchange within our 
industry of methods that have proved successful. Our 
editors will be concentrating on the subject in the 
months ahead, and will report worthy developments in 
future issues of OA. In the meantime, we will appre- 
ciate comments from any of our dealer readers who feel 
that they have worked out the answer to the effective 
hiring, training, and managing of their salesmen. 
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How Dealers Feel About 
Sales Meetings 


The following are random comments from dealers on 
the subject of sales meetings. It is evident that most like 
the idea, but haven't solved the problem of how often 
to hold them or how properly to plan them. 


“You need fresh material for each meeting. They 
should be good — or don't have them.”’ 


We need them. We also give our men a report 
on progress in our company, so they can see how 
we as an organization are doing.” 


“We accomplish the same results with a weekly 


sales letter.” 
“Tough to do properly — to maintain interest.” 
“Very good. We should have more than we do.” 


“It is difficult to keep sales meetings fresh and 
interesting.” 


“We limit ours to one hour. Mixture of new 
products, technical data, generating enthusiasm.” 


“Useful in other ways than sales training — new 
product uses, changes, new lines, contests, etc.” 


“Our meetings are devoted to product demonstra- 
tion, uses, competitive machines, sales techniques.” 


“Very important. We want to have more, but 
they must be planned, and that takes time.” 


“We should have them. Best way to keep sales 
staff advised of new products, and generally to 
air problems that come up.” 


“We believe individual counselling is better than 
sales meetings.” 


“We try to have a manufacturer's representative 
present at every meeting.” 

“It is important to have interesting meetings. We 
try to bring in something that will make our 


meetings worthwhile.” 


“They help a great deal. Trouble is how to get 
fresh material for them.” 


“Real challenge to make them interesting.” 
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OFFICE IN THE WINDOW of Ruggles, Inc. is complete down to the last accessory, including the telephone. 
Executive offices are beyond the partition. Above is the front of the newly re-modeled, 60 year old building. 
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can’t Move, Remodel 


The problem of finding larger quarters for an 
expanding business is a common one, but few dealers 
would have solved it in the manner of George Rug- 
gles, owner of Ruggles, Inc., Seattle, Wash. 

When his firm outgrew its present location he 
found the solution to his problem by buying and 
remodeling a 60-year old building in one of the city’s 
so-called “blight areas.’’ He not only got the space 
he needed, he was also presented with a commenda- 
tion from Seattle's Central Association for ‘‘forsight- 
edness.” The Association urged more businesses to 
follow his example. 

The firm of Ruggles, Inc. started to grow as far 
back as 1949 when it occupied the building at 115 
Cherry St. It was decided to rent two floors of a 
warehouse for the sales department and accounting 
office, leaving the display area for Cherry St. Every- 
one breathed a sigh of relief to get out of the 
cramped quarters, but in a few years it became ap- 
parent to Ruggles that the dual operation had be- 
come untenable. 


Comfortable Communications 


It is a basic belief with him that communication is 
the key to successful business operation. With depart- 
ments divided between two buildings, too much time 
was wasted in maintaining communications between 
executives, salesmen and the accounting office. 

Ruggles wanted a location that would house his 
entire operation comfortably under one roof and 
meet the three qualifications he had drawn up before 
he started his search. First of all, he felt that the 
firm should be located within the periphery of Seat- 
tle’s financial district, since most of his customers 
were within that area. Secondly, the new location 
should allow some leeway for future expansion, 
since every move is costly and time-consuming. And 
last, but in Ruggles’ mind definitely not least, there 
should be room for customer parking. It was the 
parking problem that had driven many expanding 
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Seattle businesses to the outer fringe of the city’s 
business area, but this solution conflicted with Rug- 
gles’s belief in point number one: proximity to 
financial district customers. 

He found that in a few cases where a location met 
his three qualifications, it was prohibitively expensive. 
This remained a problem without an apparent solu- 
tion until he conceived the idea of remodelling a 
building in the business district's South End, which 
had been termed a “blight area’’ by city officials. 

Paint, Ingenuity and Luck 

Here he found a building which would give him 
four floors with 24,000 square feet of usable space. 
Ruggles purchased the building for $48,000 and 
with a little bit of paint and a lot of ingenuity, he 
converted the structure from an eyesore into an at 
tractive business. The initial investment was $2.00 a 
square foot, plus the small amount it took to put the 
building in good condition. To build a new store. 
under today’s costs, for the same purposes would 
have cost Ruggles about $15.00 a square foot. 

“In deciding to purchase an older building,’’ says 
Ruggles, “the most important consideration to bear 
in mind is how much it will cost to bring the build- 
ing into conformity with your city’s building code, 
In our case, we found that the building was basically 
sound, and probably much more sturdily built than 
some of today’s structures. However,” he admits, 
“our largest expenditures were in updating the build- 
ing to conform with city safety codes. For example, 
we went to considerable expense to provide safety 
doors and to bring the elevator up to current spec- 
ifications.”’ 

According to Ruggles, another very important 
consideration is the adequacy of the wiring, both 
for the firm’s purposes and for meeting city require- 
ments. 

“We were very fortunate in this respect,” he said. 
“While our building had stood vacant for several 





REMODEL .. . continued 


years, prior to that it had been occupied by a whole. 
sale electrical supply firm. They left us with excellent 
wiring and really topnotch lighting outlets, for which 
we are very grateful. Otherwise, this would have 
constituted a major expense for us.” 

Another important thing to check when shopping 
for an older building is the heating plant. One of 
the selling points of Ruggles’ building was the fact 
that it had its own oil burner, and in good condition, 


too 


Architect on the Side 


George Ruggles had definite ideas on the changes 
he wanted made, and for this reason, as well as to 
limit expenses, he served as his own architect. He 
did hire a color consultant, however, to plan the 

interior color schemes. 

’ ’ a He went to work first on the main floor which, in 
: the manner common to old buildings, had a tremen- 
dously high ceiling. A false ceiling of plasterboard 
over two-thirds of the area lowered the ceiling to a 
reasonable height and also held the fluorescent 
lighting system. The original ceiling is used in the 
yt sila remaining portion of the room, above the executive 

¢ offices and the balcony accounting office. This 
PUTTING A DOOR TO WORK, Ruggles covered a seldom-used original ceiling is rather unusual, being made of 


basement door with a decorative panel of drapery material and painted, embossed tin which resembles an antique 
used it as a background for his furniture displays frieze plaster ceiling. 
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A glass partition was already in place between the 
display and office areas, extending from floor to 
ceiling. Ruggles had the top panels repainted to 
resemble wood, giving the whole floor a warmer and 
more integrated look. 


Get Rid of the Windows 


Across the store front were large French windows, 
above the display windows. Since they served no use- 
ful purpose and detracted from the display windows, 
Ruggles had them covered from the outside with 
treated hardboard and from the inside with painted 
firewall. The entire exterior store front above the 
display windows was then covered with vertical 
random-width cedar, and over this, in two-inch 
white enameled cut-out letters, were placed “Ruggles, 
Inc.,” ‘Office Furniture” and “Office Supplies.” 

Ruggles carried the random-width panelling back 
into the store’s interior. He chose Philippine mahog- 
any for the wall which extends the length of the 
office space. This wood also provides a decorative 
facing for the balcony housing the accounting depart- 
ment. 

“Before we closed the balcony off,” said Ruggles, 


_ , “our office girls were expressing doubts as to whether 
ROOM FOR EXPANSION is included in the second floor stock they would be safe on the rickety-looking balcony. 
room which houses office supplies. The building itself consists of ‘ ? 


24,000 square feet of floor space, all of which can be utilized for Actually, the balcony = safe enough, but gave the 
projected growth. appearance of insufficient support until we closed 
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it off and added the decorative facing.” 

The wall on the opposite side of the main floor, 
along the display area, presented more of a problem 
because it was somewhat out of line, making the 
application of panelling difficult. Ruggles solved 
this by having the wall covered with a grasscloth 
wallpaper. False fronts were placed around the four 
large pillars on the main floor; the first two were 
covered with a matching grasscloth, the back two 
with painted masonite. 

Adjacent to the grasscloth wall is a large door 
leading to an unused basement area. Although the 
door was literally an eyesore, it could not be elim- 
inated since it gave the only access to the electric 
meters. So Ruggles covered it with a printed drapery 
panel and put it to work as part of a furniture 
display. 


Bring The People In 


To bring the window-shoppers into the store, 
Ruggles devoted one of his display windows to a 
model office, using representative pieces from his 
first floor furniture showroom. Carpeting, lamps, 
paintings and other accessories completed the display. 

Ruggles has been able to use every floor in the 
building. The second floor is for storage of office 
supplies stock. Order desks are also located here as 
is an employees’ lunchroom. 

Secondary lines and used office furniture are dis- 
played on the third floor. On the premise that a 
customer shopping for used furniture deserves as 
much consideration as one shopping for new furni- 
ture, Ruggles has set up six model offices. For each 
office, a 12 by 15 foot section of the floor along one 
wall was painted to simulate a carpet, either in green, 
beige or brown. Ruggles has on his sales force an 

interiors man,’ who sets up these model offices, 
using second-hand furniture and adding decorative 
touches from the firm’s new stock, such as lamps and 
paintings. Thus Ruggles helps the used furniture 
customer visualize how the pieces will look in his 
office, just as the customer buying new furniture is 
helped by the main floor displays. 


Finish On The Fourth 
The fourth floor, which is skylighted, provided 
the ideal site for the firm’s furniture shop with its 
refinishing facilities. Here, office furniture is re- 
finished to the customer's order, or in some cases, 
second-hand furniture is refinished to enhance its 
resale value. Ruggles is especially proud of the re- 
finishing job his men did on an old cherry roll-top 
desk, circa 1880 
“In addition to being pleased with the beauty of 
the wood and the fine craftsmanship evident in the 
desk,” says Ruggles, “I value it as part of Seattle’s 
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I believe in the upgrading 
of business property; 


not allowing it to lie fallow 


George Ruggles 


early history. It belonged originally to a man who 
built what was once the city’s finest hotel, since torn 
down to make way for progress.” 

Ruggles feels his is five to ten years ahead of a 
general movement to revitalize the South End busi- 
ness area. 

“We feel that all Seattle business property has a 
high growth potential,” he said. “ ‘Century 21,’ the 
huge international scientific exposition which will 
open here in April, 1962, is expected to add impetus 
to the attraction of new business. I believe that the 
general upgrading of business property which can 
be expected will make it evident that this South End 
area is too valuable to lie fallow.” 

Though a moderate expenditure, George Ruggles 
has been able to solve his space and parking require- 
ments, and still remain within easy distance of his 
customers. He feels fortunate to be slightly ahead of 
the trend in his move, and believes it is only a matter 
of time before other business men will realize the 
value of this area and follow his lead. 





Unjustified expenditures to 
reduce income tax bills 
is simply throwing money away. 


Continuing high income tax rates, both corporate and 
individual, have and continue to have a profound effect 
on the thinking of business management and owner- 
ship, large and small. Business owners and managers, 
more and more, weigh their actions in the light of the 
income tax result stemming therefrom. 

So far so good. If a certain action involving an 
expense is justified from the standpoint of sound 
management, an income tax reduction resulting from 
this is an attractive bonus. Unfortunately there is a 
discernible trend toward incurring additional business 
xpenses solely for the purpose of reducing the indi- 
vidual or corporation tax bill. 

This is a perversion of the advice of tax experts who 
counsel clients to consider the tax effects of various 
courses of action, but only on the basis of the action 
taken being sound. That is, the action should stand 
on its OWn merits as a good management move. No 
reputable tax authority approves the incurring of ad- 
ditional business expenses solely to reduce the income 
tax bill of a business. 

Nevertheless, an increasing number of business tax- 
payers explain dubious business outlays by knowingly 
observing that “it’s tax deductible.’’ This is supposed 
to justify an unjustified expenditure, even while making 
management, in its own estimation at least, look real 
shrewd and knowledgeable. (Parenthetically, a good 
many frivolous outlays may be disallowed on critical 
examination by Internal Revenue Service.) 


Grudges Are Deductible 


A growing number of business taxpayers are 1n- 
lulging their resentment of high income taxes by 


business spending and wastefulness which only a few 
years ago they'd have frowned upon, considered in- 


excusable by any management test. It would be sur- 
prising if no dealers, either as proprietors or corporate 
executives, have been caught up in this delusion which 
is becoming so widespread. More and more expense 
items go unchallenged because they're ‘‘tax deductible.” 

Yet, precisely because of the impact of heavy corpo- 
ration and steeply graduated individual income tax 
rates, business management and ownership should be 
even more conscious of the need for practicing sound 
economics. A circumstance worth keeping in mind: 


t* 1. ba sl , j . ilabl ; , 
After income tax, there’s less available to waste. 





It is true that, thanks to income taxation, a dollar 
saved is no longer a dollar earned. For the non- 
corporate dealer a dollar saved nowadays may be only 
a 62¢ to 80¢ dollar earned, and payable at that in a 
depreciated dollar worth half what it was in 1940. 

Many tax authorities have pointed out the fallacy 
of practicing false economics in a business, failure to 
modernize equipment, and utilize the latest efficiency 
aids. Emphasis has been repeatedly placed in such 
articles on the bona fide income tax savings that can be 
effected by spending money to earn money while getting 
an income tax assist for modernizing. (The revised 
Internal Revenue Code recognizes the need for business 
modernizing, hence the accelerated depreciation formu- 
las permissible to encourage modernization). Unfortu- 
nately this advice too often is being misinterpreted as 
counsel to spend for spending’s sake, and to escape some 
of the consequences of heavy income taxation. 


A Philosophy of Waste 


This is becoming a more widespread management 
philosophy than may be generally suspected. It is 
insidious and takes many forms. It occurs at the same 
time a dealer is exerting himself to increase his gross 
sales volume with the objective of sweetening his profits. 
This is an ironic management inconsistency that goes 
unnoticed. Often, questionable economies are practiced 
concurrently with tolerated wastefulness in other man- 
agement areas. 

Consider a non-corporate dealer who is in the 30 per 
cent income tax bracket. He’s resentful of the tax bite 
on his business and other income. He mutters in his 
coffee that he doesn’t have much incentive to make more 
money. Why cut expense corners ? 

He figures maybe he could whittle down his expenses 
by as much as $1,000 a year without half trying, but 
that would throw him into the 34% tax bracket. These 
additional expenses in his business schedule reduce his 
income tax by $340. He's so T’d off about income taxa- 
tion he overlooks one important fact: He’s out $660 in 
take-home earnings to be had by reducing his expenses. 
Or this would give him an additional $660 to invest in 
his business. 

He's right in complaining that steeply graduated 
individual income tax rates have sharply reduced his 
incentive to make more money. However, in the lower 
tax brackets at least, there is a large degree of incentive, 
even though a diminishing one, which should not be 
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ignored. “‘It's tax deductible’’ should be tested against 
an expenditure’s effect on after-income-tax earnings 
and not alone on the income tax result. 

Careful management, reducing needless expenses and 
eliminating waste still has some met rewards, even if 
these rewards, after income tax, are now sharply dis- 
counted. Income taxation should not be permitted to so 
warp management thinking that bad management 
results. A needless outlay is no less needless even when, 
in part, the government foots the bill via a reduced 
income tax. 

Moreover, non-corporate dealers particularly should 
keep another fact in mind if they are planning toward 
eventual retirement: Income taxation makes it doubly 
difficult to lay funds aside from business earnings for 
eventual retirement, as critics of high income tax rates 
point out. For that very reason it is foolish to squander 
otherwise available business earnings to reduce the in 
come tax bill, year after year. That part of such wasted 
earnings which otherwise would be available after in- 
come taxation is more needed than ever against the day 
of retirement. While income taxation makes retirement 
a more and more difficult goal for many taxpayers, 
wasteful practices in business do not enhance the 
chances for comfortable retirement. Such practices, in 
fact, reduce the prospects. 


Net Price on Needless Business Expenses 


For every $100 of additional expenses 

Taxpayer loses 

in net earnings, 
after taxes 


Government 
Income tax loses in 
bracket % taxes 





2u $20 $80 
22 78 
26 

30* 

34 

38 

43 

47 

50 

52* 52 





*Corporation tax, 30 per cent of first $25,000 earnings; 52 per cent 
above $25,000. 


The accompanying table demonstrates the folly of 
wastefulness as a means of reducing either the individ- 
ual or corporation income tax bill. 
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IN-STORE display at Specialty Service Co. is devoted to cash registers in a variety of models designed to do specific jobs. 


Texas firm anchors 


fufure to cash registers 


Specialty Service Co., an office machines dealership 
strategically located adjacent to super highways leading 
into downtown Fort Worth and Dallas, Tex., has found 
its most productive market in approaching any type of 
business possessing a cash register problem relating to 
sales itemization. 

Super markets, mushrooming in the expanding area 
outside of the central city, are the target for Specialty 
Service Co. salesmen as they “push’” the Anker cash 
registers in sizes and equipment fitting the scheduled 
use. 

“A super market today may buy only one adding ma- 
chine but needs from 15 to 18 cash registers for its 
many customer stations,” asserts F.D. Lewis. A partner 
with L. T. Lewis and Leon Lewis, he ascribes to the 
Fort Worth firm's two objectives: 

—Specialize. 
—Give service. 
Specialty Service salesmen are distinguished by the 


fact that they are service conscious in providing mechan- 
ical service through the life of the machines they sell. 
In addition, they are so well versed in the cash register’s 
adaptations that they can prescribe the size and capacity 
to itemize which match the job demands. 

“A cash register is called upon to do a bookkeeping 
job as well as ringing up the sale and providing a re- 
pository for accessible cash,’’ point out the three part- 
ners. ‘There are so many different models in the Anker 
line that we can write the proper prescription and that 
is what sells the machines.”’ 

How is the market tapped? Specialty Service Co. ac- 
complishes this in three ways: 

Normal canvassing. 
Direct referrals from happy users. 
Newspaper advertising and direct mail. 

It is a market which the three partners believe is 
worthwhile inasmuch as the average cash register sale 
is $1,000. In addition, several other sales—typewriter, 
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ANKER CASH REGISTER officials visit Fort Worth dealer. From left: Jack 


Oliver, Anker sales representative; W. Heidemann, Anker vice-president; F. D 
Lewis; Dr. Heinz zur Neiden, president of Anker-Werke a.g. in West Germany 


adding machine or bookkeeping machine—may be tied 
in with the cash register installation. 

The trend is definitely toward cash registers for alert 
office machine dealers,” says F. D. Lewis. “We were 
farsighted enough to become the second Anker cash 
register dealer in the United States. In addition, we have 
had wonderful co-operation from the manufacturer 

Why is emphasis given to cash registers instead of 
other office machines? F. D, Lewis explains: 

The typewriter is going out of the picture. We have 
reduced our inventory 50% in the last 18 months and 
will decrease that by half this year.” He further details, 

As the name of our firm implies we do a specialty job 
for companies wanting machines which will solve prob- 
lems in bookkeeping and division of receipts into cate- 
gories such as meat, produce and sundries for super- 
markets. Our salesmen, who through their mechanical 
background know exactly what a machine will do, are 
able to go into the office, the grocery market, the gaso- 
line service station or any other type of retail establish- 
ment and talk about saving money through mechanical 


means of doing repetitive tasks.” 


Swing Away from Typewriters 


This policy of specialization has resulted in close 
study of the market and decisions to change emphasis 
when needed, such as the swing away from typewriters. 
Thus, rebuilding of adding machines has been de-em- 
phasized when the proprietors recognized that acquisi- 
tion and rebuilding costs brought the price of a re- 
built machine close to that charged for a new one. Like- 
wise, Specialty Service Co. has found that competition 
in reconditioning electric typewriters is hurting and the 
margin of profit is dangerously low. 

Accounting machine sales are stressed because the 
firm has discovered that an installation doesn’t stop 
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with the machine alone but might consist of ledger 
trays, stands and indexes. 

In selling cash registers Service Supply Co. has found 
its location outside of central Fort Worth (4323 E. 
Lancaster) is advantageous for several reasons. When 
the company made what was then considered a bold 
move from downtown to an area now bustling with re- 
tail activity, L. T., Leon and F. D, Lewis were agree- 
ably surprised to find that because of parking space and 
ease of auto travel drop-in business was better than it 
had been in central Fort Worth. With some 30,000 
vehicles passing in the area each day the exposure to the 
buying public has been heightened. 


Location Proves Ideal 

William T. (Bill) Ewell, general manager and a 
systems enthusiast who has had much to do with the 
successful cash register selling campaign, asserts: “We 
have an ideal location in that the first street west is the 
main street for passage to the freeway to Dallas. Any- 
one coming to see us from Dallas can turn off at the 
first pay station.’ 

Ewell, graduate of Texas Christian University with 
degrees in accounting and accounting machine proce- 
dures and a certified public accountant, has designed, in- 
stalled and serviced systems for all types and size of 
businesses. He heads a staff of six outside salesmen, 
some of whom combine in sales and service. The staff 
has developed along two combinations, either sales and 
service in cash registers or adding machines and calcu- 
lators. 

In this way the name “Service Specialty Co.” be- 
comes a meaningful one for an office machines firm 
which has recognized its future lies beyond typewriter 
and adding machine selling. 





Convention 
Trail Winds 
into East 


FirTH DISTRICT 
Hanley Morgan 


Huntington, 


Thor Marsh, Marsh Office Supply, Inc., 

Ypsilanti, Mich., 
ton, Morgan's, 

rd Patrick 

Calif., 

Paul 


governor; Doris Dal- 


Patrick & Co., San 


OrFicers — Seated: Hanson, Madison, Ind., lieutenant gov- 
Jr, Morgan's, Inc., efnor; Joseph Howard, Business Supply 


Co., Benton Harbor, Mich., lieutenant 
governor; Emil Raque, O’Connor & 
Raque, Louisville, Ky., Iieutenant gov- 
ernor; Ed _ Eriksen, Eriksen’s, Inc., 
Toledo, Ohio, lieutenant governor 
: Charles Mortensen, general manager 
NSOEA president. NSOEA; Jack Burke, Office Equipment 


Va., vice-governor; 


secy-treasurer; J 


Steinhardt, Steinhardt & Co., Louisville, Ky., retiring governor 


Largest NSOEA Area Emerges 


Excelsior Springs . . . Salt Lake City . Gearhart, 
Ore. .. . Des Moines . . . Springfield, III. so went 
the trail of NSOEA district meetings in May and early 
June as the 1962 schedule ended with sessions in the 
East. 

Out of these area meetings emerges the new set-up 
for 1962 of 10 districts instead of 14. Biggest change 
in the offing is a Sixth, comprising the territory formerly 
making up Sixth, Seventh and Eighth in the Midwest 
Each of the regions was plagued by lack of dealer 
attendance at the '61 meeting, posing a problem for 
the new governor, DEL DEMING of Farnham’s in Min- 
neapolis. 

This will be the largest area, including the nine states 
of North and South Dakota, Nebraska, Kansas, Min 
nesota, Iowa, Missouri, Wisconsin and Illinois 

Appointment of RICHARD S. PECHMAN, Denver 
Stationery Co., Denver, as licutenant governor of 
NSOEA’s new District 9 at the Salt Lake City regional 
for old District 10 completed the slate of officers 
District 10 has been incorporated into the new District 
9 which includes Utah, Colorado, Wyoming, northern 
Nevada and northern California. 

WILLIAM A. SUTTON, senior partner of Rosser & 
Sutton, Yakima, Wash., heads the new District 8 as 
governor, elected at the old District 10 convention in 
Gearhart, Ore. As the result of reorganization, District 
100 now will be known as District 8, retaining its 
original geographical structure of Washington, Oregon, 
Idaho, Montana and British Columbia as well as 
Alaska. Convention will be held in Yakima next year 

Following are detailed stories of recent regional 
conventions: 


 ¢ #€CeerT) 
WILLIAMS, au 
thor of Oregon 
Trail Travelers 
Club “behind the 
scenes” skit, also 
acted as master of 
ceremonies during 
its unveiling 
(Photo courtesy 
Pacific Stationer) 


Louisville Hosts 5th District 


Under the leadership of Gov. Jack Burke, Office 
Equipment Co., Louisville, Ky., NSOEA Dist. No. 5 
recorded an attendance of 252 at the annual meeting 
held in Louisville, April 28 and 29. Dealer registration 
numbered 78, travelers 66, manufacturers 27, ladies 74, 
and NSOEA staff 7. 

At the business session on Saturday morning the fol- 
lowing officers were elected: THOR MARSH, Marsh Of- 
fice Supply, Inc., Ypsilanti, Mich., governor; HANLEY 
MorGAaNn, Jr., Morgan’s, Inc., Huntington, W. Va., 
vice-governor; Doris DALTON, Morgan's, Inc., secre- 


ntinued on page 90 
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OFFICERS “EX"’ AND PRESENT .. . Don Stanfield, Stan- 
field’s Cheyenne, Wyo., formerly permanent secretary for old 
District 10; Eldon Cloud, Albuquerque Stationery Co., formerly 
lieutenant governor of old District 10, now lieutenant governor 
new District 10; Paul Forgey, Bowman-Forgey Stationery Co., 
Santa Cruz, Calif., governor new District 9; Kenneth Brown, 
Corrick’s, Inc., Santa Rosa, Calif., past governor old District 
12; Verne Peck, Allsteel Office Supply Co., Salt Lake City, last 
ernor of old District 10 


ORATORICAL WONDER — Lunch- 
eon speaker at the 8th’s meeting, Robert 
Criger, director of employee communi 
ations, Sheffield Div. of Armco Steel 
on the insistence of the audi 

bout his Russian journey 

r and a half beyond his al 


NEW OFFICERS of District 11 NSOEA (henceforth to be 
known as District 8): William R. Sutton, governor; Peter 
Elsenbach, first lieutenant governor; Ray McDonnell, second 
lieutenant governor; Harper Jamison, treasurer. (Photo cour 
tesy Pacific Stationer) 


STANDING beside Edd B. Dawson's 
large collection of pencils, exhibited 
during Seventh District convention are 
Dawson and William Koch, Koch 
Brothers, Des Moines. 


GOVERNOR of new District 6, Del Deming (third from left), 
appears with his fellow officers. From left they are Treasurer 
W. W. Pershing, Secretary Stan Taylor and Lieutenant Gov- 
ernor IT. Wayne Davis. Lieutenant Governors G. H. Busack 
and W. C. Buckner are not shown 


OFFICERS of NORTHWEST TRAVELERS CLUB for 1961 are G. J. Hyink, Edward 
G. Stivers, Berk Ertl, Bill Carroll, Earl Collins, Charles Cordray, Rev. C. H. Berry and 
Mel Sowell 
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Mind 


in U.S.A 





KO-REC-TYPE’s new 25c Handy Pack means higher turnover 
and more profits for you 


Now the nation’s leading type-correction paper— 
nationally advertised on TV and in magazines—is 
available in the new 25¢ Handy Pack. Small, handy, 
it sticks to the side of the typewriter, and comes in 
two new sales stimulating displays: 


THE HANDY PACK COUNTER DisPLAY—Place it by the 
cash register and you'll be sold out in no time! 
Each Handy Pack booklet contains 12 sheets of 
KO-REC-TYPE™, enough to correct hundreds of 
errors. Sell the booklets separately at 25¢ each, or 
in the convenient box of 12 for $3.00. Either way, 


you'll get more new KO-REC-TYPE customers and 
ring up More KO-REC-TYPE sales than ever before. 


THE ANDY PACK CARD pispLay — A Handy Pack booklet 
is attached to each eye-catching card. Each display 
holds 36 cards. Display rack is supplied with initial 
order of 2 gross cards. Together, the display and 
cards make a perfect traffic stopper, sure to build 
impulse sales. 

You can order the Handy Pack in either or both of 
these new sales stimulator displays. Write now for 
dealer discount prices. 


EATON ALLEN CORP., 170 TILLARY ST., BROOKLYN 1, NEW YORK 





\ errors disappear in seconds with new 











NEW KO-REC-TYPE COUNTER DISPLAY 
CONTAINS: 


NO MORE . ERASING! 


package i 
KO-REC-KITS 
the new combi 


Retails at t 


same pI 


son 6 boxes of KO-REC-COPY 


carbon paper 
» finest carbs 
100% rag 
i carbon ink f 
longer wear 
1 folding re 
tant extra ¢ 
when used witl 


Handsomely desi 


bsolutely 

r in its field. 
with special 

la that gives 
etter mani 
the impor 
f correction 

Ko-Rec-Copy 


gned 3 color 


box, cellophane wrapped. Con 


tains bonus gif 


pack of Ko-Re 


Ko-Rec-Copy 


handy size 
Type and 






3 doz. regular 
packages of 
KO-REC-TYPE, 
America’s best 
selling type- 
correction paper 
The package 
seen throughout 


the nation on TV 


and in magazines 


“Next best thing to a money tree 


i) 


er 
Pre 


NO MORE - ERASING! 


Here’s the smart, new way to make extra sales from your many Ko-Rec- 
Type customers. This colorful, eye-catching counter display reminds cus- 
tomers not only to purchase Ko-Rec-Type but carbon paper and ribbons 
as well. 
They'll like its “one stop shopping” convenience and they'll like the way 
Just Rite ribbons and Ko-Rec-Copy carbon paper give them top quality 
performance and ease of correction with Ko-Rec-Type and Ko-Rec-Copy. 
This attractive display is ideally sized, only 13 inches wide, yet contains 
over $225 worth of retail sales. Use the order blank below to get this 
profit-packed display at a special, low introductory price. 
SPECIAL INTRODUCTORY OFFER 

EATON ALLEN CORP., 170 Tillary Street, Brooklyn 1, N. Y. 

Please send me the Ko-Rec-Type counter display containing 3 doz. 

Ko-Rec-Kits, 3 doz. Ko-Rec-Type packages, 6 boxes of Ko-Rec-Copy 


carbon paper, and 6 doz. assorted Just Rite typewriter ribbons, all for 
the special introductory price of only $79.50. Bill me later. 


name 
company 


address 





Products 


ethod of 


A fast 


IT aking 


low-cost n 
paper plates for 
offset duplicating by 
copying 
been an 
1 by the MINNI 
MINING & MFG 
Co 100 Bush Ave St 
Paul 6, Minn. The plates 
by a 


process 


using 
a Chermo-Fax 


n has 


SOTA 


ompletely 
ising the 
te¢ hniq es is in 
in} document 
ready for the 
two steps in 


} 


ige 1S Copied 


the original docu 
te in intermediate 
sheet and then to the pa 
per plate 

Inquiry Card No. 1 


Corp 4 
latest paper 


THE SHREDMASTER oodcleft Ave 
oe 


of oftice 


has styled its shredding 
Secro-Mat 12 


interlock 


piece furniture. The 
hardened steel cutter n 
cutoft 


place and a 


cially 


matic when the covet 1ised, casters 


capacity pounds of 
kinds per hour 


Inquiry Card No, 2 


yh 


machine 
features 


switch for 


paper 


Freeport, 


like a 


spe- 


auto- 


which lock in 
of all 


INTERNATIONAL SOUND CONTROI 
St., Chicago 12, Ill., is manufacturing acoustical cabi 
nets to fit most types of office machines. The cabinets 
are constructed of with stainless steel trim. Four 
acoustical insulation reduce noise and indi- 
rect fluorescent lights are included. Plexiglas shields 
are available for some of the models 

Inquiry Card No. 3 


2118 W. Superior 


steel 


layers of 


For More Information Use Inquiry Card on Page 51 
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Combine a top-quality product with the right 
price and you are bound to get the right answer— 
satisfied customers. 

Consider R-B ruled LEGAL Paps—16-Ib. sul- 
phite quality—canary or white; either bound with 
printed stub, each sheet pin-hole perforated—or 
padded only, sheets not perforated. Other ruled pads 
also available in wide variety. 

Consider too Non-Sxip EAsEL NOTEBOOKS 
—available in “eyetint’” paper ruled in green or 
white paper ruled in red—equally satisfactory for 


pen or pencil notes. EyETint Notebooks are now Q, 


furnished in various sheet-counts, for even greater 
customer satisfaction. 
Check with R-B if not already familiar with 
these CUSTOMER-KEEPING QUALITY PRODUCTS. 
Samples and prices mailed promptly on re- 
quest, to qualified dealers. 


Spotseald Adding Machine & Other 
Rolls « Desk Blotters, Embossed & Plain 
e File Folders, Manila « Notebooks, Eye- 
Tint & White « Pads, Plain & Ruled * 
Printed “COPY” Second Sheets « Bond 
& Sulphite Papers « Duplicating Papers 
e Mimeo Papers « Manifold Papers « 
Manila Second Sheets « Offset Papers. 


2101 GREENLEAF AVENUE 
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po stitial boas 
| Rockwell-Barnes Company — 
| Specialists to the Stationer Since 1903 


” 


* ELK GROVE VILLAGE, ILLINOIS 
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New Products. . . ovtinued 


DaAy-TIMERS, IN¢ Allen- 

town, Pa has designed 

this new planning aid for 

xeople whose work takes 

then away from their 

lesks The Pocket Day- 

Timer” provides an auto- 

atic systen ot memo 

iking. Pages of the wal 

4 % let il compose d ot 
_f t4 ‘ hk rummed sections which 
i 0 Nat Nat Ne ‘eo | ety ye in be torn out and at 


vt 





tached to permanent rec 
rds on returning to the 
office. The kit includes a 
ballpoint pen, desk-top file 
An economy model compact has been added to the line of box with file ledger fold- 
electric office typewriters manufactured by SmMirH-CoRONA ers, a six-year planner, 12 
MARCHANT, INc., 410 Park Ave., New York 22, N. Y monthly booklets and an 
Called the ‘Electra 12,”" it has a 12” carriage and standard address and phone card 
88-character keyboard. Said to be one half the weight an Inquiry Card No. 5 
size of other electrics, it features a manual carriage return 
Inquiry Card No. 4 


A new 


things up in the form 


plastic adhesive tradema 
“Holdit’” has been announced 
by the Esper RD FABER PED 
& Pencit Co., Crestwood, 
Wilkes-Barre, Pa. The plas 
tic “dough” develops gripping 

power as it is handled. A user 

simply tears off a small piece 

kneads it, and rolls it into a 

ball to fasten ght objects to 

wood, cement, t le plasti 

any clean, dry surface 

material is non-toxic, non 

ritant, will not stain or mat MARTIN-YALE, INC., 2100 W. Fulton St., Chicago 12, Ill 
surfaces n reusabl has announced complete redesigning of separating and 
‘Holdit mes | 1 ir trim-off mechanisms for its fully automatic ‘‘Auto-Openet 
its own self-mercl iser. The nvelope opener. New controls eliminate any chance for 
window dist ¢ hoy i age or misses and feed envelopes automatically off the 
free on req bottom of the stack 


Inquiry Card No Inquiry Card No 


Co., 1051 
lina St., Chicago 
has announced 


1] 
all 


which is now 
on a_ three 
ase basis. The 
stations and 
speed of 
second, ot 
minute 
rs complete 
ssed sets, jogged 
nted in the de 
A fully automatic photocopying machine that turns itsel! livery tray 
on, supplies the copy paper, makes exposure, peels awa Inquiry Card No. 9 
the negative, adjusts itself to any length original 
and delivers developed prints at the rate of four copies 
minute was introduced by Ampto, INc., Hicks Av 
Newton, N. J. It is called the “Amptomatic 
Inquiry Card No. 8 


For More Information Use Inquiry Card on 





ee . 


Will you be 

selling your present 

brand of business machines 

next year? Or will the man- 

ufacturer change its distribution 

habits? Or your profit structure? 

Or eliminate you entirely? What's 
an answer to all this? 

R. C. Allen! 


It’s common knowledge that we 
\. manufacture the most complete 
line of business machines sold 
through the independent dealer. 

We believe in this distribu- 

tion method. But it’s got 

to have teeth. Big teeth! 

And big teeth we 

have in 1961. 


> Sipe 


IT ALL 


_, BOILS DOWN 


TO THIS! 


It starts in ae 
Research and Develop- “=~ 
ment where each day is 
spent in testing and improving 

our current products, developing 

new models, and finally making 
available to you a product you can 
sell with complete confidence. It con- 
tinues with our new and vigorous field 
service program — more field service 
schools which means better service 
for you and your customer. It ends 
with the fact that we’re marketing 
the finest line of business machines 

in our 29 year history. 


Yes, Sir! It all boils down to 

this — R. C. Allen is on 

the move. - 
Care to joinus? i= a 


{ % 


toe, 


RC Allen Business Machines, Pic. coi ssrios. wcicm 


ste 
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New Products... (ov/inued 
\ 
if T ade 
AMERICAN 
St 


ed 


S 


t 


oad factor 


been 


yualit 


transparent desk chair 


of “a 
announced 
Mat Corp 
Toledo, Ohio 
high 
heavy 


plexiglass 
by the 

1855 
It 
to have im 
ies and 


Either 


a 


side may 


sed and all mats have fin 


edges 


th 
j 


ible w 
indars 


extra Cc 


nat hé 


typewr! 
A portable, all-transistor, battery-operated dicta Inquiry 
tion machine and tape recorder has been intro 
duced by AMERICAN GELOSO ELECTRONICS, IN¢ 
251 Park Ave. S., New York 10, N. Y. Desig 
nated the Stenotype Model Tr-711. It weighs 
only 5 pounds and includes a leather case 
Inquiry Card No. 10 


THE IDEAL SySTEM 
Co., 2437 W. Pico 
Blvd., Los Angeles, 
Calif., has packaged 
its ‘‘Summary 
Sheets’’ for simpler 
handling and sell- 
ing. All ‘Summary 
Sheet’” envelopes 
ontain at least four 
sheets, most contain 
five, six or seven de- 
pending on the book 
it serves. Each 
velope tells 
system it is designed 
well the 
form numbers of the 
it 











en- 
which 
tor, 


as as 


individual sheets 
contains 
Inquiry Card No. 13 


LABI 
ipin St 


anno 


an 


Mylar covering 


~ 


be 


r. . 
iy 


\ 


THe Par Propucts Div., KetcHAM & M¢ 

DOUGALL, INC., 465 Eagle Rock Ave., Roseland 
N. J., has added this ‘‘“Memo-Lite” to its gift line 
It combines a 4” by 6” memo pad, ballpoint pen 
and a lamp unit. It uses a 10-watt bulb and has a 


W 


brass finish. 
Inquiry Card No. 15 
For More Information 


a single 
size 


lip will be 


inced a 


ate 


green 


Inquiry Card No. 16 


The mat is avail 


or double 


lip, although a 
be supplied at 
[The secretary 


offset lip for 


ost 
as an 
ter desk 

Card No. 11 White Dot’ line of ball 
pens is this gold-plated model with a gold 
inder Clip,’ introduced by the W. A 
Pen Co., 301 Ave. H., Fort Madison, 
It olored button on top of the cap 
listinguish it fr other writing 


Inquiry Card No. 12 


Latest addition to the 
point 
filled 


SHEAFFER 


Rei 
lowa has a 


to ny instruments 


A complete new line 


economically priced 
stencils 
hit 


foreign 


imeograph 


ind accessories [tO 


domestic and 
plicating machines 1s 
available from the 
RITE COorRP., 21 

Highway 10, 
N. J. Two 
stenc 
both 


with a 
carbon 


now 
1 YPE 
ate 
Hanover 
of ils are 


ryrades 


available 
d 


typing 


manu 


t 
ure 


sheet 
built 
The 


1S 


MIMEOGRAPH 
STENCIL SHEETS 
stencil 


into every 


pe/ rite grade 
ium quality coated 


for 


ength 


greater 
and highest 
EconoCopy 


ror 


visibility 
de is suitable 
stencil applications 


Inquiry Card No. 14 





Co., 10 
N. Y 


self 


LON IAP! 
Canadaigua 
1 new 
protected 
ear Mylar 
one width 
ips 6” long 
Sift ply typed 
it to desired 
the 
The 


to ac 





1 foided 


over 








en designed 





or three 
two 
the 


ing purposes 


book introduced by the 
$4 Hudson Ave., Brooklyn 
for 


address 
Co 


space 


A_ telephone 
BOORUM & PEAS! 
oe. Oe 


ruled 


elow 


reatures new area codes and 


The book comes with 


ror typewriters 


ot 


pages 
80 green tint bond paper printed in 
of 


or 


sheets 
it 200 sheets 
i choice of tan binders 
title stamped in gold on the front cover 
Inquiry Card No. 17 


There is 
with the 


brown has a capacity 


green, red 


Use Inquiry Card on Page 51 





A kL L_ CALENDARS ARE 
GOOD CALENDARS...BUT 
THE BEST ARE MADE BY 





JUCCESS 





No. 13—Convenient upright style 
calendar. Popular where time 
and space is at a premium. 

Pad lithographed in two 

with daily 

date in red. Gray or 

Walnut base. 





TEAR-KLEEN WALL CALENDAR 
Large daily date easily seen 

15 to 50 feet away. 

Four sizes. Backs are 

green, water-proof panel 


board, oe 


Success calendars 

complement success. That's why 

they are America’s foremost selling desk 

calendars. No. 17, for instance, is a deluxe, book style 
calendar with pivoting lock arches. Half-hourly appointment 
schedule. Choice of 4 colors: Walnut, Desert Sand, Modern 
Green, Metallic Gray plastic. Also Bronze metal. 





...and look at the SELLING HELPS Success gives you 


Users of Success desk calendars 
start the year right. This 

handy pocket calendar included 
with every refill pad, serves 

as a constant reminder of 
Success Calendars. 


When you 
think of 
: CALENDARS... 
An industry first! A beautiful, 4-color booklet All refills specially packaged for easy purchase think of 
proves why Success calendars are better and use. Pads are banded or string-tied. SUCCESS 


made, have more selling features, are easier, Simply remove carton or protective overwrap. 
more profitable to sell Inner band holds pages, eliminates loose pages. 





Be sure to see 


‘success, COLUMBIAN.72c WORKS, INC. 


STORY.” 
Write for copy 2300 WEST CORNELL STREET @© MILWAUKEE 9, WISCONSIN 
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continued 


New Products. 


The New ‘Matura’”’ 
typewriters are being introduced 
by the IMeExco TRADING CorpP., 5 E 


line of standard and electric 
inte the 
17th St 


United St 
New Y 


N. Y. The features include precision-built carriage tra 
a 10-stop tabulator and skip key plus other features wl 


provide smooth operation, uniform impressions 
Inquiry Card No. 18 


THE EvANS SPECIALTY Co., INC., 240 Venable 
St., Richmond, Va., is now marketing a new 
larger package of 
fingertip mouistener. The 
tains more than twice the 
lar 


its ‘Tacky-Finget 
TF600 package con 
amount of the 


$1ze 


regu 
size 
Inquiry Card No. 20 





finishe¢ 
comes 
able 
brusl! 


Inquiry Card No 


Triun 


CORP 
South 


THE PLAN HoLp 
5204 Chakemco St 
Gate Calif has an 
nounced the Mobile Plan 
bile file for hold 
ng drawings and prints. It 
be adjusted to accom- 
36" 
intended for 
12 Plan Hold 
binders and pro- 
fling up to 1200 
The rack 


than 18 pounds and 


Rack”’ n 


»date sheets 


by 48”. It is 


up to 


use with 
Type 5 
vides for 


sheets weighs 
ynly 3 
f floor 
bular 


cupies 


I square 


space. It has 


a tu steel frame and 
is equipped with ball bear 


ng 


Inquiry Card No. 19 


isters 


Money 


LIED 


Matcher 1S offered by 
RESEARCH CORI 
St.. Erie, Pa.. as a pocket 


the European 


2609 
aC 1401 Central 


has introduced 


SPECIALTY Co 
Ohio 
open-end ring binder 
binder 


finished 


CHE LEATHER 


Parkway, Cincinnati 14, 
necessity for , 

Solty a new inch capacity 
Che 


Cas is mad xtra he 


fopg 


hermop!l 
thermoplast« catalog strongly reinforced 
100 individual 


avy aniline 


ilue equivalents 


Inquiry Card No. 21 


cowhide 


Inquiry Card No 


rain 


”? 


‘ 1iaDie trot 

& K SALES Co 
Passamore St 
phia, Pa. It 


instr 


spins 
sing even sin 
A portable photocopier for oversize documents and records 
up to 15 inches wide and 
by the SpEED-O-PRIN1 
Chicago 13, Ill Model 
cartridge of developer fluid 
and 


any 
CorP 


length has been introduced 
1801 W. Larchmont Ave 
15-A used the “Redi-Pak 
which eliminates mixing, meas 
It fits into the back of the machine 

Inquiry Card No. 24 


The 


iring mess 


For More Information Use Inquiry Card on Page 51 
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money FAS T 


LETE REGNA LINE 
egisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 


t’s profitable! 
eal It’s low-priced! It’s profitable! 
‘ - Mail the coupon—Mail it today— 
Mail it NOW! 


safes of unusually REGNA CASH REGISTERS, INC. 
unique design, are 175 Fifth Avenue, New York 10, N. Y. 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


Gentlemen: 


1 

1 

1 

1 

I Please rush more information on the 

4 complete Line of REGNA Cash Registers, 

y REGNA Adding Machines, JOELI Fire-proof 
1 Safes, and outline advantages of becoming an 

: independent REGNA-JOELI Dealer. 
+ 

1 

1 

I 

t 

1 

I 

' 

& 


a | 


In Canada: Commodore Portable Typewriter Co. Ltd., 
680 King Street West, Toronto 26, Ont. 


OUTSIDE CONTINENTAL U. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 
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New Products... 0/inued 


“ODR” Correction THE BURTON 
Strips for the re- = MOUNT CoORP., 
moval of typewrit New Hyde Park, 
ten errors are being N. Y., is introduc 
marketed by the “A ing into the United 
OFFICE DEVELO! — | States this Arco au- 
MENT CorpP., 225 ‘ tomatic copier which 
W. 57th St., New : ; | is manufactured in 
York 19, N. Y. The : France. The fully 
strips are available be ; automatic machines 
for originals and o : | makes from one to 
carbon copies orf : 500 copies electron 
originals typed with ically in 10 seconds 
carbon paper ribbon > | each, at a paper cost 
and come packed ee, : | of less than 5 cents 
143 square inches | per print. It will 
to a plastic enve 5 ~ | copy anything from 
lope, 12 envelopes : any color and will 
to a reusable secur produce high fidel- 
ity portfolio. This ity reproductions on 
portfolio is used in oe: | glossy paper. 

stead of the stand S Inquiry Card No. 26 
ard cardboard box — 

— Inquiry Card No. 25 


Waterman 
J lati 


Chis ‘“Sheer-Clear’ carbon ribbon has been THE WATERMAN-Bic PEN Corp., 1 Wa A new, modern office stapler called the 


announced by the 


CARBON Co., 7209 St. Clair Ave., Cleve the ‘Flair’ ballpoint pen. It has a burn 
land 3, Ohio. The ribbon can also be used ished gold-color top and clip, a retractable 
for Multilith master typing and Thermofax point and comes in 4 colors. The pens are 


reproduction 


Desk Mate has been introduced by the 
MARKWELL Merc. Co., INc., 424 W. 33rd 
St.. New York 1, N. Y. It holds a full 
110 standard staples and is easily loaded 

Inquiry Card No, 29 


BUCKEYE RIBBON & terman Pl., Seymour, Conn., has developed 


supplied in this compact display 


Inquiry Card No, 27 Inquiry Card No. 28 


(HE Moore PusH 
Pin Co., 131 Berk- 
ley St., Philadel- 
phia, Pa., has an- 
nounced the new 
10C Nail-less”” pic 
ture hanger for 
hanging articles up 
to 10 pounds in 
weight on walls 
where the use of 
nails is undesirable. 
The interlocking 
feature of the hang 
er eliminates the 
need for separate 
mounts and hangers 
Che picture hangers 
are blister-packed 
with 6 to a card 
and come 12 cards 
to a carton 
Inquiry Card No. 30 


This large size sort 
er has been especial 


designed for pur- 


} a € ©) RR E . has orders, bills 
( lading or other 

NAIL-LESS PICTURE HANGER papers up to cor- 

) espondence size by 

the KOHLHAAS Co., 

8012 S Chicago 

Chicago 17 

Ill. It separates the 

ilphabet into 50 di 
isions and the 20” 

base gives the sorter 

material capacity 

f over 15”. The 

guides are of press 

board with steel 


MOORE tet tabs. Base rods are 

Interlocking Naittass chrome plated with 

picture Remgee full steel flush hase 
3 ind cork bottom 

Inquiry Card No. 31 


For More Information Use Inquiry Card on Page 51 





keep happy! keep cool!... 


BORROUGHS fF 
CABINETS [om 


keep the summer slump away! 


4 
t 


keep 


| 
| 
LOOK far and wide . . . you won't find a line of cabinets anywhere 
that has such universal “office appeal” as Borroughs Cabinets. They’re 
really tops for books, office supplies and general storage needs. Their 
solid construction assures long, durable service . . . their handsome 
styling and rich finish complement any decor . . . their scientifically 
engineered features provide utmost efficiency. And there’s a choice 
of 5 modern colors in electrostatically baked-on enamel. Borroughs 
Cabinets come in heights of 29”, 42”, 78”, 84” — depths of 12” and 
18” — all 36” wide. So when you stock a full line of Borroughs 
Cabinets you keep sales and profits coming your way regardless of 
the season. Take the time now to send for more facts about Borroughs 
Cabinets! 

















Borroughs Cabinets 
can be attractively ar- 
ranged in various con- 
venient, efficient com- 
binations. 


COUCECCT OTT 





send for 
illustrated price list 


. It’s full of facts and figures 
—<Ss ~~ about the entire line of Bor- 
~<a = roughs Cabinets—open-face, 

} swinging-door and sliding- 
= door models. 


Borroughs sliding shelves are easily 
adjustable without nuts or bolts, 


fe} a -Zelifcy k- MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETR 


3004 NORTH BURDICK ST amp Le Ue YF wselome. tie lic y. 
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New Products... oviinv/ 


The “Acudial” slide rule 
is said to provide a more 
rapid means of calculation 
than ordinary slide rules. 
Developed by the FULLER- 
TON ENGINEERING SALES 
Co., 4623 York Blvd., Los 
Angeles 41, Calif., it is 
easy to learn since its prin- 
ciple of moving scales is 
the same as that of the 
straight rule. It is possible 
to operate the Acudial with 
one hand, leaving the other 
free to write down figures. 
Six models are available, 
each with its own assort- 


’ ment and arrangement of 
Latta’s INc., Waterloc, Iowa, has developed 


bookkeeping system called “Control-O-Fax.”’ It is 
system specifically designed to be used in offi 


scales most suited to cer- 
tain kinds of work 


Inquiry Card No. 33 
a copying machine 


Inquiry Card No. 32 


¥ »f desks for clean 
E. W. Pike Co., INc., 711 Pennsylvania 


Ave., Elizabeth, N. J., has added new colot Th aS ymplished with the new 
schemes and styling to its line of moisteners a ae oe ee 
The Model 3-A is now available in 9 color & i 1100 Cam An seconds and has a 944” stapling reach is 
combinations, the Model 3-C in 6 colors now available with a foot switch from the 
STAPLEX Co., 777 Fifth Ave., Brooklyn 32 
changeable steel colors in bronze, satin aE able handle are made N. Y. The Model S-700-1 staples at the 
silver or jet black finish er sei Sa operator's own speed 
Inquiry Card No. 34 Inquiry Card No. 36 


rearranging OFIce 


An automatic stapler that reloads in two 


ympact unit will hit 
Both models are equipped with inter de a j 


ind is easily operated 


Inquiry Card No. 35 


THe ACME SHI 
St., Bridgeport 
an_all-purpos 
shears to 
scissors 
specially 
working, left-handed cutting ure 
constructed of nbreakable carbon 
steel, fully nickel plated and feature 
hand grour s and contoured 
handles 

Inquiry Card No. 37 


A photographic developing and printing process that con 
sists of a processor and a printing and enlarging paper is 
being distributed by Fororire, INc., 6424 N. Western 
Ave., Chicago 45, Ill. It produces a completely developed 
permanently fixed, semi-dry print in fifteen seconds, 

Inquiry Card No. 38 


More Information Use Inquiry Card on Page 51 





Office 
Appliances 


PRODUCTS 


aS } 6 Fess i 12 
18 19 20 21 22 23 24 26 27 
33 34 35 36 37 38 39 41 42 
48 49 50 5! 52 53 5&4 56 57 
63 64 65 66 67 68 69 71 72 
78 79 80 81 82 83 84 86 87 


SALES STIMULATORS, CATALOGS 


101 102 103 104 105 106 107 108 109 
id) 012 NSS OT OOO 


2 
QUICK SERVICE at 12 133 138 138 88 197190 ODP 
*” 
INQUIRY CARDS Please ask the manufacturers, indicated by the key num- 


= ; aie . bers I have circled, to send further information without 
To obtain more information delay 


about any of the New Products Service is restricted to subscribers-dealers and 
in this issue, simply circle the wholesalers in office equipment and supplies. 


Ci responding numbers on the July 1961 Issue of OFFICE APPLIANCES 

card at right. For more informa- Card void after September 1, 1961 

tion about any of the Sales 

Stimulators in this issue, circle 

the corresponding numbers on Name 

the card. To obtain copies of Position 

New Catalogs and price lists in Company 

this issue, circle the key Business Address 

numbers on the card. These 

requests will be promptly for- 

warded to the manufacturers. 

*This service is restricted to 

dealers and wholesalers in the Office 
office equipment and supply field. Appliances 


Enter my subscription including the Annual 
Buyer’s Index 


[] 3 years $8.00 C) 2 years $6.00 
CJ 1 year $4.00 


U. S. Possessions, same rate as above. 
Canada, add 50c per year. All other countries 


3 yrs.-$20.00 ; 2 yrs.-$15.00; 1 yr.-$9.00 


C] Payment enclosed C) Bilt me O 8m firm 
O) New C) Renewal 


RETAILER: Please check all products that you sell. 
() Office Supplies and Commercial Stationery. 


() Office Machines [] Office Furniture and Equipment 


The handy subscription card at OTHER: Check category which best describes your firm. 

the right is enclosed here for Dept. store, chain store, resident buyer, college book store or 
your convenience. Use it to school supply distributor 

enter or renew your own sub- 


scription, or tear it out and 
give it to a friend, salesman or Wholesaler of commercial stationery or office supplies, office 
machines, office furniture or equipment 


Executive sales agency handling noncompeting major line. 


employe active in the retail 
office stationery, machine or C] Manufacturer of commercial stationery, office machines, office 
furniture business. furniture or equipment. 


Manufacturer's representative 


Other (please describe). . 





Inquiry Card covering 


new products 


for Quick Service 
and sales aids 


See other side 
in this issue 
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Don't throw out money with a dried-out marker 
—Flo-master is refillable—tips are replaceable! 


Unlike ordinary markers, you only have to buy a Flo-master felt-tip 
marking pen once. When it runs dry, it refills easily. It comes with five 
different felt tips that are interchangeable and replaceable. Flo-master 
inks dry as you write...are smudgeproof and waterproof. They mark 
on glass, metal, paper, plastics—anything! Inks come in 8 transparent, 
vibrant colors. Perfect for mail room, charts, graphs, storage binders, 
etc. Flo-master comes in 3 sizes. (Shown above.) Esterbrook Advanced 
Flo-master, $3.00. Refill ink, large 2-0z. can, only 60¢. 


BM@TERBROOK 


CAMDEN 1, NEW JERSEY 
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THE W. A. SHEAFFER 
Co.. Ave. H 
Madison, I 


ring this 


301 


yr sits 
Dot III’ gold 
The 


gold 


display 
White 
ballpoint 


lisp Ly 


colortul 


in and 


with white high 
that 


ras 


white Dot Ill 
ballpoint 
ends 
pocket “ve oe 
stains eet is 
forever 


nphasizes 
be 


in a pocket while 


pen can't 
tened 
the point is 


The pl 


€ xpe sed 
that holds 


of the instru 


itforn 


ntegral 
the that IT 


high and 


lisplay 
ures 13” 
wide 


Inquiry Card No. 101 


A counter 


sell Dalipoint 


iozen as 


twos 


and 


one 1 
hind then 
stands on 
ind is § 
a ah 
sign nat 


Them By 


A new eraser assortment counter display on an eas . 

been introduced by the EBERHARD FABER PEN & PENCII 

Co., Crestwood, Wilkes-Barre, Pa. It has an acetate 

for protection and takes up minimum counter space 

items are pre-priced on the cover as well as individua 
Inquiry Card No. 103 


ind holds 


lifferent 


onven 


" 
well 


ofters the 

eae ar 

in poiisne ] 
satin brass, stat 
bronze, English an 


polished chrome 


or satin chron 


ishes, and with 


plate and 
~“a 
furniture 


Inquiry Card No 


well as 


the 


TH! 
is now packaging its 


EATON ALLEN CorpP., 170 Tillary St., Brooklyn, N. Y., 
Ko-Rec in booklet form. Each 
pack contains 12 perforated sheets and has a self-sticking 
tab that allows the typist to affix the booklet to the type 
writer or desk 


Type” 


Inquiry Card No. 102 


unit designed to 


pens by the 


by ones 
de 

PEN 
st 


been 
RITE 


has 

ALI 
Hudson 
N J 


are plac ed 


[wo 
in 
clear plastic 
of 
be 


unit 


a package 
is inserted 
The 
wood platform 
by a 
suggests “Buy 
Dozen It 


entire 


nounted 


is sh pped fully assembled 


6 each of four 


pens 
Inquiry (¢ 


ard No. 104 


THE APPLIED 
SEARCH Corp., 
W. 12th St. 
Pa., now 


able 


RE 
2609 
Erie 
has avail 
this counter 
for its 
Money Match 


exchange 


merchandiser 
new 
er” indi 
cator. The unit may 
be custom imprinted 
for specialty adver 
tising 


Inquiry Card No. 106 


For More Information Use Inquiry Card on Page 51 
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_ GET READY! 


a a 


Oil your cash register, roll up your shirt sleeves, Royal has a back-to-school promotion that 
will bring in the crowds this September. Remember December? The powerful Lucky Number 
Promotion which ran in LIFE and brought hundreds of customers into your store. And the 
$10.00 Certificate Promotion we had in May? 
Well here’s another promotion you should 
watch for! It’s bigger! Better! Bound to 
make back-to-school more profitable than 


ever before. We can’t tell you what it is— 
— 


you decide on any August promotion, see him. Cea an ao & oe 

? ° eeoacoeeaeeeec &e ~~ 
You won’t be sorry. Royal McBee Corporation, a 
Appliance Division, Westchester Avenue, ee el 


Port Chester, New York. RO AL 


OA—7 /61 


but your Royal Representative can. Before 








New Catalogs 


MODERNIZE, INC., 666 

Ws Lake Shore Dr., Chi 

cago 11, Ill., has issued 

a new catalog covering 

its lines of upholstered 

furniture. The 24-page 

booklet contains photo 

graphs and complete 

specifications of sofas, 

arm chairs, chairs without arms, lounge groupings, side 
chairs, executive posture chairs and the new ‘‘Slimline”’ 
series. A separate price list is included with the catalog 

Inquiry Card No. 107 


THE STOCK ForMs Co., Div., MoorE BUSINESS FORMS, 
INc., 491 S. Dean St., Englewood, N. N., has issued 
a new “Rediform’” stock business forms catalog No. 61 
with over 300 stock items, 72 pages in full color, sec- 
tionally color-coded by key business function: Purchas 
ing, Receiving, Stockkeeping, Producing, Selling, De 
livering, Billing, Collecting and Disbursing. Fifty-five 
new items have been added in manifold book, “Speed 
iset’”” (one-time carbon set), and continuous register 
form style. Rediform ‘Speedi-Pak’’ is featured, the busi 
ness form (Speedisets) packaged in poly bags for point 
of purchase display and for small quantity sale. It in- 
cludes over 75 one-time carbon Speediset forms which 





Why Dealers Who Handle | PI f 


can be crash imprinted to provide the consumer’s name 

and address. A new sales aid section has been added 

It represents the latest in point-of-sale meschandising. 

There are new self-service display racks, corrugated dis- 

play-dispensers, promotional stuffers, window displays, 

banners and form-of-the-month overprinted samples. 
Inquiry Card No. 108 


A new 12-page 
catalog showing 
all Aero True 
Raised Relief 
maps is now 
available from 
the AERO SERV- 
ICE CorRP., 210 
E. Courtland St., 
Philadelphia, Pa. 
This catalog- 
sales aid shows 
and describes 
fully 16 maps, in- 
cluding a 50-state USA map and a world map, in 
three sizes and price ranges, plus maps of Europe, Can- 
ada, South and North America, and several state maps. 
Planned for counter use, the catalog has a separate 








HOLD / Find Their Sales Expanding 





Market potential: PLAN HOLD vertical and 
roll filing equipment is the essential business 
tool for all who use large sheets: architects, 
banks, builders, contractors, design engineers 
throughout industry. They are catching on fast 
but the market potential is barely scratched 


Self-selling: PLAN HOLD leads you to cus- 
tomers you never before reached. And once 
you’ve made the first sale, you are sure to make 
more because PLAN HOLD in use sells itself. 


————EE 


/PIAN 


PLAN HOLD CORP. 








Constant promotion: PLAN HOLD national 
advertising and industry exhibits generate 
thousands of prospects referred to you as live 
sales leads. PLAN HOLD gives you local sup 
port in the Yellow Pages. Supplies you with 
sales aids, direct mail and invoice stuffers 
acclaimed by dealers as best in the industry. 
Act Now. Find out why PLAN HOLD deal- 
ers are finding new customers and increasing 
profits. Write Marketing Div. or call collect 
LOrain 7-2151, Los Angeles, or TWX LA 1196. 


5204 Chakemco St., South Gate, Calif 
251 S. River St., Aurora, Illinois 











— DOUBLE YOUR PROFIT 


TRUE MOT TESY 


with 


TFREE=10 


from JUNE 1 to AUGUST 15 


The ‘Experts’ Dictionary” 


OFFICIALLY APPROVED 
AT MORE THAN 1,000 
LEADING COLLEGES AND 
UNIVERSITIES 


NEWEST! BIGGEST! BEST! 


® More than 142,000 entries 
@ More than 1,750 pages 


@ More than 3,100 terms 
illustrated 


ADVERTISING CAMPAIGNS THAT 
OTHER PEOPLE COPY IN 


m Saturday Review 
CW JORKER — 


and local newspapers 


FREE DEALER HELPS AVAILABLE 


No wonder it's noted for 
FAST TURNOVER 


’ 
the BEST! 
Back to school WAN a= 


Stock up now 
to tie in with this 
FULL-PAGE 
Back-to-School Ad 
running in the 
August 25th issue 
of LIFE 


WEBSITE RSF 
NEW WORLD 
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THE COLLEGE OICTIONARY CON TAIN 
COMPLETE nec ORD 


COLLEGE FDITION 


ae 


Back-to-School item you can handle! 


WEBSTER'S 
NEW WORLD 
LION 0 4 


Se Aheriizany Jie Mig 


ING THE MOST MODERN AND 


Se 


OF WORDS san, 
S AND PHRASES. TF 
3 ME FULLEST ery 
MOLO 


7 


poke deen A 
¢ 


a cn, 








ss 





HERE’S HOW IT WORKS OUT IN DOLLARS AND CENTS 


Compare THIS WITH YOUR PROFIT 


ON OTHER DICTIONARIES 





SELLING 
ORDER cosT PRICE $ PROFIT | % PROFIT 





10 OVER 
GET 11 $ 40.50 $ 74.25 $ 33.75 45% 





OVER 
$119.48 $222.75 $103.27 46% 


30 
GET 33 





60 


OVER 
GET 66 


$234.90 47% 


$445.50 $210.60 








100 OVER 
GET 110 $384.75 $742.50 $357.75 




















MAIL COUPON NOW! 
OFFER EXPIRES AUGUST 15 
> WORLD PUBLISHING COMPANY, Dept. O-10 
2231 West 110th Street, Cleveland 2, Ohio 

Please ship the order of thumb-indexed Webster’s New World Diction- | 
ary, College Edition, checked below @ $6.75 a copy less regular discount, 
it being understood that we are to receive 1 FREE bonus copy for every 
10 ordered. 


[j) 30 [) 60 C1 100 





. continued 


New Catalogs. 


price list. Also for sales use, the company is offering a 
pocket-size “how to sell’’ booklet answering important 
questions about maps. 

Inquiry Card No. 109 


A new catalog designed as a 
reference guide and sales tool 
has been published by the 
Lit-NING Propucts Co., 170 
N. Robertson Blvd., Beverly 
Hills, Calif. The catalog of 
steel office and desk acces- 
sories features a new, easy-to- 
read format and includes sev- 
eral new products and revised 
listing. It contains over 130 
different models of desk trays, 
desk files, cash boxes, waste baskets and file boxes. De 


Lit-ning 


THE UNITED CUTLERY & HARDWARE PRODUCTS CO., 

108 E. 16th St., New York 3, N. Y., has released a new 

catalog to replace its usual July Christmas edition inser- 

tion. Supplementary pages list the new items for 1961. 
Inquiry Card No. 112 


The new Ozalid Streamliner ‘200’ whiteprinter and 
accessories are fully described in a new two-color bro- 
chure available from the OzALip Div., GENERAL ANI- 
LINE & FitM CorP., 516 Corliss Lane, Johnson City, 
New York, N.Y. Also described in the new literature 
are the alternate front and rear stacking trays, new cool- 
ing system, and fatigue-reducing control layout. The 
brochure also gives details of power requirements, 
dimensions, and weights. The ‘200’ can be set up on a 
matching cabinet-stand or on the top of a conv entional 
office table or desk. 
Inquiry Card No. 113 


signed in two colors, the catalog is also punched to fit 
the conventional three-ring binder. Each item is dé 
scribed in detail with photographs. 

Inquiry Card No. 110 


A colorful illustrated brochure describing the complete 
line of “Triumph” portable typewriters is now avail 
able from IMEXCO TRADING CorP., 5 East 17th St., 
New York, N. Y. 


STAR Forms, INC., Bettendorf, Iowa, has issued a cata 
Inquiry Card No. 114 


log of the various cuts available for imprinting on busi- 
ness forms. The cuts are popular and standard trade 
marks, 

Inquiry Card No. 111 


the Style You Want in Wood Office Chairs... 


JASPER SEATING HAS THE LINE! 
Typical Craftsman 





MODERN 
SCANDINAVIAN 
TRADITIONAL 
FUNCTIONAL 





Workmanship — 
Checked for Quality 
at 20 Points 




















The inspiration for this slim, clean design comes from Sweden. The 
craftsmanship is typically Jasper Seating where every chair is in- 
spected for more than twenty quality check points to give you fur- 
niture you can sell with pride. Beautifully grained Genuine Walnut. 
Gleaming brass ferrules on front and back posts with matching 
rubber cushion glides. Wall-saver design. Upholstered in Elastic 
Naugalite, Elastic Naugahyde, Top Grain Leather or Gros Point. 
Also available in all wood and with both upholstered seat and 
back. Series includes Swivel Arm Chair. 





One of 113 chairs 


to meet every style 


WRITE FOR COMPLETE CATALOG! 


RAFTSMAN CHAIRS 


by JASPER SEATING COMPANY 


Jasper, Indiana 


and functional need 
Guest Arm Chair 


No. 2601US for office, school, 


library, cafeteria, 
and courtroom. 
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PERFECTYPE breaks the $1 barrier with this 
132 sq. in., six-month’s supply, 4-color 
Yet you net more profit. It’s the perfects 
giant-size $1.98 ‘‘envelope-pak,’’ 308 sq 
with even greater profits for you! 


And BRITETYPE sTix—the new, preferred type 

offers a double feature sales opportunity. Sells alongs« 
of nationally advertised PERFECTYPE. Gives you double 
sales...double profits from every customer! Profit from 


both of these ‘‘under-a-dollar’’ door-openers! 


Mail the coupon today! 





rryrryryyy? 


tinea te asstinnbin 


% 
re 


% - : 4 " ; 
. fr enegraa ye 


ae 


; PERRY-SHERWOOD CORP., 257 Park Avenue South, New York 10, Dept. 20 
' Rush 72 PERFECTYPE “‘folder-paks.”’ My cost $35.64 (Profit $35.64) 

' Rush 72 BRITETYPE STIX packages. My cost $42.34 (Profit 28.22) 

1 SPECIAL! Rush 72 of each for only $70 complete. (Profit $71.84) 

i 

i Name 

: Address 

: Company 

1 City Zone_ _ State... 
j 


Immediate 
Delivery! 
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DIAMONDS OF COLOR brighten th 


division 


Stimpson s office equipment 


One Stop for Three Services 


The G. E. Stimpson Co. has consolidated all three 
of its departments under its new roof at 101 Pleasant 
St., Worcester, Mass. The customer can shop here for 
office furniture, office equipment and printing ser\ 
Ices. 

The completed building that houses these depart 
ments contains 25,000 square feet of floor space in 
addition to a large outdoor parking lot with direct 
entrance to the premises. It houses off-street shipping 
and receiving facilities, spacious display rooms for 
office furniture and machines, a cony eyor system fot 

handling of supplies and equipment, and the printing 
department which produces both letterpress and offset 
materials. 

The office furniture department offers an office 
planning and layout service for all its customers. Th 
staff analyzes office procedure and considers space 
and equipment before making a layout. After the 


layout is approved by department heads, Stimpson 
salesmen propose the best lines of furniture for a 
particular purpose. 

Stimpson carries a wide variety of office machines 
from a six pound portable calculator to a two-total 
bookkeeping machine. The office machine repair de- 
partment services all makes of typewriters, adding 
machines, calculators, duplicating and mimeograph 
ing machines. In addition, it has facilities for repair 
ing Stenocord dictating machines and Bates number 
ng devices 

Stimpson's new print shop was designed for 
prompt service on all kinds of commercial printing 
including brochures, formal invitations and Xerox 
printing. The plant also has both offset and letter 
press facilities for full-color reproduction, as well as 
equipment for binding, folding, perforating, punch- 


ing, collating and plastic spiral binding 
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Connected with the printing department is the 
irt layout department which specializes in meeting 
customer requirements for all kinds of business 
forms, price lists, booklets, programs and other ma- 
erials 

Also available on the premises are several modern 


copying machines which reproduce documents for the 


ustomers on a “while-you-wait’’ basis. 

Stimpson’s 14 outside salesmen have more than 
150 years of combined experience in servicing offices 
for their supply, furniture and equipment needs 

Sales Managers Chuck Krizik, Ed Carien and Bill 
Heemskerk keep their teams current by conducting 


separate sales meetings at regular intervals. Here they 
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A SMALL PORTION ot the office 
furnishings displayed by Stimpson is 
shown above. The desks are chairs 
are representative selections from the 
Art Metal, Inc. line, for which 
Stimpson is an exclusive agent in 
Worcester county. The administra 
tive offices of the company were also 
modernized. Pictured at left is the 
private office of Herbert Zarling 
president, treasurer and general man 
aget 


discuss new products and developments taking place 
in the industry. 

Manufacturer's merchandising representatives often 
appear at these meetings to introduce new products 
and explain them to the salesmen. 

The sales personnel also attend sales seminars, 
manufacturer's schools and industrial conventions. 

Among the manufacturers represented by the G. E 
Stimpson Co. are Art Metal, Inc.; B. D. C. Contex 
Calculators; B. D. C. Mimeographs, Columbia Offset 
Supplies; Columbia Steel Equipment Co.; Diebold, 
Inc.; Facit; Hamilton-Cosco Chair Co.; Lindy Pen 
Co.; Old Town Ribbon and Carbon Co.; and Thomas 


Collators. 











SELL MORE, EASIER 


with this 5000-item franchise 





| “Built Like a 
& Skyscraper” 


The Best Known Trademark 
in Office Equipment 


... and the Most Desirable Dealer Franchise 


Topay’s ExcLUsIVE SHAW-WALKER DEALER 
offers his customers more . . . 5000 items 
matched in appearance and matched for re- 
sults. All bear the symbol of quality “Built 
Like a Skyscraper” the best-known trade- 
mark in office equipment. 

The exclusive Shaw-Walker Dealer leads 
the field with products not available elsewhere, 
exclusive items that buyers order and reorder. 

The 252-page Office Guide Catalog distrib- 
uted by Shaw-Walker dealers, is the biggest 
single source for new and repeat sales. It is 
the only complete sellers’ and buyers’ catalog 
in the industry. 


Extensive national advertising, a constant 
flow of sales helps, and seventeen strategically 
located showrooms and warehouses are a few 
other sources of extra profits for the exclusive 
Shaw-Walker dealer. 

Right now there are a few cities in which 
we are willing to make a change. Yours may 
be one of them. Ask about it. 





SHAW-WALKER 


Factories and Home Office — Muskegon 3, Mich. 





Dealers, Architects 
Introduced to “500” 


The Ivan Allen Co. of Atlanta, Ga., recently 
joined with Art Metal, Inc. to introduce the “500” 
line of office furniture designed for Art Metal by 
the Knoll Planning Unit. 

Invitations went out to architects in the area for a 
special lecture and demonstration in the Commerce 
Building on April 13. Since this meeting was held 
the day before the Fourth District NSOEA 
Regional Convention began, Art Metal dealers in the 
district were invited also. 

Designer Vincent Cafiero, of Knoll Associates, 
presented the “500” group, consisting of single and 
double pedestal desks, machine platform returns, 
cabinets, chairs and files. He explained the design 
features of each unit and demonstrated some of the 
uses to which they could be put. 

In conjunction with this Seminar, Ivan Allen ran 
a sales promotion that began with a ‘Kickoff 
Meeting’ two days before the lecture and ended on 
April 28. Salesmen were presented with selling tools, 
including new catalogs, price lists and a viewer 
equipped with colored slides of the “500” line in 
office installations. 

All of the windows in the company’s Atlanta store 
featured Art Metal displays throughout the month 
of April and the third floor display included the 
“500” group. 

The “500” series was also featured in newspaper 


. ads during April along with Art Metal's “700” 
HERE’S HOW IT WORKS.” W. R. Seaburg (top), of Art 


Metal. I é' eg f f the “500” Th line of chairs. 
Metal, in explains the design features 0 1€ ( series. e ; . ‘ 
attentive group below is a representative sample of the architects According to the Ivan Allen Co. the month-long 


and dealers who attended Ivan Allen's introduction to the new promotion was worth all the effort that went into it, 

line of office furniture by Art Metal as it resulted in “enough equipment sold to fill 
approximately 6 railroad cars or average to 11/, 
carloads per week.” 


OA—7 /61 





Textileather Office Building 
Now Under Construction 


Construction is underway on a new two-story office 
building for the Textileather Division ‘of The General 
Tire & Rubber Company, Toledo, Ohio 

The building, valued at $400,000, will be located 
at the company’s plant, Dayton and Twining Sts. Ex 
pected to be completed early in December. ‘The building 
will be occupied by 
personnel, sales department, accounting, production 
control, purchasing, _ traffic, personnel 
factory administrative officials, advertising and_ sales 
promotion department and the tabulating department 

The new building of modern architecture will feature 
many of the products that are made by General Tire 
Floors will be covered in Bolta vinyl floor tile, Texti 
leather’s vinyl products will be used on the folding 
doors, as upholstery on office furniture and as a covering 
on the office partitioning. 

Of masonry and insulated metal paneling construction, 
the office building will have 24,000 square feet. It will 
be completely air-conditioned and will have a cafeteria 
which will seat 160 people. 


Textileather’s administrative 


department, 


Kennedy Business Machines 
Names New Vice-president 


FRED J. HENDRICKS has_ been 


appointe d vice-president and 


director of marketing for Kennedy 
Business Machines, In 
Before joining — the company, 

Kennedy was San Jose branch 
manager for the Burroughs Corp 
for the past 13 years 

F. J. Hendricks 

Rogg Forms Office Equipment Company 


MARTIN RoGG, formerly national 
sales manager of the General-Gil 
bert Corp., has formed the Admiral 
Typewriter Corp. with offices at 
244 Madison Ave., New York City 
The corporation has been formed 
to market a line of office equip 
ment. Its initial plans call for the 

Misstia Rese immediate marketing of a new port 
able typewriter, the ‘Admiral 


Bosworth Retires from Stott 


Chas. G. Stott & Co. has announced the retirement 
of HerBERT H. BoswortTH, purchasing agent. M1 
Bosworth joined the company in 1926 as manager ol 
Stott’s newly-opened West End branch. 

A few years later, he became manager of the main 
store on New York Ave. This, in turn, was followed by 
his assignment to an outside territory as stationery 
field salesman. In 1945, Mr. Bosworth took charge of 
the stationery purchasing and order department, where 
his broad knowlege of merchandise and source of 
supply could be fully utilized. 


64 


Hamilton Cosco Elects Officers 


The board of directors of Hamilton Cosco, Inc., re- 
cently named CLARENCE O. HAMILTON to the presi 
dency of the company. Hamilton had been executive 
vice-president of the firm 


The board also named two new officers, JAMES N 
RHOADES was appointed vice-president of marketing, 


Clarence Hamilton James Rhoades Arthur Kimberley 


household division and ARTHUR F. KIMBERLY has been 
named vice-president of marketing, office furniture and 


upholstered furniture division 


Rhoades has been advanced successively to the posts 
of advertising manager, director of advertising and di- 
rector of marketing. He will be responsible for group 
sales, advertising, product planning and sales promotion 


for his division. 


Kimberly joined the company in 1947. He became 
assistant sales manager of the household division in 
1952 and director of sales for the division in 1959 


Trade Honors Sam Spitzer 


Nearly 100 dealers, manufacturers, and personal 
friends of SAM SpITzeER, long-time office furniture deal 
er in Chicago, gathered in the American Furniture Mart 
on the evening of May 4 for a “Sam Spitzer’’ testi- 
monial dinner. Mr. Spitzer retired on February 15 this 
year but has found it virtually impossible to sever all 
relations with the industry in which he spent so many 
successful years. 

Under the chairmanship of Louis H. FARBER, manu- 
facturers’ representative, the program consisted of three 
statements of high regard, a special presentation and a 
fitting response by Mr. Spitzer. Hy NATovircH spoke 
for fellow dealers, Ruby SruRM for manufacturers and 
WILLIS VAN PELT for the Spitzer staff. MARION Fol 
LIN, manufacturers’ representative, presented a book of 
letters and signatures of friends in the industry. With 
becoming modesty and a delightful sense of humor, Mr. 
Spitzer expressed appreciation to all who participated in 


the occasion 
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AT THE 
REMINGTON 
“LIFE TEST’ 

LAB! 





atreweatoe 





To save you hours of customer call backs 
we split 1 second into 1,000,000 parts 


Most adding machines print on tape. 
This printing on steel film. 
How 

It’s “Life Test” 
Lab 6 technicians. And 
a battery of electronic instruments 
and fiendish tests 

Right now they’re measuring the 
time an adding machine’s printing 
slug stays in contact with the platen. 
In millionths of a second. 

For the test, the Lab uses a thin 


one is 
come? 


that Remington 


6 engineers 


For greater adding maot 


ne profits, the man to see is from 


sheet of steel film. Numbers are in- 
dexed and the machine is cycled. 

Plink! 

That split second of contact is re- 
corded and analyzed. It has to be con- 
sistent from cycle to cycle. It has: to 
be long enough to produce crisp 
printwork, short enough to prevent 
smudging. 

As if that weren’t difficult enough, 
the Lab has ingenious ways of sim- 
ulating years and years of wear, and 


then retesting the timing. 

The “Life Test” Lab sets the stand- 
ards, and every part of a Remington 
machine must meet them. 

When the Lab finally approves, 
everyone is satisfied. Our people. And 
your customers. 


Office Machines Division 


Remington. Fland. 


DIVISION OF SPERRY RAND CORPORATION 


Remington. Contact your nearest office or write Remington Rand, Dept. 071-0A, 315 Park Ave. South, N. Y. 10, N, Y. 








ONE OF SEVERAL groups from 
the Stationery & Office Equip- 
ment Guild of Canada visiting 
the Sun Life Assurance Co. auto 
mation installation during the 
Guild's recent convention 


OA Stati Report 


Canadian Guild Features Automation 


How the office equipment and supply dealer can share 
in the great market for automation accessories and 
supplies was the principal theme of the 28th annual 
meeting of the Stationery & Office Equipment Guild of 
Canada, held in Montreal May 14, 15 and 16. Regis- 
tration was the largest on record for any national Guild 
meeting not involved with exhibits. 
Except for a short opening business session, all of 
the first day of the convention was devoted to auto- 
mation market potentials for dealers. In groups of 15 
or 20 all registrants visited the Univac installation in 
the offices of the Sun Life Assurance Co. At luncheon 
Hon. William Hamilton, postmaster general of Canada, 
described the operation of the postal service, giving 
heavy emphasis to automated procedures. 
A panel session on automation took up the entire GUILD OFFICERS for 1961-62: Arthur Durrant, Carter's 
afternoon. With Harry BARSHAW, Montreal, function- Ink Co., Ltd., Jean. Ayotte, P. V. Ayotte, Ltd., Trois Rivieres 
ing as moderator, the following phases of te subject p aaaagyr A sacnapessid : _— cores Kieth Stationers, Ltd., Cal 
were discussed: Le erta, second VICE presi« ent 
Preparation of Forms, by G. S. N. GosTLING, 
Pakfold Continuous Forms, Ltd.; Carbons, Ribbons and 
Tapes, by WILLIAM GLENDINNING, Burroughs Business 
Machines, Ltd.; Binding of Forms, by Eowarp WHiT- 
TEMORE, Wilson Jones COMPANY; Filing and Storing, 
by WARREN Davey, A. R. Davey Co. Ltd. 
All of the speakers were in agreement with the 
assertion by Moderator Barshaw that businesses are not 
buying less office supplies, just a different type be 
cause of automation in the office. 
Following an outline by two government men of the 
services available to businessmen by government 
agencies, a manufacturer and two retailers participated 
in a supplier-dealer torum. StuART CroMar, Index 
Card Company, Ltd., spoke on, ‘Advantages and Dis- 
advantages of Packaging in Tens and Twelves.” 
ARMAND TOuPIN, T. V. Bell, Lts., Montreal, discussed, 
“Use or Non-use of Advertising Material.’ Horace ee - aes 
STEVENSON, Callow-Beare’s Ltd., Toronto, handled the Faro m SMART, retiring as executive secretary of the Guild 
. «pee: os after nearly 28 years of service, receiving a framed certificate 
subject, “Minimum Orders. of appreciation from Steve Luckett, Luckett Loose Leaf, Ltd 
Two guest speakers—DoNALD S. FRey, secretary- 
continued on page 78 
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dealers double and triple their supply sales! 


Like to move more carbons and ribbons? Take your cue from the hundreds of 
dealers already using this handsome cabinet. All report an upswing in sales, 
many report increases of several hundred per cent. The cabinet lets customers 
see your merchandise, examine it, and serve themselves. Also, it eases your 
inventory control—makes it easy to keep close tabs on your stock. 


The cabinet is a permanent floor fixture, made of steel and heavy-duty pegboard, 
with six roomy shelves ... topped with an eye-catching fluorescent sign. Mea- 
sures approximately 50” high, 35” wide and 16” deep. Makes an ideal counter 
header. Or place it against a wall. Or use two, back to back, as an island. 


Here's all you do: (1) order $250 worth of Burroughs-M&V supplies and specify 
that you want the cabinet; (2) you'll be invoiced $78.42 for the cabinet—but—you'll 
receive, at no cost, an additional $79.00 worth (retail) of supplies; (3) sell these 
free supplies at list and you'll recover the full cost of your cabinet! 


urroughs—TM SIGN OF AN OUTSTANDING DEALER 
Burroughs 
Corporation 








SPEED-O-PRINT 
Worlds Finest Photo -Copicr 


COPIES EVERYTHING 
IN SIGHT...IN SECONDS 


If you have been under the impression that all 
photo-copiers are pretty much alike, don't buy any 
machine until you see the Speed-O-Print. 

In 59 seconds, your Speed-O-Print dealer will 
show you why hundreds of thousands of users— 
from one-man offices to leaders in business and 
industry—prefer this superb Photo-Copier to 

all others. Or, if you prefer, send for illustrated 
brochure describing the six Speed-O-Print 
models. You'll find-one that exactly 

meets your budget and surpasses your 


most exacting requirements. 


Sioced-O-Fhint CORPORATION 
1801 WEST LARCHMONT AVENUE, CHICAGO 13, ILL. 


Gentlemen: 


| want to know why the Speed-O-Print Photo-Copier is 
superior. Please send, without obligation, complete details, inc/uding heed - = hint 


a photo-copy of this request. 


_— CORPORATION 


Titl 
itle 1801 WEST LARCHMONT AVENUE 


CHICAGO 13, ILL. 


Company 
Address 


City 








Ad Clinic 


by JACK BEDFORD 


advertising consultant 


PROBLEM: From time to time office appliance deal 
ers have asked about direct mail advertising in Ad 
vertising Clinic questions. This question is in the 
direct mail area, but covers a subject that has not 
been investigated in detail before 

This office appliance dealer asks, “How can | build 
a mailing list to use in my direct mail advertising? 


SOLUTION: Non-personal direct mail advertising 
stands a good chance of hitting the waste basket. You 
need a good personal mailing list to hit the bullseye 
of higher sales of office supplies and equipment 

Office equipment dealers conducting a direct mail 
advertising campaign know how important it 1s to 
have a good mailing list. If a list of 100 good names 
produces $500 in plus sales as a result of one mailing, 
the law of averages would indicate that a mailing to 
a list of 1000 good names would produce $5,000 in 
extra sales 

Advertising authorities report that a personally 
addressed mailing piece will outpull an “occupant” 
addressed direct mail advertisement two to one. And, 
after the flood of advertising that went out un 
addressed in the “junk mail” era, customers will 
quickly peg non-personal mail as waste paper. 

Here are twenty-one suggested ways to build a bet- 
ter mailing list 


ELETTRICA” 


“PLURIMA 
with AUTOMATIC CREDIT BALANCE 


HIGH PROFIT 


INSIDE SOURCES 


STORE RECORDS: The basis for your mailing 
list is your current store records. These people are 
your customers and will respond to your offers 
through the mail. However, do not overlook non 
current records because even though these customers 
may not be active now, a direct mail campaign may 
revive their sales interest 


SALES PERSONNEL: With a little encourage 
ment, your sales personnel can help you build a mail- 
ing list of customers not listed on store records 


ALMA OFFICE MACHINE CORP. ¢ 349 BROADWAY « NEW YORK 13, N. Y. 


OTHER EMPLOYEES: Everyone working for you 
can provide some names for your direct mail adver- 
tising campaign. Again, there is a personal relation- 
ship that will give your advertising more appeal to 
the friends and neighbors of your employees 


CUSTOMERS: It is an advertising truism that “‘a 
satisfied customer is the best advertisement.” And, 
these customers recommend your business to their 
friends. With a little encouragement, you can get 
them to give you names of their friends and neigh- 
bors for your mailing list 


write for details 
*Slightly higher West of the Rockies 


Size of your letterhead ¢ Has 
all the features of expensive 
17 pea gon pn nm 
HIGH DEALER DISCOUNT 


e Light—Portable (carrying 
machines ¢ 10 year parts 
Guarantee 


10-key Electric Adding Ma- 
chine @ Heavy Duty e Fast 
case available) ¢ Smali — 


BUILDING METHODS 





\ 


ADVERTISING: When you use a coupon of some 
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BSS Cole! Taye Mt on 
TUTTLE Xmas Wraps 
results in surprising 

holiday profits! 


FOUR 
ROLL GIFT 
WRAP BOXES 


GIFT PACK 
ENSEMBLES 
WITH RIBBON 
AND CARDS 


GIFT WRAP 
PACKETS IN 
SHEETED FOLDS 


GIFT WRAP ROLLS 
IN CORNER WINDOW 
CUTTER <¢ 


PLAIN OR 
DECORATED 
SINGLE ROLL Be | 
GIFT WRAPS »y, 
aT 
Wirz 


JUMBO = 
GIFTWRAP .* , u°? 
FOLDS & 


CHRISTMAS 
TABLE ENSEMBLES 


Gay ‘‘Holly-Tree’’ pattern 

is sure to be a big seller 

— features wet-strength 

Table Covers, 

Luncheon and 

Cocktail Napkins, 

Plates and NEW YORK 

Handle Cups 225 W. 34th St 
PEnn. 6-1487-8 

le lie Velo) 
20 N. Wacker Dr 
CEntral 6-70 


sim 
” Roe eal 


TUTTLE PRESS COMPANY 
APPLETON © WISCONSIN 


Paper Specialties you want from One Source 


type in your newspaper advertising, you can get 
names and addresses of customers. Or, you might use 
an “occupant” mailing list and include a return card 
to develop a mailing list with specific names and 


a dd resses 


CONTESTS: Window displays and interior dis 
plays with a contest theme can be used to develop 
a mailing list of potential customers. Your customers 
register in some way and then guess on something for 
the contest. You will need to review this list care 
fully to avoid duplications because some people will 
enter the contest several times and thus pad your 


mailing list with duplicates 


CLUBS: Local civic clubs and church groups may 
help you build your mailing list as a money raising 
program. You pay the church group a small amount 
for each name submitted that can be added to your 


mailing list 


PRESS CLIPPINGS: Checking your daily paper 
for the names and addresses of local people will help 
you build a mailing list. As a general rule, these 
people are active people and could be “centers of in- 
fluence’ for your business with word-of-mouth ad- 
vertising. Obviously, this will be a select list and one 
that could be reached with personalized direct mail 
(such as a copy of the newspaper clipping attached 


to your ad) 
BUYING SOURCES 


MAILING LIST BROKERS: A review of the 
classified section of most metropolitan area telephone 
directories will reveal direct mail advertising firms 
that sell mailing lists. This may include renting plates 
with addresses buying labels with names and ad- 
dresses or buying a set of cards listing local people. 


CITY DIRECTORIES: This provides a complete 
list of people in your area. Cost per name is usually 
low, but be sure that it is up-to-date because there 
will be changes that will waste your advertising 
dollars 


REVERSE TELEPHONE DIRECTORY: This list 
covers all telephone subscribers house-by-house up 
and down the street. It is convenient if you want to 
blanket (or eliminate) certain areas of the city in 
your direct mail advertising. You rent this from the 
telephone company and the cost is added to your 
telephone bill. 


AUTOMOBILE REGISTRATION: Automotive 
registration lists are kept up to date by letter shops 
in most areas. These lists are sold or rented and can 
ven be sub-divided by make and year of automobile if 
you specify this classification 


UTILITY LISTS: Mailing lists that are purchased 
from utility companies are current. Changes are 
noted here quickly. Check with your local utility 


company to see if they have local mailing lists avail- 


able 


RURAL MAIL CARRIERS: You can send mail to 
people on rural routes with only the “boxholder” 
address. However, some rural mail carriers can supply 
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you with the names of all people on their route along 
with the box number. This will personalize your ad- 
vertising to these people. 


NEWSPAPER ROUTES: You may be able to 
make arrangements with local newspaper carrier boys 
for a list of people on their route. Or, it may be that 
the newspaper will supply you with a mailing list 
like this if you do a certain amount of newspaper 
advertising. 


LEGAL ANNOUNCEMENTS: You can watch all 
legal announcements in the papers for names and 
addresses, (building permits, births, marriages, court 
actions, etc.). However, you will save time and 
money if you subscribe to a service that supplies these 
names and addresses from these legal reports. 


FREE LISTS 
TELEPHONE DIRECTORY: This is the most ob- 


vious and most widely used mailing list cource in 
the free category. Building your mailing list from 
this will be best if you act quickly as soon as a new 
telephone directory is issued to insure accuracy. 


TAX LISTS: A list of taxpayers might prove 
valuable in building a mailing list. However, there 
will be some taxpayers listed that are not local 
residents and who would not be customers. Also, you 
will find some duplicates of people who own more 
than one parcel of land. 


SCHOOL LISTS: Many high schools issue lists of 
graduates that can be used for special promotions 
via direct mail. 


MEMBERSHIP LISTS: Some organizations have 
membership list available and these can be used for 
building a mailing list. Check to be sure you avoid 
duplications because some customers will belong to 
more than one of these groups. 


NON-COMPETING BUSINESSES: Check with 
some other businessman who does considerable 
direct mail advertising. Perhaps you can work out a 
deal to trade lists with him or get him to address 
your mail to his mailing list for a nominal fee 


Beekman Represents Two Companies 


R. E. (BoB) BEEKMAN, veteran traveler whose re- 
tirement plans were ended when enforced idleness be- 
came irksome, is now representative for two firms. His 
address is 292 Catalan Blvd., N.E., St. Petersburg 4, 
Fla 

WILLIAM Harris, president, and ROBERT GARVIN, 
manager of sales for Office Design, Inc., announce 
Beekman’s appointment as account executive covering 
the southeastern states. He will contact dealers, archi- 
tects and interior designers in this area. 

DONALD BARBER, manager of contract sales for The 


Don’t break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 


STORAGE FILES 


Letter Size $3.90 


Howell Co., has appointed Beekman as contract spe- 
cialist handling the contract line of chairs, tables, re- 
ception room and other furniture in southern Georgia 
and Florida. The coverage here will also include archi- 
tects, designers, hotel and restaurant suppliers as well as 
office furniture dealers 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.65 
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New York OMDA Chapter 
Welcomes 16 New Members 


At the regular monthly meeting of the New York 
chapter of the National Office Machine Dealers As 
sociation, Chapter President Mack Steinberg welcomed 
16 new and renewal members to New York member 
ship. Total New York City enrollment is listed at 140 
dealers, which ranks the chapter in the top three 
throughout the nation. a 
Added to the membership are SIDNEY Karp of Sidney > : 
Karp Business Machine Co.; JosePpH Nrx of Coastal = 
Business; HARRY ROGROVE of Apex Type writer & Sta NYNOMDA president Mack Steinberg welcomes new chapter 
embers at recent monthly meeting. New members receive 


tionery Co.; Louis A. Lux of Lux Business Machines 
y NOMDA Blue Book and information material. 


ANDREW P. ANDREW of Old Town Ribbon & Carbon 
Corp.; LEONARD Goetz of Atlas Business Machines; 
SOLOMON FEUER of Kingsway Business Machines; 
MIKE BECKER of Leedal Products; Jim HALL of R. ¢ 
Allen; J. J. SULLIVAN of Royal McBee Corp.; B. Hot 
LANDER of Rex Rotary Dist.; G. A. STAINER of Cal 
culator Equipment Corp.; KARL SIEWERT of Facit, Inc 
EUGENE KRON of Nord Photocopy & Electronics Corp 
and R. FiNGer of All Design Business Machines 
In addition to new membership introduction th 
New York Chapter was given a new machine demon NEW YORK Chapter NOMDA new members pose with presi 
stration by K. P. PHELPs of the K. P. Phelps Agency lent Mack Steinberg for OA camera 


Inc 


easy-to-insert tapos 
Movable tabs 

& insert directly 

into folder 
slots—inde- 
pendent of rods. 


et 


smooth rod ends 
Protective 

plastic coating 

eliminates all 

sharp edges. 


exChIsSiVes 


free-sliding rods 
, A Rounded rods 
slide more 


G/W Verti-Swing hanging folders sell faster because they have more exclusive easily on 
é frames; won't 
features for greater customer appeal! Simply point out these advantages. Let your bind or squeal. 


customer compare! Verti-Swing, the folder adaptable to any filing system, will 

close the sale for you. Specially designed = 

hLonded hanger rods 
Rods perman- 


to “Secretary Approved” Verti-Swing for ec _i—— Tt ently cemented 
, ‘ ¢ to folder on 


frames adjust to every filing drawer. Swing 


we a 
faster sales, greater profit. Write today , three sides— 
THE GLOBE-WERNICKE CO. won't tear loose. 


NATI 12 OnIO 


... we'll rush full information, Dept. DO-7 * 


Remember....success depends on the strength of your line 
4 
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PROFITABLE NEW WAY 
TO SELL FILLER PAPER! 


COLLEGE FILLER 


ORDER NOW! 
NEATLY | BOXED) JUMBO PAK BY MAPLE LEAF SELLS ITSELF! ~ ni 


The first boxed filler on the market! New, different and ready now for the big volume back- packed 20 to a carton 


to-school business. Better for the student—no more sliding stacks of loose dog-eared 
paper. Better for you—sturdy box eliminates spoilage, stacks and displays easily, provides 
storage for student’s use. ‘‘See-thru’’ acetate cover is eye-catching merchandising aid; 
stays clean and fresh for long shelf life and is a built-in booster for sales. Another top- 
quality product from Maple Leaf, competitively priced. 


MAPLE LEAF MANUFACTURING CO., INC. + 59 EAST 54th STREEI 
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Ditto Opens New Branch Printing Plant, Warehouse in Los Angeles 
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VERSATILITY 
IS THE 


KEYNOTE 


of 


Wesco’s new Fashion-Aire Modular 
units are designed to sell, because 
they meet the consumers’ demands 
for efficiency, convenience, com- 


fort and beauty. 


Existing work areas are used more efficiently, and the work 
out-put is increased because a larger work surface and a 


closer proximity to files and records is provided. 


Offering an unlimited choice of 
arrangements, Wesco Modulars 
are equally adaptable to present 
or future requirements, while 
providing the beauty and dignity 
of custom-styled furniture at a 
realistic price. 


Available in Wesco’s standard decorator colors: 


Office Grey, Olive Green, Sea Mist Green and Desert Sage 


Write today for colorful new WESCO 
CATALOG NO. 15. . . see our complete line. 


2 a | 


rh 

at 
=| J 
= wy 


WESTERN MANUFACTURING COMPANY 


ESTERN MFG Co 


WESCD 


AURORA. itt AURORA, ILLINOIS 


| 


Ditto, Inc. opened a new 22,500 
square foot branch office printing 
plant and warehouse in Los Angeles, 
Calif. on May 26. 

The new branch is a consolidation 
of two former locations in Los Ange- 
les. The sales and service office and 
printing plant were at one location, 
while the warehouse was at a second 
It is under the supervision of R. N 
SCHUHMANN, branch sales manager 
and H. J. GIULIANA, printing plant 
and warehouse manager. 

Among the features of the 
building are air conditioning, engi 
neered lighting, acoustical treatment 


new 


and special color-sealed plate glass 
used in the front entrances and dem 
onstration display area to eliminate 
glare. Shipment can be either handled 
by truck or rail 


Navroth New Advertising 
Director For Paper 
Manufacturers Company 


Anthony Navroth 


ANTHONY J. NAVROTH has been 
named director of advertising and 
sales research by the Paper Manu- 
facturers Co. of Philadelphia, Pa 
He WILLIAM R. Lusic 
NEA, who recently retired, 

Navroth has been with the com- 
pany for the last five years and for- 
merly worked in the Research and 
Development laboratory. 


succeeds 
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Reading from left, these groups photographed at Stationers 
Bowling League of Chicago banquet held May 9 in Svi- 


thiod Singing Club of Chicago are: 


LEFT: New Officers—Don Pike, president; Howard Wolf 


vice-president; William Slechta, secretary: Chet Smith 


treasure! 


Bowlers Elect 
New Officers. 
Award Trophies 


The Stationers Bowling League of 
Chicago at the annual banquet on May 
9 awarded trophies to the winning 
teams and elected officers for the 
1961-62 season. The newly-chosen ex- 
ecutives are: DON Pike, W. J. Saun- 
ders Co., president; Howarp WOLF, 
United Stationers Supply Co., vice- 
president; WILLIAM SLECHTA, Utility 
Stationery Stores, secretary, and CHET 
SMITH, A. W. Faber-Castell Pencil 
Co., treasurer 

In order to win the championship, 
the Red Sox, captained by CHARLEY 
MATHIEU, Mathieu Co., had to stave 
off a strong challenge from the Car- 
dinals, led by FRANK RyBICKI, Rock- 
well-Barnes Co. Other members of the 
Red Sox championship team were: 
CLARENCE CLEMEN, G. J. Aigner 
Co.; Ep Deacon, Chicago Desk Pad 
Co.; Tom GILLICE, Rockwell-Barnes 
Co., and CarL JAcosBsoN, Wilson 
Jones Co 

Frank Rybicki’s teammates were: 
Tony CECH, Utility Stationery Stores; 
Tony Donorrio, Doro Mfg. Co.; 
DWIGHT GEARHART, Doro Mfg. Co., 
and ELDON JusT, Just & Son. 

Although he slipped a bit from his 
previous season's record, JOHN 
STUERCKE, Rogers Loose Leaf Co., 
recorded the high average for 1960- 
61 with a 184. FRANK RyBICKI, 
Rockwell-Barnes Co., and MANNY 
SoLAs, D & L Furniture Co., shared 
the most improved bowler title, each 


moving up seven pins in average. 
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CENTER: The winning Red Sox team—Tom Gillice, Carl 
Jacobsen, Capt. Charles Mathieu, appropriately right behind 
the team trophy, Ed Deacon and Clarence Clemen. 


RIGHT Most improved bowlers—-Frank Rybicki and 
Manny Solas 


the strip zipped from a 
pack of ODIN* mimeo, dupli- 
cator or bond finish paper. 
“Zip” and the pack’s a re- 
usable pouch — saving paper, 
space, new wrap. Samples: 
Bergstrom, Neenah, Wis. 





OFFICE PRINTING PAPER 


MIMEO FINISH 
WHITE 


84X11 SUB 20 ONE REAM 


e TO OPEN Put. Tae 





Gist. 0. fob 
FOR 


BIGGER 
MID-YEAR SALE 


Pat. Pending 
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GUIDE-O-FOLDER i 
with adjustable metal tabs, al- ~ 
ways maintains 4 vertical position. 
Cannot sag because THEY HANG 

The increased filing and finding 

speed achieved with Guide-O-folder 

is easily demonstrated for fast, profitable 


sales. 


OA-7 /61 





DISPLAY Guide-O-folder in your store window 
and just watch how traffic perks up during the 
mid-year period. Be sure you have the entire 
GUSSCO’ line featured at the filing supply sec- 


tion inside the store 


DEMONSTRATE to your prospects the savings 


in time and space effected in changing over to Feature ‘“TRANSFILE’’® 
Guide-O-folder, plus the advantages gained in in the popular GRAY 
using Guide-O-file for instantly available data, finish 


and Guide-O-tray for maximum desk efficiency. in your window and store display 
' - for spontaneous customer interest 
Now DELIGHT your customers (and your cash and ACTION. . Serves as a 
visual reminder that now is a good 
time to consolidate office records. 
includes a complete assortment of ‘GUSSCO’ file — Creates ‘eye appeal’. “TRANS- 
FILE” fibre board files match the 
new look of today’s modern office. 
- Demonstrates a savings in 
D days are dollar days with ‘GUSSCO’ in the win- SPACE, TIME and COST that can 
be seen for itself. A display of 
dow, 1n the store, and in your customers offices compactly stacked “TRANSFILES” 
featuring its low, low price will 
stop traffic and start sales. Note: 
“TRANSFILE” files can be stacked 
as high and wide as desired. The 
patented interlock feature welds 
them into staunch batteries. With 
all the weight of the drawer and 
contents supported on steel, the 
drawer movement is surprisingly 
easy. 3 Styles and 13 Sizes. Also 
available in traditional green, of 
course 


register) with the one-stop shopping line that 


folders, guides and index cards 








ROL lg ee la: LS. LER RS 


fully illustrated pages. Features our 
full line of filing supplies and equipment including a number 
of new products. Send for your free copy today 


NEW! CATALOG /2 


System t Supply Co. ieicer, 


WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
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Canadian Guild... <¢ 


W 


New Officers and Directors of the Stationery & Office Equipment 


treasurer, Wholesale Stationers Association of U.S.A., 
and EDWARD O. KALLMANN, executive vice-president, 
Stationers & Publishers Board of Trade, Inc., New 
York City—completed the formal business program of 
the convention. Mr. Frey's subject was, “New and 
Significant Developments in Manufacturer-Wholesale 
Dealer The theme Mr. Kallmann’s 
address was, “Dealers’ Financial Pitfalls.’ 

At the banquet Tuesday night the following 


Relations.” of 
officers 
and directors (elected by secret ballot to serve for 
1961-62) were introduced: 

Officers 


JEAN AyoTtTe, P. V. Ayotre, Ltd., Trois 


Rivieres, 











Banucks hi Premiunt Cum, 


at compelling prices ! 


VY CHALK BOARDS 

Y CORK BULLETIN BOARDS 
V MAGNETIC BULLETIN BOARDS | 
|v PANELS, PREFAB BOARDS & FASEIS 





Frames anrdt Aobk TATTALAS 
wk Jliray, dpelime oylruced 
OS LU 


Designed for the 
dealer who \s 
Proud of the 
quality he Sells 








Chalk Board 


Division 


® 
Barricks 
MFG. CO. 
134 West 54th St. 
CHICAGO 7 
ILLINOIS 





G uild 


yf Canada 
president; ARTHUR DURRANT, Carter's Ink Co., Ltd., 
Montreal, first vice-president; WILLIAM KAISER, Keith 
Stationers, Ltd., Calgary, second vice-president. 

Regional Directors 

Atlantic Provinces: ANDY INGRAHAM, R. R 
Colpitts & Son, Ltd., Moncton; Tom O'NEILL, Frank 
M. O'Neill Co., Ltd., Halifax 

Quebec: JEAN AYOTTE, P. V. Ayotte, Ltee., Trois 
Louis CHABOT, La Librairie Chabot Inc., 
PauL Dery, La Librairie Langlais, Ltee 
Quebec; RoBERT McGurk, McFarlane Son & Hodgson, 
Ltd., Montreal; ALLAN SINGER, Allan Singer, Ltd., 
Montreal; ARMAND TOUPIN, T. V. Bell, Ltd., Montreal; 
DONALD CAMPBELL, Dennison Mfg. Co., Ltd., 


Rivieres; 
Quebec; 


by enor 
Anchors Typewriter Firmly 
Millions of microscopic suction 
cups in the surface eliminate 
slippage, the greatest source of 
annoyance to typists. 
Reduces Noise Acts as an 
acoustical base . . , absorbs noise 
Lessens Fatigue 


Increases Speed and Accuracy 


Standard and Electric sizes — eggshell, 


Unda Wunda is a trademark 
of the Enor Corp. 


55 Woodbine Street 
Bergenfield, New Jersey 


tan, green, gray colors 


ENOR CORPORATION 
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Montreal; ARTHUR DuRRANT, Carter's Ink Co., Ltd., 
Montreal 

Ontario: DoN EvANs, Evans & Kert, Ltd., Ottawa; 
W. G. Burton, W. G. Burton, Ltd., Chatham; Jos. 
RAHAM, J. H. Raham, Ltd., St. Catharines; Ross C. 
IMRIE, Eagle Pencil Co., Ltd., Toronto; WM. Muir- 
HEAD, Muirhead Stationers, Ltd., Sudbury; AUBREY 
Curuiss, Curliss Stationery, Ltd., Orillia; HORACE 
STEVENSON, Callow-Beare’s, Ltd., Toronto; DOUGLAS 
CHAPMAN, Acco Canadian, Ltd., Toronto; CLYDE 
EVERETT, W. A. Sheaffer Pen Co., Ltd., Goderich. 
Manitoba: JAs. WILLIAMSON, Bradley Stationery, Ltd., 
Winnipeg 

Saskatchewan: R. M. REA, Kempton Stationery & 
Book Store, Weyburn. 

Alberta: WM. Kalser, Keith Stationery, Ltd., Calgary. 

British Columbia: JACK OVERHOLT, Murphy Station- 
ery Co., Ltd., Vancouver. 

A special feature of the banquet program was an 
expression of sincere appreciation to FRED R. SMART, 
who retired recently after serving the Guild as executive 
secretary since its founding 28 years ago. In addition 
to an honorary life membership in the Guild, Mr. 
Smart was given a desk set and a check of an undis- 


closed amount. 

Although Mr. Smart is no longer on the Guild staff, 
he intends to maintain contact with his many friends in 
the industry despite starting out on a new career. He 
is now related in an executive capacity with a private 
school in Beamsville, Ont. 


“Salesperson of the Year” 


* 


Mrs. Rose Whalen was chosen as the “Salesperson of the Year” 
in the J. K. Gill Co.'s annual contest. She is shown receiving 
her check for a round trip ticket to Hawaii from Johnathon 
Edwards, executive vice-president and Mark M. Gill, president 


S. E. & M. Vernon Moves 
New York Sales Offices 


S. E. & M. Vernon, Inc., has moved its New York 
sales offices from 65 Duane St., to 79 Worth St., New 
York City. The new offices have been leased from the 
Charles F. Noyes Co., Inc. 

Ther Vernon Co. was founded in 1880 and for a 
period of over 50 years occupied the offices on Duane 





Boling’s 5600 Series—The MODAN—1is but one 
group in a long line of business chairs that meets every 
need for solid comfort, tasteful design and long 

lasting construction. Offered in a combination of top 
grain leather or Elastic Naugahyde with Gros Point or 
other selected fabrics over foam rubber. Available 

with interchangeable cane or upholstered backs. 


No. 5610-UB No. 5658-UB No. 5614-UB 


Chairs for all business 


No. 5613-UB 


No. 5611-UB 


aad BOLING CHAIR COMPANY 


cr SILER CITY, NORTH CAROLINA 
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Latest Office Equipment Featured at Chicago Trade Fair 


An extensive exhibition of the lat 
est equipment and supplies from 
throughout the world will be a feature 
of the 1961 Chicago International 
Trade Fair. 

The Fair will be held July 25 
through August 10 in the new, fully 
air-conditioned McCormick Place, Chi 
cago’s 35 million dollar exposition 
center. 

Exhibited will be office materials 
ranging from dictionaries to duplicat 
ing equipment, carbon paper to sten 
cil ink. The exhibit will offer a com 
plete one-stop shopping mart for of 
fice managers interested in improving 
their operations. 

Among the many office supply 
manufacturers participating in the 
Fair is the Oniyah Carbon Paper Fac- 
tory of Tel Aviv, Israel, whose pri- 
mary product represents a problem in 
successful foreign marketing. 

“To export carbon paper is not an 
easy achievement,” a company spokes- 


ELECTRONIC DUPLICATOR 
factured 


of the company’s 


ties, we have succeeded in raising an 
nual exports above the $100,000 mark 
in recent years.’ 

Besides carbon paper, Oniyah also 
produces stencils, stencil ink, correc- 
tion fluid, continuous forms, and rib- 


bons for typewriters and other office 


called the 
by the Gestetner Corp 
exhibit at the Chicago International Trade Fair 


and manu 
will be part 


Gestefax 


Yonkers, N. Y 


The Gestetner Corp. of Yonkers, 
N. Y., 
duplicator (Model 380), designed to 
handle paper stock up to 17-14 inches 
wide and 14 inches long. The machine 


will demonstrate a new stencil 


also prints on letter-sized sheets and 


post cards 





man stated. “But, in spite of difficul- machines Gestetner will also display an elec 


A contest prize? A gift for birthday, anniversary, 
or special occasion? Of course not it’s the 
“Quality Park Package” that you and other QP 
dealers get every day. Make full use of it and 
there’s profit in the picture for you. Where else 
can you find all these benefits? 


@ Sold through dealers policy @ Over 800 popular items in stock 


@ Rigid packaging for protection § @ Sales training slides 
@ Dealer promotional aids @ Regional warehousing 
@ National advertising @ Constant flow of new products 
@ Prepaid freight terms @ immediate delivery 
@ Display materials @ Complete readable catalog 
@ Complete production facilities for special item manufacture 


And many, many more. 


The ‘“‘Quality Park Dealer Package’’ 
puts profit in the picture for YOU! 


Sold Through Dealers Only 


QUALITY PARK ~ 4 
ENVELOPE CO. ¢ <% 
G 


Mair Offices& Factory, 2520 Como Ave., St. Paul 8, Minn 
Atlanta Office & Factory, 650 Murphy Ave. S.W., Bldg E-12 
Chicago Office & Warehouse, 564 W. Monr 
Los Angeles Office & Warehouse, 837 Traction Ave 
Dallas Office & Warehouse, 1203 Drag 





tronic duplicator (Gestefax) designed 
to reproduce on a mimeo stencil any- 
thing from photographs to letters. The 
electronic process eliminates the ne- 
cessity of using cameras, dark rooms, 
chemicals and messy trays. The com- 
pact size of this duplicator allows it 
to be operated atop any office desk. 

BDC-Rex Rotary, Inc., Chicago, 
will exhibit electronic and _photo- 
graphic office reproducing equipment, 
automated mail openers, automatic 
folders, and paper cutters. 

A feature of the BDC exhibit will 
be a unique interleaver which collates 
enclosures with mailing pieces as they 
are printed. Slipsheeting is simplified 
with this new device and ordinary 
scrap paper may be used for interleav 
ing. 

This duplicator and collator known 
as the Rex-Rotary D 490 was designed 
by the internationally known designer, 
Count Sigvard Bernadotte, a member 
of the Danish and Swedish royal fam- 
ilies. 

The Fair also will provide office 
managers with an opportunity to view 
stenograph and shorthand machines, 


OFFICE SUPPLIES manufactured by the Oniyah Carbon Papert 
Factory. Tel Aviv, Israel which will be exhibited at the Chicago 


International Trade Fait 


electronic calculating equipment, fur 
nitures, and rugs. 

The 1961 Chicago International 
Trade Fair is sponsored by the Chi- 
cago Association of Commerce and 
Industry. 

Many of 35,000 buyers, business- 
men, and governmental officials at- 
tending the Fair also will participate 
in the Inter-American Industries and 


Chicago World Marketing Confer 
ences held in conjunction with the ex 
hibition. 


Biloxi Firm Takes New Location 


The Biloxi Stationery & Typewriter 
Co. has opened for business in its 
new location at 511 West Howard 
Ave., Biloxi, Miss. 


office accessories 
of beautiful 


No. 408 
Statesman 


When you sell the VALCO line you can 
be sure there won't be complaints and 
returns . . . or calls from irritated cus- 
tomers to “please come fix the darn 
thing!” VALCO accessories are lifetime! 


spun aluminum 


Costumer 


They’re built to last forever. 


EEE 
No. 17-C 
Monarch 
Costumer 














No. 1900 
WGR ——— 
Bel Air Wall No. 25 
Garment Rack Torchier 


No. 75-S 
Modurn 
Sand Urn 
No. 56-S 
Regal Sand Urn é 




















AVAILABLE 
AT NO COST 


Write today for the com- 
plete folder that contains 
all specifications and price 
data of the complete VALCO 
Line. It’s designed to fit a 
standard file and includes 
separate reproductions of 
each item. 


LIFETIME 


OFFICE ACCESSORIES 
VALCO COMPANY e 1311 ANN AVE. e ST. LOUIS 4, MO. 
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How To Sell Yourself 


When I was asked by our Governor 
Larry Moore (11th District NSOEA) 
to make the presentation of the 
NSOEA Publicity Manual, I accepted 
the assignment with mixed emotions. 





by HAL JOHNSON, 





pr 


5 eae 


J. K. Gill Co., Portland, Ore. 


vinced—and I hope that I will be 
convincing! 

Although your primary job is to sell 
merchandise, one of your most in- 


valuable aids is good publicity. This 


manual is intended to present you with 


Many of the things you and your as 
sociates and your employees do are 
newsworthy. Following the steps given 
here, you can make your organization 
better known through the news col 
umns, news programs of your local 


How could I, who had not yet seen 
the manual, be convincing enough in 
front of an audience of experts in the 
stationery field—but I did accept, and 
then I read the manual! I am con- 


the techniques necessary to gef this newspapers, radio and television sta- 
There is nothing mysterious 
about the practice of public relations 
Every good salesman practices it daily 
on personal basis. This publicity man- 
ual, and the simple procedures it ex 


plains, will allow you to extend the 


good publicity. tions. 
You don’t have to be a high-pres 


sure publicity agent to get publicity 


kind of good relations you practice 
every day with your associates and 
your customers. It will show you how 
to project yourself in your local news- 
papers and radio and television sta 
tions. By doing so as a regular pra 
tice, you will be able to make your 
business and its service even better 
known in the community. 
There’s a Difference 

Before we go any further, let’s make 
sure that we understand the difference 
between publicity and advertising: 

Advertising is a selling message. 

Publicity is news. 


NOW !... PICK UP MORE LOCKER 
BUSINESS WITH LESS BOTHER! 


Offer up to 112 different combinations of 


Your local newspaper and radio sta 
tions will be interested in the follow 
ing activities: service anniversaries, 
retirements, awards, sports events, ad 
types and sizes...we'll deliver in 1 week! ditions to your staff, speeches made by 

you, sales records and awards, new ot 
Now fill orders fast with a wide selection of styles, branch openings, open houses, local 
sizes and door arrangements on a one-week deliv- 
ery basis. Or, from a minimum of non-duplicated 
stock. 
Here’s the plan 
You choose between building your own compact, 
minimum, interchangeable stock, or using our fast 
delivery service. 


service projects, outstanding visitors 
to your office, moves to new locations, 
and attendance at industry meetings 
Don't worry about the headline 
every newspaper has an_ individual 
style and will prefer to write their 
We now package, in two separate cartons, 6 pop- own headlines. 
ular locker models as either single units or 3 units 
per set. 


And don't expect that your news 
item will always be used—somedays 
there are too many national and inter- 
national events taking place for an 
editor to include the “reader news.’ 
These days, the announcement of a 
new salesman just might not seem as 
important to him as the launching of 
a spaceman into orbit. On other days, 
however, a local news item is usually 
of sufficient importance to rate some 
kind of coverage. 


Carton 1: includes all body parts. You choose size, 
flat or slope top, in a single or 3-locker package. 
Carton 2: includes doors and frames in the size and 
style of your choice—with or without legs. 
New low prices 
Because we are producing lockers in larger quan- 
tities, with improved production techniques, some 
locker prices have been substantially reduced. 
Here’s a practical locker plan geared to your sales 
. there’s nothing like it in the industry. Write 
for complete data now! . . . 
Give the editor all the information 
give him the 5 W’s—Who, What, 
When, Where, and Why. If possible, 
give him How! A point to remember 
is that most news release could be sub- 


ALAN WOOD STEEL COMPANY 
PENCO DIVISION 


428 Brower Avenue, Oaks, Pennsylvania 
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stantially improved by the addition of 
It has been said that “A pic- 


and so 


a picture. 
ture is worth 10,000 words,” 


it is. If you win a store design or dis- 
play prize, or if you or a member of 


your staff are elected to office, have a 
picture ready, and make it a good one! 
Actually, the information in this man- 
ual should help you solve 90% of the 
problems you will encounter in devel 
oping a healthy and profitable publicity 
program. 


Some Helpful Hints 

Now, here are your chief publicity 
aids—almost all of which can be ap- 
plied to newspaper publicity: 
1. Radio and Television 

Get to know the radio and TV 
newsrooms and station directors. Pre- 
sent short items giving basic facts, and 
don't try to angle for free plugs 
newsmen resent this. Remember that 
a stationer is a natural guest during 
back to school week, Easter and Christ- 
mas seasons, so suggest interviews to 
the station directors. Be sure, however, 
that you have your matter well pre- 
and that the 
employee to be interviewed is com- 
fluent, and has a_ pleasant 
Suggest programs on_ special 
prizes you have awarded for 
affairs, parties, 
open houses, introduction of new ma- 
terials and products. Especially for TV 


pared for presentation, 


petent, 
voice. 
events 


contests, community 


demonstrations—gift 
furniture, ver- 


suggest visual 


wrapping, new office 
satility and speed of new office ma- 
chines, etc 
2. Civic Events 

Good citizenship is good business, 
sO sponsor some community activities 

worthwhile organizations and their 
work—Chamber of Commerce, United 
Good Neighbors, the Good Will, the 
Red Cross, the Salavation Army and 
the many fund drives. Join service 
clubs—the Lions and the Kiwanis. Run 
for the Board of Education or back 
Educational campaigns. Sponsor Bow!- 
ing Teams and Little League, and give 
window displays to the Blood Bank 
Defense 


float in the local holiday parade. Invite 


and Civil Enter a parade 


students to visit your store and give 
demonstrations of new machines and 
equipment. Give talks to school as- 
semblies on this new equipment. 
3. Trade Promotions and Manufactu 
ing Events 

All of the preceding publicity ideas 
have dealt with news originating in 
your own community, and developed 
through your own personal efforts. 
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Now, see how you can tie in with pro- 
motional opportunities offered by indi- 
vidual manufacturers or associations on 
the national level. 

The main events are Pencil Week, 
and Letter Writing Week. Capitalize 
on these with window displays, and 
school and TV demonstrations of your 
products. 

4. Special Events 

Here, the possibilities are endless. 
How valuable your publicity program 
is to your business depends on how 
conscious you become of activities 
which can be worked into a program 


...WHEN A DEALER 
OFFERS HIM THE @ 


JUSTRITE 


LINE OF 


ENVELOPES 
FOR BANKS 





we do not sell consumers 


The fellow with a topnotch line of 
envelopes for banks these days is sitting 
pretty. He can practically have any 
banker saying, “I want to buy... 
please take my money.”’ Because banks 
today MUST have many kinds of enve- 
lopes for many purposes to function 
properly. That’s why dealers with 
Justrite envelopes are picking off nice 
profits. You never saw such a great 
line of envelopes for banks as Justrite 
offers .. covers every need of any 
bank. Even includes two numbers for 
Drive-In Banking that are going over 
in a big way. If you haven’t yet staked 
a claim on this bank envelopes gold 
mine, better make your move right now. 


Send for samples and complete 
information, including prices .. . 
right away while you're thinking 
about it 


of constructive publicity. To name a 
few instances, promotions, awards, em- 
ployee anniversaries, contests, additions 
of new lines, new customer services, 
personnel in civic activities, the or- 
ganizing of fund drives, and the wel- 
coming of new business and industry 

NSOEA Activities 

Send releases on regional or na 
tional conventions, their elections, im 
portant speakers and local dealers in 
attendance. 
6. Remember, Employees make news! 
So send news releases on contest win- 
nefs, civic participation and hobbies. 











JUSTRITE’S 


15 Ways to a Banker's Heart 
. and Pocketbook 


. DRIVE-IN TELLER POUCH 

. DRIVE-IN TELLER POUCH with 
deposit slip attached 

. BANKERS FLAP ENVELOPES 

. NOTE-O-MATIC ENVELOPES 

. BOND AND COLLATERAL 
ENVELOPES 

. OPEN SIDE WALLETS 

. PASS BOOK JACKETS 

. SAFETY DEPOSIT BOX 
KEYTAINERS 

. BANK PAY ENVELOPES 

. TAMPERPROOF ENVELOPES 

. BANK COUPON ENVELOPES 

. DEPOSIT RECEIPT CASES 

. INSTALLMENT COLLECTION 
ENVELOPES 

. CURRENCY GIFT ENVELOPES 

. SAVINGS BOND ENVELOPES 


woat aces STATES ENVELOPE CO. 


300 East 4th St., 


JUSTRITE 


St. Paul, Minn. 
ENVELOPE MFG. CO. 


523 Stewart Ave. S. W., Atlanta, Ga. 


Direct to you— 


NATIONAL JUSTRITE ENVELOPE CO. 
2220 West Beaver St., 


Jacksonville, Fla. 








Comptometer To Acquire 
Business Forms Company 


NEW! K&C Budgetfine Comptometer Corp., shortly will 


acquire National Systems & Forms 
Co., Passaic, N. J., manufacturer of 
24” i | 
non-suspension business forms. 
Plans for the acquisition were 


STE FL Fi LE announced jointly by LLoyD DREXLER, 


vice-chairman of the board and chief 
@ 4 Ball Bearings to each Drawer @ Side 


> + ate 
jain Gio tade © Gates Geleteeed executive officer of Comptometer, and 
Roller Track @ Gravity Drop Prevents Drawer Davip S. CHADWICK, president ot 
from Rolling ovt @ Sparkling Non-Tarnish Alu- : 
minum Trim @ 16 Gauge Girder Channels @ the New Jersey firm. 
Durable Baked Enamel Finish @ Extra Welded ore : ¢ " 
Corner Bottom Plates @ 4 colors @ In Letter The transaction is expected to be 
a a a a Pe wee consummated within the next 60 days, 


and will involve the exchange of an 


make money « keep it indslosed amount of stock, 


National System & Forms Company, 


‘ ‘dl ' : hich specialized the manufacture 
when Vou sell Ke C quality of pe aie canaiaaie iia’ 
e/ 


forms used in the rapidly expanding 


1 pa | K&C quality cuts costly servicing, so you keep [" CARLOaD 
BE Clos your profits on our fast-moving promotional | 


BUYERS data processing field, has heretofore 
ac 
Pi aes 


steel equipment. } contined its coverage to the northeast 


t=] Files, desks, storage cabinets, combination units | deae table section of the United States. 
of=1. . . all are precision made of heavy gauge Chee), You oe 
= steel, quality-finished in a choice of colors. } await The acquired company, with Chad 


$ 
Write, wire, phone TODAY for catalog and price list 4 a wick remaining as its head, will 


ade Ca Newspaper Mats Available ee become the nucleus of the Eastern 
6 (@verar PRODUCTS cq... INC. Division ol ( omptometer Business 
fs E 1011 Greene Ave., Brooklyn 21, N. Y. ® HYacinth 1-4510 Forms Division. Chadwick indicated 
West Coast Warehouse: 540 S. Alameda, Los Angeles * Phone MAdison 5-1536 

OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT : ~ ee 
Representatives: a few choice territories available; Inquiries invited. nel or marketing policy. The new 


association puts Comptometer into the 


there would be no changes in person 





large eastern market for the first 
time 


Comptometer Corp., in line with a 


Office Appl iances planned diversification program 


entered the business forms field in 
September, 1959, by acquiring two 
a leaders in the tield 
‘Ss These were the Nebraska Salesbooh 
Co. and the U. S. Business Forms Co 
both of Lincoln, Nebr. In May, 1960 
Comptometer’s Business Forms Di 


vision was enlarged by purchase ot 
Tex-N-Set Business Forms Co., Arl 
\ / ington, Tex 


Frank E. Lipp 
Office OA keeps its readers Joins Barry Firm 
Appliances fully informed on all ” | 
AepIE : fF ™ [he many friends of FRANK | 
facets of the office supp!) Lipp will be pleased to learn that he 
and equipment industry. is now associated with Charles R 
Barry Co.,, and will continue to serve 
Read OA every month to them in Colorado and Utah. 
maintain progress in service Under this new association, effective 


d May 15, Mr. Lipp will continue to 
to your customers and in cover that trade with The Esterbrook 


the growth of your business. Pen Co. products, which now include 
the Flo-Master felt tip pen, Ester 
brook felt tip markers, L.E.B. binder 
clips, and Ke-Master line of key 
filing systems. 
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Charles G. Thom 
Sets Up New Firm 


CHARLES’ G. 
THOM of 1970 
Cedar Hill Drive, 
Birmingham, 
Mich., has just 
terminated his as- 
sociation with 
Gregory Mayer & 
Thom Co. of De- 
troit as executive 
vice-president and general manager 
“to go into the type of work that I 
have always wanted to do best.” 

Thom has set up a new manufac- 
turers’ representative company to serve 
Michigan, Ohio, Indiana and fringe 
areas for sales and distribution of of- 
fice equipment and related items. 

Heading this new company, Thom 
is qualified through 22 years of sales, 
advertising and promotion of con- 
sumer products, including many years 
of work both as a dealer and selling 


Cc. G. Thom 


to dealers 

In rounding out his representation, 
the native Detroiter is interested in 
more good lines of office furniture 
and accessories where manufacturers 
are interested in setting up distribu- 
tion for the “Heart Land of America” 
area 


Photek, Inc. Appoints Dealer 


Paul B. Williams, Inc., 1010 Broad 
St., Newark and 20 N. Willow Ave., 
Trenton, N. J., has been appointed 
an authorized dealer of Photek, Inc. 
office copying equipment and supplies. 


Underwood Names Agency 


The Business Equipment Co., 628 
S. Calhoun St., Fort Wayne, Ind., has 
been named exclusive sales agency for 
the Underwood Corp., covering Allen, 
Kosciusko and Whitley counties. 


New Business Opened 


The South Texas Business Machines 
Co. has been opened by SAM BARRON 
at 1020 Townsend Ave., San Antonio, 
Tex. Barron has announced that the 
firm will handle Cincinnati time re- 
cording equipment, Fellins typing ma- 
chines. Martin-Yale paper folders, cut- 
ters and letter openers as well as 
other nationally-known lines. 
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lh office chairs, 


look for 














HARDWARE BY BASSICK 


... world’s largest manufacturer of casters and 


TORSION BAR 


L 


Hooded office-chair caster. 


THE 
BASSICK COMPANY 
BRIDGEPORT 5, CONN. 
IN CANADA: 
BELLEVILLE, ONT. 


office chair tilt mechanisms 


Whether you’re looking for comfort, appearance, 
floor protection, or longest possible life for office 
chairs, here are two ways hardware by Bassick — 
world’s largest maker of casters and office chair tilt 
mechanisms — can help you get it. 


““Flo-Tork”’ chair control. Here’s an outstanding 
Bassick contribution to office chair styling. Bassick 
“Flo-Tork” tilt-chair mechanism does away with 
unsightly coil springs beneath the chair seat, gives 
chair a trim, functional silhouette. It’s smoother- 
acting, more comfortable, too, and easy to adjust 
for your weight while sitting upright and naturally 
in the chair. 


Non-marking office chair casters. Floors are 
cleaner, and easier to keep clean, when your office 
chairs and furniture move on Bassick casters. They 
are easy rolling and easy swiveling, and stay quiet 
for the life of the chair. 


These are just two samples of Bassick’s broad line 
of casters, tilt-chair mechanisms, glides, rests and 
floor-protectors for office chairs, furniture and 
equipment. Point out the “Bassicks” to your cus- 
tomers They may be the extra features that clinch 
the sale. 








STEWART-WARNER CORPORATION 

















fundamentals Men on the Move 


RNITURE DIVISION OF EISEN BROTHERS INC. 
, HOBOKEN, N. J. SIDNEY R. DEMBER, national sales manager of the 


Royal Metal Mfg. Co., has announced the appointment 
of three new sales representatives 

JoHN GOULD will service the states of Maryland, 
Delaware and Washington, D. C. Prior to his appoint 
ment he was associated with the H. M. Meserve Co. of 


Write for our new brochure | 


PRE-SET FOR John Gould Eugene Rissmeyer Ted Kares 


PERFECT PUNCHING Cape Cod, Mass. In 1949, he took over as president In 


1958, he was New England district manager for the Art 


Metal Co 


No adjustments, no gauges, EUGENE RISSMEYER has been named sales repre- 


nothing to mark sentative for the state of Texas. In 1956, he was associ- 

just insert paper _ 4 . 

and squeeze! Clix ated with the Finger Office Equipment Co. and in 1959 

a permanently he was a field representative for the Cole Steel Office 
- ope as 

pre-set for proper center Equipment Co., covering the states of Texas, Oklahoma 


PAPER distances . . . save time ; 
and waste motion. and Louisiana. 


Always accurate, TED KARES has been appointed to cover parts of Ohio 


j f, trouble-free. 
PUNCHES soe aaa and Michigan. Before joining Royal Metal, he was a 


CLIX branch store manager for the Dean Office Equipment 


DOUBLE DUTY PUNCH . i 
MODEL 32 Co. in Fort Lauderdale, Fla. In 1958, he became man 


List $5.75 ager of Stoddards, Inc., Nashville, Tenn. 








NORMAN P. WRIGHT, JR. has 
been named general superintend 
ent in charge of production for the 
Ohio Chair Co., Youngstown, 





are also available in: <a Ohio 
, Wright has been associated with 


1-Hole Punches — Model 100X — List $.65 
2-Hole Punches — Mode! 2 — List $2.75 for 5”—1 2” sheets the company for 
3-Hole Punches — Model 3 — List $3.75 new post, he will supervise the 

7-Hole Punches — Model 7 — List $7.50 manufacture of the line of ‘Rest N. Wright, Jr. 
All’ institutional furniture 


14 years. In his 











See your Wholesaler or write to 


NEW ENGLAND PAPER PUNCH CO. 


NATICK, MASSACHUSETTS The Roc kwell-Barnes Co. has announc ed the appoint 


ment of JACK B. Cooper as its representative in the 











NEW ...by Ard... Combination 
Showcase & Cash Register Stand 


Ideal display unit, compact and attractive! Natural birch, wheat or 
walnut finish; cut-in Formica cash register well, recessed black base; 
mirrored display space, locked storage below. Also available with 
Formica front and ends; see Price List No. 18. 
Cat. No. BBIOOOWCR. Usual dealer discounts. 
CATALOG PRICES: Widths 18” or 20” 22” or 24” 
48” length ..... $206.00 $214.00 
Se EE coavecas-ccerece ee 224.00 
72” length 220.00 228.00 
RUSH ORDERS? WE LOVE ‘EMI 
77 Profit Makers For Dealers 


Send for new YL MANUFACTURING CO., INC. 


1961 Catalog No. 18. 
We sell dealers only. 13 VINE STREET EVANSVILLE, INDIANA 
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Southeastern territory, including the states of Alabama, 
Georgia, Florida, North and South Carolina, Mississippi 
and Tennessee. 

RicHarRD D. McENANy will be 
Cooper. He is now living in Miami, Fla 


associated with 


The Oxford Filing Supply Co. 

has announced the appointment of 

Ep BARRITT as field representative 

servicing dealers in the Bronx, 

Westchester, Fairfield, Connecticut 

Counties and part of Manhattan. 

Barritt brings to his assignment 

1 background of several years’ ex- 

Ed Barritt perience in selling business ma- 

chines as well as practical knowl- 
edge of office machines’ systems work. 

He prepared for his present field position by work- 
ing in the company’s internal sales department and sys- 
tems division, during which time he participated in a 
number of major filing systems installations. 

KENNETH E. KNUDTZON has 
been named sales promotion man- 
ager for the Commercial Sound Di- 
vision of the Dukane Corp. 

In his new assignment, Knudt- 
zon will be in charge of sales pro- 
motion, merchandising and _ public 
relations for the division 

Prior to joining the company, 
an account execu- 


Kenneth Knudtzon . 
Knudtzon 


tive with Fulton, Morrissey Co., Chicago, serving the 
Ditto and Overhead Door Corp. accounts. He was 
formerly advertising manager of heating and air condi- 
tioning for the Crane Co., and also assistant to the pub- 


the Illinois Tool Works Co. 


was 


lic relations director of 


LENNY WALDMAN has been appointed national sales 
manager by the Windsor Pen Corp. In his new position 
he will establish a national sales organization utilizing 
the services of salesmen, manufacturer's representatives 
and brokers who will call on the trade. 

Before joining the company, Waldman was 





associ - | 


everybody’s talking about 


« 600° .. 


MILWAUKEE’S METAL CHAIR VALUE TRIUMPH 


if you haven't seen it 
write today 


MILWAUKEE METAL FURNITURE CO. (Not !nc.) 
100 N. Campbell Ave., Chicago 12, Ill. 


* 


Spacesavers for busy desks 


... the stamps you need are always 
within reach at your fingertips! 


COSCO : ATLAS DESK STAMP RACKS 


STANDARD : 


CASTOR 
RACKS 


These all-metal racks have attractive 
appearance. Save valuable space on busy 
desks. Each rack consists of a base, exten- 
sion rods, one or more wheels to hold either 
6, 8, 10 or 12 stamps, and a top stud. 
Wheels have spring metal clips to hold 
stamps in readiness for instant use. Wheels 
revolve for instant access to any stamp. 

Supplied as complete racks, or as parts 
for assembling racks to your individual 
needs. 

All parts are beautifully plated to retain 
their attractive appearance. 


cosco 
IRON 
CASTOR 
RACKS 


bs doe me 


Sturdy, cast metal racks designed to pro- 
vide economical storage of oaliee stamps 
on desk or table. Each all-metal rack has 
a base, extension stud, a top and one or 
more wheels which revolve for instant 
access to any stamp, Can be assembled to 
order and are available in 8 practical sizes. 


LIBERAL DEALER DISCOUNTS 


CONSOLIDATED STAMP MFG. CO., 


+ NEW Y 


* DALLAS »« LOS ANGELE 


RK TY « SPRING VALLEY 


Compact and practical on modern desks! 
There's even a pencil and pen rest! Porta- 
ble and lightweight for use anywhere. 

Beautiful mahogany finished wood base 
— plated crossbars and individual 
holders, even when filled to capacity with 
rubber stamps. 

Made in two pooutes sizes. No. 1 for 12 
rubber stamps, No. 2 for 18 rubber stamps 
Mahogany finish is standard. Can also be 
supplied in modern gray finish 


COSCO STANDARD 
STRIP RACKS 


Heavily plated, all-metal strip racks have 
spring clips riveted to flat steel bars 
Each end of bar has a drilled hole for 
attaching the bars to wood or steel. Can 
be mounted on tables, desks, in desk 
drawers or on wall mountings. Made in 
sizes to hold 3, 6, 9 or 12 stamps. Also 

lied as dual clips without bar 


INC. 





RON 





ated with the Speedry Chemical Corp. as national di- 


MADE IN U.S.A 


Punchless Binding at Its Best! 


Simplicity itself! Eliminates paper punching — holes that 
can tear. Quick insertion and removal of papers. Bulldog- 
grips 2" capacity (approx. 150 sheets). Letter and legal 
sizes. In 6 inviting colors: RED, GRAY, BLACK, TURQUOISE, 
ORANGE, YELLOW, 25 of a color to the box, also 25 in 
assorted colors to the box. Write for 96-page catalog. 


ADVANCO PRODUCTS, INC. 
76-05 51st Avenue, Elmhurst 73, L. I., N. Y. 





One of All-Rite’s 
pens for every 
purpose ... 


COSMOPOLITAN 


612” long, pocket/desk model: 

with cap and adjustable clip. 

Eight ink colors: Blue, red, green, black, 
turquoise, gold, brown, lavender. 


#1460: Utility Pen — Medium line - 39¢ ea. 

#F1460: Auditors Pen - Extra fine line - 49¢ ea 

#F1467: Steno Pen - Extra fine line -49¢ ea. 
Compact 1 Dozen Boxes 


ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 


Men on the Move. . . continued 


rector of sales and as national sales manager for the 
Reliance Pen & Pencil Corp. and the Ferber Pen Corp 


According to a recent announce- 
ment by Karl Siewert, president of 
Facit, Inc., HEINZ HELLSTROM 
has been named vice-president of 
the firm. Hellstrom has been with 
the company since 1953 and has 
served in various sales managerial 
positions. 
He will continue to serve the 
company in his present position as 
branch manager in charge of Facit and Odhner sales 
and services in 13 western states and will have his 
headquarters in San Francisco. 


H. Hellstrom 


BEN W. Ex.iott has been ap- 
pointed Atlanta district sales repre- 
sentative for the Wausau Paper 
Mills Co., according to an an- 
nouncement by CHARLES T. ELLI- 
OTT, vice-president, sales. 
Prior to joining the company’s 
sales staff, Ben Elliott has spent 
nearly 30 years engaged in selling pon Entiott 
papers for several southern paper 
distributors. He will maintain his residence and sales 
office in Atlanta or vicinity. 


The Peerless Steel Equipment 

Co. has appointed Jor E. HArRRIs 

as southeastern representative. He 

will cover the states of Mississippi, 

Alabama, Georgia, Florida, Ten- 

nessee, North and South Carolina 

from his headquarters at 2120 Pi- 

oneer Lane, Bluff Park, Birming- 

ham 16, Ala. Joe E. Harris 
Harris was formerly connected 

with the Fulton Stationery Co. of Houston, Tex. 


MEL Liss and JACK PHILLIPS have been appointed 
by the Clarin Mfg. Co. to handle its ‘Reserve Seating” 
line of folding chairs in Wisconsin, Illinois and Indi- 
ana. They will display the line in their showroom at 
410 Wells St., Chicago, III 


JAMEs T. GREGG has been named special representa- 
tive in the Cleveland area for the data processing equip- 
ment division of Diebold, Inc. 

Gregg brings to his new position eleven years’ ex- 
perience with the International Business Machines Corp. 


Smith-Corona Marchant, Inc., has announced the pro- 
motion of JAMES R. West to agency manager of its 
Marchant division in Davenport, Iowa. 


C. L. SCHEFFLER has been named sales representative 
for the Valco Co. He will cover the states of Texas, Ok- 
lahoma, Arkansas and Louisiana. 

Scheffler has been a manufacturers’ representative for 
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the past ten years and is also a past president of the 


Texas Travelers Club 


In a meeting of the Board of 
Directors of the DuKane Corp., 
held recently, J. MCWILLIAMS 
STONE, JR., was elected executive 
vice-president of the firm. 

Stone, son of the founder of the 
company, J. MCWILLIAMS STONE, 
Sr., joined DuKane in 1951, and 
has served in all departments, 
including production, engineering 


J. M. Stone, Jr. 


1 
and sales 


HENRY C. LANDSIEDEL has been 
appointed to the newly-created post 
of group vice-president of Reming- 
ton Rand in charge of all operating 
divisions except Univac computers. 
He will direct all activities of the 
company’s office machines, systems, 
portable typewriter and electric 


Shaoew Camiiledel shaver divisions. 


GOLDEN BLOUNT, former regional 
sales representative for the north- 
central states, has been appointed 
new national sales manager for 
Apsco Products Inc., according to 
an announcement by A. OD. 
FARRELL, vice-president in charge 
of sales. The new national sales 
manager will be directly responsible 


Golden Blount y 
to Farrell. 


The Eagle Pencil Co. has announced the election of 
KENNETH BARNHART as a director and as vice-president 
and general manager-operations. In this capacity he will 
be in charge of the company’s Danbury operations in- 
cluding marketing, manufacturing, production planning. 
accounting, purchasing and customer service. 


/ 


Kenneth Barnhart Marshall Young 

MARSHALL B. YOUNG was elected vice-president, 
manufacturing. As such, he will be responsible for gen- 
eral manufacturing activities and coordinate and direct 
the engineering, industrial engineering, research and 
quality and process development functions here and 
abroad and for all affiliated companies. 
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OR ER I SAR NC Y 


SMEAD'S... 
TWO-PLI -TOP 
FOLDER SAVES 

SPACE and COST 


SMEAD'S... 
FLEX-I-VISION 
HANGING FOLDER 
with the 
“TAB THAT TOPS” 
them all 


SMEAD'S... 
CELL-U-WELD 
FOLLOW-UP 
FOLDER 
with 
Sliding Signal 
Channel 


SEE them at your 
Stationers 





ror me BEST IN FILING LOOK TO Sy 


SMEAD MANUFACTURING COMPANY ’ 


WASTINGS, MINNESOTA + CHICAGO + LOGAN, OHIO + LOS ANGELES 


DEALERS NOTE: The above ad is being brought t 
the attention of your customers in consumer media. 





NSOEA Regionals 


continued fr 


tary-treasurer. Lieutenant governors elected were: PAUL 
STEINHARDT, Steinhardt & Hanson, Madison, Ind.; 
EMiIL RAQueE, O'Connor & Raque, Louisville, Ky.; ED 
ERIKSEN, Eriksen’s, Inc., Toledo, Ohio; JoseEPH How- 
ARD, Business Supply Co., Benton Harbor, Mich., and 
Forest THOMPSON, Thompson's of Morgantown, Inc., 
Morgantown, W. Va. 

Except for announcements the only thing on the pro- 
gram at the annual meeting of the Fifth District Travel- 


FirtH District Travelers Club Officers—Harry Howard 
Minnesota Mining & Mfg. Co., president; Ed Northam, Cen 
tral Ohio Paper Co., retiring president; Willard Vranek, Ester 
brook Pen Co., secretary; Pat Patterson, mfrs. rep 
dent 


yrrespon 


ers Club was the election of officers. Epwin J. Nor 
THAM, Central Ohio Paper Co., was succeeded as presi 
dent by Harry A. Howarp, Minnesota Mining & Mfg 
Co. 

Other officers elected were: F. R. Loseco, Quality 
Park Envelope Co., vice-president; WILLARD M 
VRANEK, Esterbrook Pen Co., secretary; PAT PATTER- 
SON, mfrs. rep., publicity chairman, and CLARENCE B 
CLARKE, The S. Barker’s Sons Co., Cleveland, Ohio, 
treasurer. 

At the banquet governor-elect Marsh announced that 
the 1962 meeting of the district would be held at 
French Lick, Ind., April 26, 27 & 28 


District 6 Winds Up in Springfield 


The last meeting of District 6 NSOEA, which in 
cluded Illinois and Southern Wisconsin, was held in 
Springfield June 2 and 3 under the leadership of the 
tireless Governor QUINTUS FREDRICKSON, proprietor of 
Fredrickson’s, Aurora, Ill. 

The program included the panel discussion monitored 
by WILLIAM FLETCHER and CLARENCE CLEMEN, Cov- 
ering sales training and development and Automation 
Opportunities. NORMAN HANSON, National Blank 
Book Co.; RALPH BurGEss of Burgess, Anderson & 
Tate, and BoB BoDLeE, Minnesota Minning & Mfg. Co., 
rounded out the panel. 

There were two workshops, the one on ‘How to Get 
New Business” conducted by Homer Lay of NSOEA 
and the other on “Managing Inventory Dollars,’ con- 
ducted by Mike SANyouR of Harbridge House 

In addition to the headquarters troupe which also in- 
cluded HOMER SMITH, Governor Fredrickson arranged 
for JACK HEINTZ, publisher of Illinois State Journal 
& Register, who spoke on the subject, “How To Sell 


90 


Yourself.’" As a banquet speaker he presented JACK 
CouLs of the Voicewriter Division of McGraw-Edison 
Corp., who recently moved from Detroit to headquarter 
in Chicago. His topic was ‘The Result of Buddhism on 
an American.’ While in the Orient, he had the unusual 
experience of living with and studying under Buddhist 
monks in their monastery. This was an interesting story. 

With the enlarged Sixth district now including the 
former Seventh and Eighth Districts, the 1962 meeting 
of the three combined areas is set for Minneapolis. 
Git Busack of Tri-County Office Supply, West Bend, 
Wis., is lieutenant governor for the former Sixth area. 


Lucky 7 Meets in Des Moines 


The 36th and final annual convention of NSOEA 
Lucky 7’ District was held in Des Moines, Iowa, 
May 24-26. Next year, the group will join Districts 6 
and 8 in the new Mid-west region, District 6. 

The meeting was held on a high note of optimism. 
J. Howarp Patrick, NSOEA president, opened the 
session with a review of the trends that point to an era 
of expanding business potential for office equipment 
and supply dealers. General Manager of NSOEA 
CHARLES MORTENSEN introduced the new Association 
public relations manual for dealers and a proposed flip- 
over chart for use in sales presentations and sales 


training. 


CONDUCTING THE PANEL DISCUSSION on selling prac- 
tices, moderated by William Fletcher (left), NSOEA vice- 
president, are Robert S. Jerue (center), McLain Hedman & 
Schuldt Co. and Leon H. Black, W. A. Sheaffer Pen Co 





L. C. GOODHAND, Oxford, Filing Supply Co.; T. Wayne 
Davis, Latta’s, Inc., Waterloo, Iowa, and T. Suydam III, Bur 
roughs Corp., comprise the panel on business automation in 
Des Moines. The discussion was 1n0derated by C. W. Clemen 
NSOEA vice-president 


An exhibit of antique office equipment and supply 
items, featuring an amazing collection of old pencils 
was a highlight of the convention. The collection has 
been accumulated for many years by Epp B. Dawson, 
Koch Brothers, Des Moines 

Det DEMING, Minneapolis, is the governor of the 
new District 6. His fellow officers are Lieutenant Gover- 
nors T. WAYNE Davis, Waterloo, Iowa; G. H. BusACK, 
West Bend, Wis., and W. C. Buckner, Springfield, 
Mo. STAN TAYLOR, Fargo, N.D., is the secretary and 
W. W. PERSHING of Des Moines, the treasurer. 

At an election meeting of the Northwest Travelers 
Club, BERK ERTL, Venus Pen & Pencil Corp., was made 


OA—7 /61 





president; G. J. Hyink, F. S. Webster Co., first vice- 
president, EARL COLLINS, Rockwell-Barnes Co., secre- 
tary-treasurer; CHARLES CorDRAY, Charles Cordray & 
Associates, corresponding secretary; MEL SOWELL, 
Quality Park Envelopes, official greeter, and Rev. C. H. 
Berry, chaplain 


‘Old 8th’ Closes Books 


The historical last meeting of the ‘Old’ 8th District 
was marked by one of the lowest attendances of its 
history. Noted for registrations close to 300, this old 
Kansas City-centered group turned out in the relatively 
small number of 133 for the May 4-5 convention at 
the Elms Hotel in Excelsior Springs, Mo. Of this 
total registration, only 51 were attributable to the 
dealer side of the ledger. The rest were members of 
the Midwest Travelers Club. 

The spirit of those who did attend, however, was 

gh and contributed largely to the general success of 
the meeting which had its national, local and enter- 


tainment asper ts 


THE LAST GOVERNOR of the ‘Old’ 8th District, R. R 
Bricker of Bricker’s, Inc.. Norfolk, Neb., (left) and W. C 
Buckner of Springfield Office Supply, Inc., Springfield, Mo., 
incoming lieutenant governor who will represent the old 
area in NSOEA’s new 6th District, discussing their poten- 


} 


role in a re-aligned industry 


Det DEMING of Farnham Stationery and School 


Supply Co. of Minneapolis was announced to be the 


new governor of the nine-state area now known as 
District 6, encompassing all of the Old 8th except Okla- 
homa which goes to District 7. To represent the remain- 
ing three states of the Old 8th (Missouri, Kansas and 
Nebraska), Deming appointed as one of his three 
licutenant governors WILLIAM C, BUCKNER of Spring- 
field Office Supply, Inc., Springfield, Mo. Buckner's 
first official duty was to carry a resoultion to Deming 
requesting a central location for District 6's 1962 
mecting 

The Midwest Travelers Club, which will maintain its 
old territorial entity, elected J. HERBERT JOHNSON, 
representative with Wilson Jones Co. in Kansas City, 
its new president. FLoyD E. MARSHALL was named 
first vice-president and ROBERT C. MAYNARD, manu- 
facturers’ representative from Prairie Village, Kan., 
was elected second vice-president. GLEN EvANs re- 
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“functioncy’ 


Although you won't find this 
word in the dictionary . . . 

you will find it in Bentson steel 
office furniture. “Functioncy” — a 
combination of function and effici- 
ency...is the best description of 
the complete Bentson line. This 
provides custom designed units for 


any specific office requirement. 


Nearly 50 years of “know-how”’ is 
reflected in every feature. Bentson 
performs a function...a duty...a 
service for any office need... 
including the color decor. Bentson 
quality steel office furniture is a 
wise investment. 


~ BENnTSON 
STEEL OFFICE FURNITURE 


Our catalog is your first step to 
greater office ‘‘functioncy."’ 


Write for yours today. 
BENTSON MFG. CO. 


650 Highland Ave. 
TWinoaks 7-9237 


Aurora, Ill. 


’ 





mains secretary-treasurer. Replacing AL PERRY, Fed- 
eral Stationery, Tulsa, as director at large is DAN Mac 
DouGALL of Stationers Loose Leaf Co., Kansas City, 
Mo. 


scene of several regional meetings, all of them delight- 
ful occasions. The district includes Wyoming, Colorado 
and Utah, which become part of the new District 9, 
and New Mexico which is being added to old District 


Izzy VopA, who moves on to a national post in the 
Travelers Division, was replaced by CLINT COOPER, 
representative from Kansas City, Mo., as the Midwest 
Travelers secretary of the publicity committee. In other 
action, The Midwest Travelers elected as honorary 
members; BILL BOHART, Eberhard-Faber; FRep Pit? 
and HEINIE SENGBUSCH. 


Salt Lake City Hosts District 10 


The last meeting of the old District 10 NSOEA was 
held May 12 and 13 at Hotel Utah, Salt Lake City, the 


ARRIVING AT “FINNLANDIA’ Homer Lay, NSOEA; 
Kenneth Brown, Corrick’s, Inc., Santa Rosa, Calif., past gov- 
ernor District 12; Chuck Mortensen, NSOEA, face partially 
hidden by Mrs. Brown; Mrs. Forgey; Paul Forgey, governor of 
new District 9; Mrs. Patrick; Howard Patrick, president 
NSOEA. Note sign ‘“NSOEA Special” on somewhat outdated 
auto which conveyed the group from hotel to delightful eat- 
ng place in the hills known as Finnlandia, where visitors were 
ntertained at dinner by Utah Stationers Association. 


DEALER-MANUFACTURER-TRAVELER PANEL at 
Salt Lake City. Eldon Cloud, Albuquerque Stationery Co.; Dean 
Despie, E. P. Wilmer Co.; Jim Ellertson, mfrs. rep.; Willian 
Fletcher, The Carter's Ink Co.; Joe Davis, Lit-Ning Products 
Co.; C. W. Clemen, G. J. Aigner Co.; Harold Richardson 
Richardson Office Supply Co., Grand Junction, Col: 


14, to be known as No. 10. Salt Lake City dealers co- 
operated liberally with one of their own number, Gov- 
ERNOR VERNE PECK, Allsteel Office Supply Co., to 
make the meeting one to be long remembered. 

PAUL ForGey, Bowman-Forgey Stationery Company, 











“WE WANT TO SELL 
SNAP-APARTS AND 
CONTINUOUS FORMS — 
WHO SHOULD WE CONTACT?” 








= INTERNATIONAL BUSINESS FORMS =4 


IS YOUR BEST BET-- 


QUALITY PRINTING and perfect collation thanks to the most modern 
high speed ROTARY EQUIPMENT. 


COMPETITIVE PRICES, assuring you of your share of this profitable 


business 


GENEROUS DEALER DISCOUNTS make the selling of International's 
one-time carbon forms a worthwhile addition to your sales. 


PROMPT SHIPMENT—AS PROMISED. We have long prided ourselves 
on meeting delivery schedules. You can depend on our delivery promises. 


EASY-TO-USE LIST—FAST QUOTES. Our price list is designed to 


W make it easy to figure your own prices or, if you prefer, our Quotation 
Department will handle your price requests within 24 hours. 


and 
here’s 


NO DIRECT SELLING. We sell only through our dealers, never direct. 
You are protected! 


WRITE TODAY TO NEW DEALER DEPT. 4 FOR 


REMEMBER 
We sell through 
DEALERS only and we 
want to do business with YOU 


COMPLETE INFORMATION a leme)-iic? wale), Mie) mee) 8). 3) 3 


>| INTERNATIONAL BUSINESS FORMS r 


DCO ae pee 


1600 E. 26TH ST. LITTLE ROCK, ARK 
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Santa Cruz, Calif.. Governor of the new District 9, 
presided over the business session which terminated the 
program. The appointment of Richard S. Pechman, 
Denver Stationery Co., as lieutenant governor for the 
western section of the District, was announced. 

It was the consensus of the dealers present that the 
only district meeting for 1962 be the one to be held 


ROCKY MOUNTAIN TRAVELERS CLUB NEW OFFICERS 

O. A. Gregory, mfrs. rep., sergeant-at-arms; Dick Young- 
strom, mfrs. rep., first vice-president; Gary McKinney, Carpen- 
ter Paper Co., treasurer; Jim Ellertson, mfrs. rep., president; 
Dean Wimer, Boorum & Pease Co., second vice-president 


in February in connection with the merchandise exhibit 
scheduled by NSOEA for San Francisco. Several loca- 
tions were suggested for the 1963 gathering, decision 
to be reached later 

The annual meeting of the Rocky Mountain Travel- 
ers was held Saturday noon, May 13, at Hotel Utah, 
Salt Lake City. In addition to various routine matters, 
a new constitution was adopted to meet the changes in 
district boundaries. Hereafter, instead of meeting during 


A CHARLES R. BARRY FOURSOME ... Frank Lipp, for 
many years an Esterbrook salesman, and still selling Esterbrook 
products, traveling out of Denver; Arthur Carlson; Leland 
Adams; Jim Eckert, who also travels in the Rocky Mountain 
States 


a regional convention, the annual business meeting will 
be held in Denver in December. 

The meeting was called together by Jim ELLERTSON, 
manufacturers’ representative and acting president, who 
became president in fact. Other officers elected included 
Dick YOUNGSTROM, manufacturers’ representative, first 
vice-president; DEAN WIMER, Borrum & Pease Com- 
pany, second vice-president; GARY McKINNEy, Carpen 
ter Paper Co., treasurer; and O. A. GREGORY, manufac 
turers’ representative, sergeant-at-arms. 


District 11 Meets in Gearhart 


District 11 returned to Gearhart, Ore., for the third 
time in holding its convention May 18-20. 

This year's attendance was in excess of 200, includ- 
ing, as in the past, a group from Canada. 

Convention activities opened with the annual mect- 





DURABLE and SMART 


furniture 





A GOOD 
NUMBERING 
MACHINE 
AT *16.50 LIST 


... A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 
quad. Chrome plicated. 
List (incl. excise tax) $16.50 
less our regular discount. 


SOLD ONLY THROUGH DEALERS 
LOUIS MELIND CO. 


FOUNDED 1893 TELEPHONE GR 7-4200 
3524 NORTH CLARK STREET, CHICAGO 13 





’ 


ing of the Oregon Trail Travelers and concluded with 


/ the annual banquet on Saturday evening. Between these 





two events the 1961 convention format included three 


GET MORE FOR yh MONEY 
hh idea-packed business sessions featuring workshop clinic 
With the SKYLINER | SERIES sessions conducted by members of the NSOEA troupe 


‘ 
1 
Each model is a lot of desk atalowlow price! } and industry leaders; three potlatches hosted by the 


_—_—— she & yet. . 7 + 
6 icantly tn Ob OTT, a get-acquainted buffet supper, two luncheons, a 


diecins dese Beachcombers’ party on the Gearmart beach, a golf 
® Durable, non-glare, 

mar-resistant Arm- 

strong Linoleum top 
® Adjustable glides for 

perfect leveling 
@ Multiple coats baked 

enamel finish 
@ Available with G.E. 

textolite top 
@ Brushed chrome 

handles and trim Model K-15 
@ Lock, standard equip t 30” x 60” 


s age tae in file drawer, os Model K-1 about 
Eo Se lee” 00 

©. ie He fou sag ’ $ 38 

Meets competition like a Champion—Quality - 
at a hudget price insures greater turnover ! RETIRING DISTRICT Governor Larry Moore (left) con 


rratulates his successor, William R. Sutton. (Photo courtesy 


WRITE, WIRE OR PHONE p 
TODAY FOR CATALOGS 
AND PRICES. tournament, a special program for the ladies and the 


Be sure to inquire about special traditional OTT skit. 
carload and quantity discounts WILLIAM R. SuTTON, Rosser & Sutton, Yakima, 
NEWSPAPER MATS ARE Wash., formerly first lieutenant governor, was elected 
AVAILABLE, TOO! district governor for the ensuing year at the concluding 


business session on Saturday morning, May 20. He suc- 
ORNA-METAL INC. — ' 


a i fo cng pedir ceeds LARRY Moore of Salem, Ore 
le x - ¢. . " . > 
’ Z . Fanpers sets . PETER ELSENBACH, Peter's Office Supply, Portland, 











icihc Stationer ) 


Model K-1 











Star Forms 


better business forms because of... 


Star Forms are sold only through authorized dealers. 
In no instance will Star sell direct to the consumer. 


Star Forms ar a with quality papers. Work- 
manship by craftsmen with years of forms experience. 


10 to 14 day shipment on standard forms, 7 days 
more on custom forms, This is a Star Forms Policy. 


SNSTAR+FORMS 


I 5  °}&—a 





EXCLUSIVE MFGS. OF REGISTER FORMS 
WRITE TODAY FOR OUR SO PAGE CATALOG 


a a 
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was advanced to first lieutenant governor and Ray Mc- 

DoNNELL, Gra-Mac Office Supplies, Seattle, was elected 

new second lieutenant governor. Once again HARPER ; } Distinctive sty|- 
JAMISON, Harper Jamison, Inc., McMinneville, Ore., was ing and quality? 
elected treasurer 

Make it a habit 
to show Stanley. 


t sells. 


so! & 


MANUFACTURING COMPARY 
1218 WH. MAIN, FORT WORTH, TEXAS 





Office Appliances 
delivered to your 
office or home 
SKIT PARTICIPANTS: Harry Tenneson, Art Tormey and every month 


Joe Dwyer exchange jokes as salesmen are wont to do. (Photo 
courtesy Pacific Stationer ) 


The District 11 fun highlight was the annual skit ies ota 
of the Oregon Trail Travelers. . y d 
Written as per tradition by CHET WILLIAMs, Yaw- ae 

‘ mpi Phage in this 
man & Erbe Mfg. Co., this year’s skit revealed what goes Lens 
on behind the scenes in price fixing as three members 
of the OTT prepare to bid on an order for 10,000 gross 
colored crayons for a rack merchandiser in Outer Space. 





Fatigue drops, work output rises 


when you sell your customers on 


SENG ACTION CONTROLS 


Don’t just sell chairs — sell day-long comfort that increases 


the alertness and efficiency of office workers. 





The Seng-Equipt secretarial posture chair conforms flex- 
ibly to the needs of the user; provides firm, restful support. 
The seat is adjustable for height; the back, both for height 


and reach. Lifetime Nylon bearings assure easy, silent motion. 


Your manufacturers can provide you with a complete 
line of swivel and posture chairs, and typewriter desks 
equipped with soundly engineered Seng fixtures. They'll 


build repeat business for you through customer satisfaction. 


THE 
Seng 
style “‘P”’ 
Posture 
Chair 
Control 
C Oo a PA N CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicage 22 
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sa Carter’s Ink Co. Also Maker 
Of Supplies for Automation 

Some months ago, OFFICE APPLIANCES published a 

— list of companies making equipment and supplies es- 


. sential to new data processing systems and related auto- 
$pells the profit$ | mated operations. 
In this is a bit of irony. WILLIAM FLETCHER, sales 


you make with manager of The Carter's Ink Co., and vice-president 
of NSOEA, and CLARENCE W. CLEMEN, G. J. Aigner 


VS | oa? | Co., vice-president of the Field Division, have been 
y beh - G. | elaborating accross the country at 13 regional meetings 
| on the possibilities of such supplies as a market for 
first and foremost in its field | enterprising dealers. 
with 3 fast selling series to Tab room and data processing supplies manufactured 
solve every filing problem! | by The Carter's Ink Co. include repro pens, electric 
| carbons, spirit carbons, master units, photocopy carbons, 
carbon film ribbons, tab ribbons, high speed printing 
ribbons, spirit fluid, type cleaner, hand cleaner, felt tip 
markers, stamp pads, stamp pad ink, daters, numberers, 
key punch ribbons. 


Bill Tonkin Takes Glendale Location 


William Tonkin & Associates, firm of manufactur- 

ers’ representatives now is located at 311 Lawson 

Place, Glendale 2, Calif., Britt TONKIN’s home and of- 

fice. HOWARD LESTER, Tonkin’s associate in northern 

California, is in charge of the San Francisco office, re- 

SERIES SERIES SERIES (short depth- taining its location at 420 Market St., San Francisco 11, 
(Door Series) (Open Type Series) economy series) | Calif. 


Where maximum Offers maximum Maximum filing 
record protection filing space, maxi- economy in letter 


ts ee mum space saving. ~~ size with 
the factor, the, FOR BEAUTY - FOR WEAR 


All Units Available in Letter or Legal Sizes 
— 30” to 36” Widths — 7 to 10 Openings 





Exclusive VS features include: 


FINGER TIP COMPRESSORS 
é © Positive locking 
© Free movement 


© Fully adjustable 


Lightweight patented Drop Doors 
Face mounted Reference Shelves 


P' National Advertising that 
tells the VS Story to millions 
of your customers in 


Write for new big four-color Standard or Custom Designed 


catalog and full details. , ¢ L E A R F L eo o Rg oA A T y 


A few good territories OPEN for Distributors and Dealers. 


VISI-SHELF a | INC. | write for information 
| ASSOCIATED PLASTICS COMPANY 
| 1316 Millmore Street ©@ P.O. Box 835 © Grand Prairie, Texas 


105 Chambers Street e New York 7,N.¥Y 
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Guest Book 


Davip MATTHEWS, D. Matthews & Son, Ltd., Liver- 
pool, England, put sparkle into the morning of May 22 
when he called at our Chicago headquarters and signed 
the Guest Book. As chief executive of one of the largest 
office furniture dealerships in England, Mr. Matthews 
made some interesting and informational comments 
about general conditions in England, the office furniture 
industry in his country, and his favorable reactions to 
the industry and the people in the United States. 

On a combined business and vacation trip, Mr. & 
Mrs. Matthews left England by air on May 12. Follow- 
ing a week in New York City, the couple went by train 
to Washington, D.C., for a two-day visit before flying 
to Chicago. On the weekend of May 20 and 21 they 
visited friends in Chicago Heights. The next step of 
their journey was by train to Livingston, Mont., where 
they were to pick up a rental car so that they could 
drive through Yellowstone National Park, Salt Lake 
City, Bryce Canyon, Grand Canyon, Las Vegas and 
Yosemite. The last scheduled point of visitation before 
flying back home to England was San Francisco. In 
about a month’s time the Matthews will have visited 
more places in the United States than many a native 
American. 


Houston Firm Occupies New Building 


The Mass Photoprint Co. has moved from the Palm 
Center to a new building recently completed for it in 
Houston, Tex. at 6730 Long Dr. 








ITS NEW! SCHWAB’'S 
Combination Super Market Unit . . 


Top unit carries a U.L. 
Class C Label for FIRE 
PROTECTION, plus a T- 
20 and re-locking device 
label that will reduce bur- 
glary insurance 20 percent 
plus 10 percent. Four man- 
agers compartments, con- 
trolled by keys, plus up to 
14 separate compartments 
for cash register trays. 
Avoids bagging change at 
night and counting change 
every day for each register. 
Combination and key lock. 
Bottom unit is a_ large 
mercantile E rated money 
chest, which allows the 
lowest insurance rate, has 
inner compartment with 
drop slot and coin slot, 
and is controlled by two 
keys for bonded pick up 
service. There is a size 
available for any applica- 
tion. 


For complete information and prices, also other certified 
fireproof insulated office equipment, write or contact 


SAFE CO., Inc. 


Lafayette, Indiana 


To get to the POINT... 


There's 


a STRING 
attached ! 


PULL THE STRING 
AND YOU ‘POINT’ THESE ERASERS! 


Your customers will appreciate these efficient, pencil-size 
eraser sticks, protectively encased in spiral-wound paper. 
Pull the small, wrapped-in string; it unwinds the paper 
and exposes the eraser tip. 

These Weldon Roberts Erasers pick-out even small details, 
letters, figures —- and remove entire lines 
of typing or writing. They erase cleanly, 
minimize the need of re-doing an entire 

sheet; save stationery, workers’ time 
and tempers. 


These all-quality rubber sticks are spe- 
cially formulated to erase: 


PENCIL © INK @ INDIA INK 
BALL POINT 
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TYPEWRITING 
BUSINESS MACHINE WRITING 


Read carefully these descrip- 
tions of the various quality- 
rubber textures. 

The string attached to these 
erasers pulls for YOU... . 
brings customers back again 
and again for more of these 
popular numbers. 


SEND US YOUR ORDER TODAY! 


NO. 448 GREEN GLOW 
(Soft green rubber), 
Erases pencil. Also re- 
moves surface carbon 
from carbon ribbon im- 
pressions 


re} 


zy 


and 


NO. 378 GRAYPOINT 
(Business-like gray rub- 
ber), removes the final 
image. Erases ink, type- 
writing and business ma- 
chine writing too. 
NO. 138 BALL POINT 
; - | (New formula green rub- 
GREEN GLOW ef ber). Particularly devel- 
. oped to erase ball point 
ink and lead. 
NO. 258 INDIA INK 
(Not illustrated. Fine 
No. 378 GRAYPOINT green rubber). For eras- 
‘ ing India Ink and work 
from opaque pencils 2H 


No. 138 BALL POINT and harder. 


WELDON ROBERTS 
RUBBER CO. 


365 Sixth Avenue 
Newark 7, N. J. 


World's Foremost 
Eraser Spe cialists 





That's Right! You are a Very 
Important Person if you are a 
dealer. We do not sell direct... 
only thru dealers. As manufac- 
turers of Steel Shelving, Shop and 
Material Handling Equipment we 
prefer direct contact with you, 
the dealer. If you insist on sensible 
prices, top service and precision 
quality, we can meet all your 
requirements . . . quickly! Write 
for our free 1961 catalog. 


prem 


E DS. Af, ‘st pa DESIGN 


3817 S. Racine Ave. Chicago 9, Ill. 





TYPIST CHAIR BY 


RITEFORM 


Here's everything you've wanted a typist chair z 
sensationally low price Four adjustments 

complete comfort and = efficiency 

convenient controls 

that are easy to 

adjust, quality con 

truction through 

out and smart 


modern styling 


* Spring back allows change 
of position without adjusting 
controls 
4-way adjustable back 
moves up and dowr 
forward and back 
Seat moves up and 
down, backrest is 
self conforming 

ball bearing 
wheels 
Formed steel 
base 24 overa 


full lenat 


Positive seat 
height screw 
adjustment 

One piece meta 
seat 17°° x 14% 


RITEFORM CHAIR CO., QUINCY, ILL. 


SHOWROOMS — New York: 432 Park Ave., South. Chicago: 
1116 South Michigan Ave. Los Angeles: 4627 
Arriba Dr., (Tarzana) 

WAREHOUSES — Quincy and Los Angeles 


MODEL 100 A 


NEW LOW COST, ADJUSTABLE 





98 


Deaths 


E. j. Duquette, 


a veteran in the office equipment business, died April 


3 after a brief illness, his son, Edward L. Duquette, ad- 
vises OFFICE APPLIANCES from Point Pleasant, N.]. 
His age was 74 years. 

His first employment was with Smith-Premier and 
later he went to the Underwood branch office in Provi- 
dence, R.I. and L. C. Smith in the same city. In 1916 
he was sent to Atlanta as service manager. On his re- 
turn he joined the Maurice C. Smith Co. in Providence 
and was sales manager when he left to join Wood- 
stock in 1927, serving as district manager of New Eng- 
land and Boston branch manager until 1942. In 1945 
he found a sales counselling and management group 
for several manufacturers in and near Rhode Island and 
through his sales organization introduced several new 
products to the automotive industry. 

Within a short time he was drawn back to the office 
equipment field and with George Fouser, Louis Mory 
and Louis Llorens started the Universal Business Ma- 
chines Co, A disastrous fire in 1950 made it impossible 
for the co-owners to go into production. 

E.J.’s last endeavor was the Benefit Shoe Foundation, 
Inc., a non-profit corporation whose objective was the 
securing of odd, left-over shoes from manufacturers 
and providing these to people who, as the result of a 
debilitating disease or accident required shoes of un- 
equal size. The Foundation obviates the expense of 
buying two pairs of shoes. It is the hope of Mr. 
Duguette’s son that someone will carry on this work. 


Roger B. Thurber, 


55, president of the George B. Graff Co. of Cambridge, 
Mass. died May 30. Thurber, who had been on a lim- 
ited work schedule since a heart attack in mid-January, 
was named president of the office supplies manufactur- 
ing company in 1953. 

According to a company announcement, manage- 
ment direction of Graff will be handled by Sherman C. 
Bedford, vice-president, under the guidance of Ralph 
C. Harper, chairman of the board of directors. 


Everett F. Patelski, 


58, died on April 21. He had been with the Bentson 
Mfg. Co. for more than 30 years. He recently served 
the central states as far south as Texas. His territory 
during the 1930's included Illinois, Indiana, Iowa, Mis- 
souri, Kentucky, Louisiana, Texas and all points in be- 
tween. In 1941, he returned to the plant and took 
charge of certain government projectrs. Following the 
war, he became purchasing agent 


Edwin L. Herbert, 


62, Reynoldsburg, Ohio, operator of the Herbert Type- 
writer Service for 34 years, died May 25 in St. Anthony 
Hospital. He was a member of the National Association 
of Office Machine Dealers and a veteran of World 
War 1 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Business hasn't been setting any new records lately 
but the slight slow-down hasn't had any effect on the 
rash of dealers expanding or renovating their stores. 
DAVE THOMPSON, down in Ft. Lauderdale, must have 
put a fire under Tucker-Johnson, a short hop up the 
road at West Palm Beach, because the firm has em- 
barked on about the same ambitious program Dave took 
on—all new fixtures, lighting and decor, plus an en- 
larged store. No other details at this writing but “my 
man’ do say that it approaches Dave's so that means 


it 1S supe r 


GeEORGE STuART, Orlando Fila., has started a new 
building next to the present showroom, corner of 
Magnolia & E. Robinson Ave. The two-story structure 
will be of concrete and steel with large showroom win- 
dows the full length of the building. The new job will 
add 27,000 square feet to the present store's 16,000 
feet, so brother that ain't no tepee. From four em- 
ployees 22 years ago to a store as large as the above 
and with 60 employees now on the payroll, plus an- 
nual sales for the past four years of over two million 
dollars, speaks mighty well of the “big man’ and shows 
that he intends to stay way out front. 


The GLEN WALLENBROCKS, owners of Wallenbrock 
Supply Co., Fort Myers, Fla., are moving ‘‘downtown’’ 
to 1529-31 Hendry St. This move will mark the first 

traffic’ store in the seven years the company has been 


in business. 


Benford Stationery, Lakeland, Fla., one of the oldest 
stationers in the area, has liquidated, After 47 
in business Mrs. NELL BootH Ho. ty, Fred Benford’s 
heir, decided to close and has leased the building to a 
clothing store. Mr. Benford died last December 


years 


After 20 years in the same location Daniel's Office 
Supply, Rome, Ga., is moving to a new site, 303 E. 
First St., just around the corner from the present store 
The new store is double the size of the old one and has 
much greater display and show window space for a more 
omplete line of furniture and supplies. The machines 
section will com for its share of expansion also. 
New phone will be 234-7101 


Moving around the corner must be catching. Askew 
Office Machine Co., formerly at 2503 Governors Drive, 
Huntsville, Aia., has moved to 309 Seminole Drive, 
S.W. My man did say the new layout has some wall 
designs and painted patterns the likes of which ain't 
never been seen in an office supply store before. Sounds 
like something we better make a run over to inspect, 


huh ? 


The Fred O. Sink Printing house, Lexington, N.C 
has just been completely redone by GERVIN WayT 
with Saganaw fixtures. Modernization seems to be the 
order of the day and the Sink folks didn’t want to be 
sunk, so they sank a nice hunk of dough with Gervin 
in order to stay out front. 


AusTIN ROBBINS, power house behind the Carolina 
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“Just a few...” 


of the best profit 
marking devices 


“~ 


by FULTON! 


e FULTON 
DATER 


NUMBERER 
«FULTON 
RUBBER TYPE 
OUTFIT 





FULTON e 
DRI-KWIK 
INK 





* FULTON 
SIGN MARKER 


We 
* FULTON DRI-KWIK STAMP PAD 


& Wwe we 


r 
y special 


ee 


* NU-TYPE FOAM RUBBER 
STAMP PAD 


FULTON MARKING EQUIPMENT CO., INC. 
82 Fulton St., Elizabeth 1, New Jersey 


“Manufacturers of Marking Devices for Over 50 Years 





4th District . .. Continued 


Office Equipment stores in Rock Mount, Greenville and 
Wilson, N.C., combined National Secretaries Week and 
40th Anniversary for a gala celebration. All stores held 
open house and served a delicious buffet supper to one 
and all. 


Even though Friday was a miserable, rainy day the 
response was tremendous. The secretaries, bless ‘em, 
especially came out in force. 


I don’t usually do a thing like this but when one of 
our traveling boys writes in as GRAY McCCHEsNeEy did 
telling me about something ‘“‘special’’ in the way of a 
place to stop, I break tradition. Gray says that the Brow- 
ard Hotel, in Fort Lauderdale, Fla. now has a new rate 
deal for ye olde Southern Travelers that is well worth 
looking into, so if I can save you pore boys a few nick- 
els it’s worth the effort. The Broward’s new rates are as 
follows: Summer now $5.00 per day for a single, air- 
conditioned room with private bath and free T.V. For 
“regular” customers they will guarantee the same rates 
during the winter months. Fort Lauderdale has always 
been noted for being higher than anywhere else so you 
boys that stop over there might do well to check on the 
Broward. 


Was in Pound & Moore Co., Charlotte, N.C., last 
week and just in time to welcome back JIMMy POUND 
from his honeymoon. Think maybe we better nominate 
that boy for an actor's award because he sho did put on 
a fine performance of nonchalance. He and Jane took 


advantage of the trip won by his parents at the Atlanta 
regional. Now “at home” at 2301 Rocky Knoll Drive, 
the happy couple welcomes friends. 


Had a rash of people running around busting things. 
ALMA HuckE, the Southern Travelers sweetheart and 
Charlie’s hard working secretary and chauffeur, took a 
tumble while in Baton Rouge and broke her left wrist. 


Buppy HorTON, manager of Horton's, Fort Pierce, 
Fla. tried to show his young daughter how to mount 
her horse bareback. If Buddy was trying to emulate one 
of our “westerns” on T.V. he ain’t asking for a retake, 
because he came out with a couple of broken ribs 


The Southern Travelers are losing one of their oldest 








Upholstered Furniture of 
Distinction For Offices, 
Hotels, Institutions 


Write For New 
Catalog 


and best-liked boys. DAVE OGDEN, representing Bates 
Mfg. Co. in the Southeast for the past 10 years, has had 
to come off the road due to his health. The doc said he 
would have to take it much easier than the traveling 
demanded so Dave will find employment in Jackson- 
ville. 


Got us another boy back that went to Texas. Jog E. 
Harris, for many years with two of the larger office 
equipment dealers in Houston, is now the Southeastern 
representative for Peerless Steel Equipment Co. and has 
moved to Birmingham, Ala., 2120 Pioneer Lane, Bluff 
Park. Joe began his career in 1924 with Zac SMITH. 
Somebody better grab him and sign him up in the 
Southern Travelers Club. 


Still another traveler has left us for greener fields. 
Bitt KEENAN, Florida representative for Bainbridge- 
Southern, has returned to his old field, administrative 
management, with the Federal Government in Washing- 
ton. Bill had 13 years there before becoming a manu- 
facturers’ agent. He came with Bainbridge in 1955 and 
has covered Alabama, Mississippi, Georgia, Florida and 
part of Tennessee as well as part of South Carolina. 


This opportunity came up suddenly so Bill didn’t 
have a chance to tell but few of his friends goodbye. 
Bill and Suzanne will live in northern Virginia. All of 
us will miss them, but when opportunity knocks we 
have to listen. 


How would you like to go out to your car some after- 
noon to go home from work and find it burning merri- 
ly?? Well suh, GEorGE Howarn, Raleigh Office Sup- 
ply, town of same name, in Nawth Ca’lina, had just that 
experience. This story has a moral so take careful heed. 
George made a mad dash back into the store for a fire 
extinguisher that was hanging on the wall. 


After losing several precious minutes trying to tear 
down the wall he finally got the device off and then 
spent several more even more precious minutes trying 
to figger out how to get it started. By the time George 
got the extinguisher going and the fire out, it took $285 
of some insurance company’s hard earned money to put 
it back in hat oe # The moral is—make a test and 


Ask Sure-Rite! Every month, one or 





more new product ideas —plus 
: - *% over 750 best-selling items in the big 
\ “_. f Sure-Rite catalog. Write today. 
a Learn what’s new for you in profits! 


American Stencil Mfg. Co. 


If it’s new, Sure-Rite has it! 
2714 WALNUT STREET © DENVER 5, COLORADO 


OA-7 /61 





see if you know any more about an extinguisher than 


George did 


Whoever is handling Mr. Ripley's stuff better take 
note because I've got a dilly. WILLIs HAYNEs, Jr., son 
of the owner of Southern Printing Co., Eustis, Fla., was 
fishing in a lake near their home recenty and caught a 
14 ounce bass. Now catching a bass of this “‘half-pint’’ 
size is no great feat but what made the event Ripley size 
was the fact that said bass was lugging along a $25 
spinning reel. Anybody want to try to top this? Didn't 
think so 


Sure been a heap of our folks traipsing off to Europe 
lately. POWELL LOGAN, Carolina Office Equipment Co., 
Hickory, N.C. just returned from the NOMDA trip 
and said he had the time of his life. The CALDWELL 
HARPERS, MATT and HERB BOWENs are still over there 
on the NSOEA tour and now I hear that PETE HINKLE 
is to make a trip to the Bonn factory in Germany. 
Boy!!! this old globe is getting smaller every day. 


Bit West, Knight Bros. Paper Co. Jacksonville, 
Fla., was taken to the hospital recently for what 1s 
feared as cancer. Sure hope the docs find out different, 
Bill, and that you are soon back at the old grind. 


ROBERT M. NEWTON, Newton School Equipment 
Co., Jacksonville, Fla., died April 18, from a cerebral 
hemorrhage. 


Death struck suddenly at Talman Office Supply, 
Asheville N.C., on May 12. Nem B. ALEXANDER suf- 
a heart attack while at work and was dead on 
Neil had been with Talman’s 


fered 
arrival at the hospital 
21 


for years 


Announce NSOEA Committee Change 


KeMP HuBer (Weber Costello Co.), chairman of 
NSOEA’s 1961 Chicago Convention, September 23-26, 
announces that Ray J. EICHENLAUB, comptroller of the 
Great Lakes Travelers Club, will serve as co-chairman 
of the reception committee. 

Eichenlaub, sales representative for Service Steel Prod- 
ucts Corp., replaces MELVIN HopcEs, who resigned as 
co-chairman earlier in May. 


Sth District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 

The 1961 Fifth District Convention is now history, 
but the knowledge that our dealers really showed up in 
good force, and the great increase in attendance attests 
to the sincere interest we place in our great industry. 
Our Governor-elect is THOR MARSH, Marsh Office Sup- 
ply Co., Ypsilanti, Mich. The youngest vice-governor we 
ever had is newly-wed Jim MorGAN, Morgan’s, Inc., of 
Huntington, W. Va. Jim is 23, and his dad, J. HANLY 
MoRGAN, is a past governor. The tentative site for the 
1962 convention is French Lick, Ind., April 26-28, 
1962. 

A warm welcome was extended to the following peo- 
ple who were attending their first regional convention: 
Mr. and Mrs. L. G. Caruis-e, Murphy Mfg. Co., 
Louisville; Mrs. IMOGENE COUILLARD, Martin's Book 
Store, Coldwater, Mich.; RAY HAMILTON, Columbus 
Blank Book Co., Columbus, Ohio; Mr. and Mrs. W. 
P. KELLY, Jr., Office Equipment Co., Louisville; Ros- 
ERT KING and ToM MCINTOsH, Rees Printing Co., 
Winchester, Ky.; J. PAUL MCCONNELL, Dennison Mfg. 
Co., Louisville; Mr. and Mrs. Bop MARSH, Marsh Of- 
fice Supply Inc., Ypsilanti, Mich.; Mrs. JIM MorGAN, 
Morgan's, Inc., Huntington, W. Va.; Mrs. Bossie 
Morris, Mock and Morris, Indianapolis, Ind.; Jack 
RAQUE, O'Connor & Raque, Louisville; Mr. and Mrs. 
ED VEENHUIS, Business Supply Co., Benton Harbor, 
Mich.; Mr. and Mrs. F. D. WELLs, Wells Office Sup- 
ply, Sidney, Ohio. 

The Fifth District Travelers Club extends a hearty 
welcome to the following travelers who became mem- 
bers of the club at the regional convention: PAUL Hot- 
DEN, manufacturers’ representative; SAM DIFIGLIO, 
Buddy Products; PAUL STOEPEL, Mutual Papers, Inc.; 
GORDON CARNEY, Acco Products; HARRY TINCH, man- 
ufacturers’ representative; KEN JUNGBLUTH, Sheaffer 
Pen Co.; RAY ForsyTHE, Parker Co.; JACK Goop- 
RICH, Joseph Dixon Crucible Co.; GEORGE LAWRENCE, 
manufacturers’ representative; AL WILKINS, Bainbridge 
Maryland Co.; JOHN LAWRENCE, manufacturers’ rep- 
resentative; DAVE ZURBRICH, General Fireproofing; 
ROBERT C. BAUER, National Blank Book Co.; W. P. 
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,, YOU CAN COUNT ON 
MAJOR METALFAB [j7m 


SEND FOR FREE DEALER CATALOG 








Everytime Somebody sells 
a Copying Machine 


You Can Profit 
Up to ‘100 


Latta's New CONTROL-O-FAX® Forms 
Are Designed For Copying Machines 
Many Dealers Average $500 a week. 


Cash in on the tremendous copying machine mar- 
ket! If you sell machines . . . or not. . . you can sell 
Latta'’s CONTROL-O-FAX® Forms. Average sale 
— $250. Almost EVERY copying machine installa- 
tion is a prospect . . . especially doctors, dentists, 
insurance offices. Each sale means automatic repeat 
business. Fully protected. 

CONTROL-O-FAX® forms are easy to demon- 
strate, easy to sell. No investment in stock. Train- 
ing, presentation, advertising materials available. 


Investigate the Big Profit 
Potential of CONTROL-O-FAX® 


LATTA'S, INC. 


Dept. OA-761, 2800 Falls Ave., Waterloo, lowa 














“Columbia chairs 
make 
good barber chairs 


1 


..but my daddy says they're 
the very best for his office” 
P.S. They’re best for dealers too! 


Full line, all styles and price ranges. 
Write for more information. 


COLUMBIA-HALLOWELL Division 


JENKINTOWN 79, PA. or 
SANTA ANA, CAL. 


WINGERT, manufacturers’ representative; JOHN WEISss, 
Allied Carbon & Ribbon Co.; J. J. HOLLAND, Sanford 


Ink Co.; GEORGIE STRAUSS, manufacturers representa- 


tive 


Summer meeting of the West Virginia Office Equip- 
ment Dealers Association was held on June 24 at the 
beautiful dairy farm of the J. HANLY MorGans’. This 
lovely spot on the Kanawha River between Charleston 
and Point Pleasant, W. Va., has been the pride of the 
Morgan clan for many generations. Your humble corre- 
spondent has guested there several times, and the hos- 


pitality is beyond description 


One of the industry's favorite people, Leo WITTGEN, 
is retiring from Smith & Butterfield, Evansville, Ind., 
after fifty-one years with the company. WALTER RINEY 
will become vice-president and HAROLD BROWN is to be 
treasurer, according to SDNEY BUTTERFIELD, president. 
Wittgen is off to a trip to Hawaii, and then plans to de- 
vote his time to golf and more golf. We all wish Leo a 
long and happy golfing career 


Michigan State University was the scene of the first 
office furniture manufacturers’ conference held on a 
college campus April 9-12, 1961. GILBERT B. Bosse, 
president of the Wood Office Furniture Institute, co- 
sponsor of the conference with the College of Business 
and the Continuing Education Service of the university, 
stated that the purpose of the conference was to “‘de- 


Every Business can ase... 


INDTANA 


“Under Counter” CASH DRAWERS 


SMALL BUSINESS—for Cash Handling and Storage. 


DEPARTMENT STORES—for Auxiliary Cash Han- 
dling, Bank Drawers, for Special Sales. 


MANUFACTURERS—in Cafeterias, Parts Sales 
Counters, for Petty Cash. 


Model V-1 (ill.) 
List $29.50 


@ No stock to carry. 
@ 24 hour shipment. 


@ Full dealer discount. 


A Quality Product 


A wonderful door-opener for follow- 
up soles of more expensive equip- 
ment. Write now... . 


IVDLANA CASH DRAWER CO. 


P.O. BOX 236E e@ SHELBYVILLE, INDIANA 


4 other models. 





velop management skills and to apply the latest tech- 
niques to practical industry problems.” 


LEROY PLUMLEY, Sheaffer Pen rep out of Indianap- 
olis, was awarded a plaque as Sheaffer's outstanding 
salesman of the year at the sales meeting at Camelback 
Inn in Phoenix, Ariz. Leroy was also given recognition 
for his 20 years of service with the firm. Nothin’ slow 
about them Hoosiers! 


The Wednesday Club, Detroit Chapter of NOFA, 
elected Don MAYHEW, Windsor Office Supply, Wind- 
sor, Ontario, Canada, president for this coming year. 
They're doing better than the state department in ce- 
menting international relations. One of our boys, GENE 
GRENON, Gregory & Leonard, Detroit, was elected sec- 
retary-treasurer at their meeting on May 10 at the Bel- 
crest Hotel in Detroit. VERN STOUGH, Lincoln Office 
Supply Co., presided at this meeting which was attended 
by fifteen Detroit area dealers. 


Norris Printing Co. is in a newly remodeled store at 
208 E. Washington St. in Frankfort, Ind. 


United Business Service, duplicating machine dealer, 
has moved to a new location in Columbus, Ohio, at 606 
South High St 


Tavenner's, Martinsburg, W. Va., was completely 
burned out in a fire last fall, and has opened a new 
store at 115 S. Queen St. in that city. 


MARVIN EssENBERG has been appointed buyer for 
The Daniels Co., Muskegon, Mich. This boy is a com- 


Thumb Tacks 


Large Variety of Sizes and Styles 


Noesting considers QUALITY 


is of First importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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A proven way 
| $ to accumulate 


$ money 











as S<noNG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey oa Treys 
Teller's Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tegs 
Steel-Strong Coin Trays & Lift Pans 


COIN eon 
Old — * Reinb tic * Dusxitoll 
Kwertet * Tebuter * Gunshell 





BILL STRAPS 
Federal * Colered * Banding 


. 
Write for intormation! 


THE C. L. DOWNEY CO. HANNIBAL, MO. 


Time Stamps Job Time Recorders 


Watchmen 
Clocks 


Payroll 
Time 
Recorders 


Cut yourself a larger slice 
of the $21 million* 
Time Recorder market 


with 


pment 


Time is big money when you sell Lathem time recording 
equipment. Precision-built with the features that make 
each the finest in its field. Pre-sold through national ad- 
vertising. And competitively priced with a full 40% 
mark-up. Send today for full details of Lathem time 
equipment that can help you gain a bigger share of the 


$21 million time recorder market. 
*Office Appliance Magazine November 1960 


LATHEM TIME RECORDER COMPANY 


64 Third Street, N.W., Atlanta, Georgia 


Gentlemen: Without obli- Name. 
gation, please send full in- 
formation about Lathem 
time recording equipment Street 
and supplies, prices and 

dealer discounts. 


Company 











; er; he has been with the firm just a year. Marv resides 
. 4 with his lovely wife, Nancy Anne, and their five chil- 

He es : dren in Muskegon. 
——S se . ROBERT T. BALL, president of Ball Office Supply 
Ti) 7 Co., Jackson, Mich., has appointed WAYNE SAPP man- 
makes the re , y (a! ager of the store. 


grade a“ JOHN ELAM is the new buyer at Yakes Office Supply 


with the Co. in Grand Rapids, Mich. 


ROGER LOVEJOY was appointed sales manager and 
school narket ROBERT A. Buss was made public relations manager at 
Electronics Business Machines, Inc., Cleveland, Ohio. 
R. EVERETT SMITH has been named sales manager of 
Independent Supply Co. of Columbus, Ohio. 
PAUL AXTER has been transferred from the Grand 
Rapids, Mich. branch of Pitney-Bowes to Cleveland 
branch manager. 
wood tickler files in ook, PAUL STOEPEL, Mutual Papers, Inc., and his family 
walnut and mahogany steel card files have moved into their new home at 4708 Belleview Rd., 
Cincinnati, 


t d es Bos KANE, rep for Invincible desk and Buddy Prod- 

J q ucts now resides at 10357 South Hale Ave., Chicago 43, 
Ill. 

m MANUFACTURING CO. Lovely BARBARA GOURLEY, Summoerville’s, Akron, 

11441 Circle Avenue E 


Ohio, will be wed on July 1 to CONRAD SIMMONS. The 
7 Forest Park, Illinois July 


couple will make their home in Oklahoma. 

PETE SLEZAK, crack salesman for United Stationers 
Supply Co. in Indiana, was recently wed to gorgeous 
ANGIE GIUSEFFI of Chicago. Congratulations! 


Bit Morey, former buyer for Bramwood Press, 


THE ULTIMATE IN QUALITY.. 


Easy to Merchandise! 


DURO 


TEMPERA 


WATER PAPER-KING 


COLORS 
“eta PUNCH 
will not bleed 


chip or crack : A top-quality punch offering out- 
: standing features that heretofore 
have been available only in far 
more expensive paper punches, 
Constructed of sturdy steel... 
beautiful nickel plate finish. Han- 
dies are cushioned with soft plas- 
tic, available in many colors. The 
Sait te Mai, helical compression spring assures 
appealing” in- positive punching action. Adjust- 
dividual pack- able paper gauge measures depth 
ages that are of reach ... receptacle holds clip- 
. deal for rack, 4 . > 
Duro colors are water resistant when dry date ate. 4%) pings, easily emptied when full. 
easy and safe to use. Will also adhere to display \ Available with six dies of assorted 
vinyl and acetate e .¥ y ; shapes and three round dies. 





@ 12 Basic Colors @ Lead free a7 GEM TICKET PUNCH... 
@ Self Service Rack — Contains om, = pressed steel, nickel-plated 


114, Gross, 11/2 dozen each color punch with knurled handles. 
Available with six assorted 
dies, three round dies. Pre- 


Write for complete information priced card attached. 


URO Art Supply Co., Inc. 
Subsidiary of Duro Decal Co., Inc. ~... : METAL PRODUCTS co. 


Chicago 26, Illinois MARENGO e ILLINOIS 
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Indianapolis, has left the firm and moved his family 
to Florida for reasons of his wife’s health. Best of luck 
from all of us, Bill 


VIRGINIA and SANDY SANDERSON, Daniels Co., Mus- 


kegon, Mich., were blessed with their first bundle of | 


joy, Jeffrey Carl, on March 28. 


ry e ; ; | 
LONNIE Woops, manager of the shipping depart- | 
ment at Summerville’s in Akron, Ohio, is busting his | 


buttons over his first grandchild, Stephen Tyrone Wal- 


lace, who came into the world on May 1. Congratula- 


tions ! 


Jim LINDEN is now representing Boorum and Pease | 


Co. in southern Ohio from Columbus south. 


RONALD Moore is covering western Kentucky, and 
Don HoFstap will call on dealers in Ohio and West 
Virginia for United Stationers Supply Co. 


LARRY HAGGARD is back to the salt mines at the 
Harry L. Morgan Co., Columbus, Ohio, after a heart 
attack. 


Harry H. Roeper, Marshall-Smith Inc., Cleveland, 
Ohio, died on March 28. He was a veteran of 50 years 
in the industry 


R. W. VAN KirK, 62, died of a heart attack on | 
April 13. He was a partner in Van Kirk-Staley-Mur- 
phy Co. in Cleveland. Our condolences to the families | 


of the deceased 





All-New Typewriter 


SLIDE-A-SHELF 


for standard and electric machines 


Genumussttememee 


* Converts any desk (wood or steel) into @ secretarial desk. 
* Does not eliminete drawer space—all drawers usable. 

* 3” casters for easy rolling—with brakes. 

* Height is edjustable—folds up for easy storage. 

Sturdy, dependable for electric machines. Top size 16” x 26”. 
Masonite rubber or Formica tops. Gray, Tan, and Mist Green 
frames. Packed single, can be mailed parcel post. Weight 11 Ibs. 


menutactured end guaranteed by 


9 Par: Pan 6 OD >i CD DD = ae OF OF 


822-824 Spruce St. © St. Levis 2, Misseuri 


Nete: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 
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EDGE 
DRAWING 


+ 


sili 


Tore tie-(caMmeleliiaa iy 


the MA 


Board Sizes List Price Board Sizes List Price 


Available thru Art Materials, Drafting Supplies and Stationery Dealers 


ROMP ANCO WOOD SPECIALTIES,INC. 


PUT YOUR WALLS TO WORK! SHOW 


C 


laridge Chalkboards 


and CORK BULLETINS 


FULL LINE OF STOCK SIZES 
These quality boards come 
in many colors and sizes. 


PROFITS FROM WALL SPACE... 
GOOD TURNOVER, tool 

A stock of chalkboards and 

corkboards consumes little 

storage space yet pays big 

profit. Your walls are your 

display area. Every customer 


Duracite Chalkboard, 3’x5’ with entering your store has need 
satin aluminum frame. Many sizes. in his office or plant for one 


Cabi 
with 


i 


LN 


7 of these units. 


AMERICA’S LEADING PRODUCER of FINE 
CHALKBOARDS for SCHOOLS & OFFICES 


Claridge is pioneer 


’ developer of major a 
net bulletin boards advances in styling, Claridge 


hinged door & lock. colors, trim, no-glare 

= surfaces. Tremendous 
production for schools ; 

assures you know-how, 


and volume economies. 


for CATALOG 
= = ‘or ‘ 
Series 46 DETAILS, DISCOUNTS 


Reversible ° 


SS Chalkboard. Claridge Products and Equipment, inc. 


Top quality. HARRISON, ARKANSAS 





= 6th District Notes 


CHRISTOPHER MALONE, correspondent 


Variety ig the gpice ot cglee / 205 W. Wacker Drive, Chicago 6, Ill. 
LOOSE LEAF The NSOEA Sales Seminar which will be held July 

15 at the Illinois Athletic Club holds the spotlight in 

COVERS this area. All the G.L.T.C. members and a majority of 

the stationers are enthusiastically supporting this one- 

Se to $1.50 Retail day training session. Without exception, the seminars 

previously conducted in various cities have provided a 


wealth of knowledge that has been of great value to the 
salesmen of our industry 


A. M. “BENNIE” ALLEN of Venus Pencil Co. and 
KEN REISTER of the 3M Co. have just returned from 
vacationing in Florida, each sporting a magnificent coat 


of tan 


The Maynard Westring invitational golf tournament, 
to be held at Forest Hills Country Club, Rockford, July 


Amfile Built-in | 6, as always will be one of the highlight events for our 


“2 Fastene 
a golfing enthusiasts. 


Variety means happier, more profitable customers . . . and Amfile 
has the hottest seasoning to increase customer demand! 165 styles, CLARENCE E. BALLIETT. well known manufacturers’ 
materials and colors plus new covers and new colors to help excite 
buying action. Order a stock of Amfile Loose Leaf Covers today 
and attractive counter display, too! Most items available in boxed takes with him the good wishes of his host of friends. 
assorted colors. 
Extra Dealer Profits From Amberg WALTER DONAHOE of the Cless O. Burras Stationery, 
All Amfile filing supplies, covers and paper specialties listed | Oak Park, is at home suffering from a kidney ailment. 


in our new catalog can be combined on one order to earn 
Combined Order Discounts. 


representative, has retired and moved to Florida. He 


JOHN SULLIVAN, Wilson-Jones & Co. is at home 
AMBERG FILE & INDEX CO recuperating from an automobile accident. 


KANKAKEE, ILLINOIS a ve , : 
RUSSELL K. EVERSOLE of the American Crayon Co. 








> Lifetime Steel 


eles aqablel= 
Roll File 


a 


, 





AND PURCHASING AGENTS I aa low-cost— 
CHEER GUMPTION ... ; ; j 
because nothing compares ‘ , Space-Saving ie 


with Gumption’s superaction 


cleansing power when it pose wine Oh . . 

comes to removing hecto- file & find SAG 
graph and ditto ink stains — 

- carbon and crayon marks — Sa 

' From Linoleum and Plastic nding desk ona Rolled 
Desk Tops. tc., st 


Re tag 


rawings, maps, plans, blueprints, 
— : tt wie ane av a Sialtulss & File 
DEALERS CHEER GUMPTION... D7 oatay System. All steel-encased 15-5 Squar 
because only Gumption sells and sells and Se ert F mplete with steel-rimmed tubes; 32 
resells right off the counter . . . and only Gump- sizes—4 ID's, 8 lengths: 18", 24", 30", 
tion brings man-sized profits that make it smart 36", 42, 40, 4, G0’. Files bolt togeth 
business to carry and display and feature Gump- TAGRING Pay FOtyrete Petre 
tion Desk Top Cleaner. Available in 12 and 36 dais 
oz. cans H vy Write Wire Phone RIGHT NOW for literature 
' on STAKTUBE and complete Stacor catalog 


IRVAL ASSOCIATES [14 STACOR courmens o 


Division of Gumption Products Corp. Warehouse Stocks In: Boston, Chicago, Detroit, Hartford, Indianapolis, Los 
56 Reade Street © New York 7, New York @ BArclay 7-8482 Sein. 1B. ban Peninns, Boone, Wed. Be 
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is a patient at Oak Park Hospital. 


Another highlight event for golfers is the GLTC 
tournament on August 3 at Cog Hill. Chairman BILL 
SILBERSTORF states that the advance response is very 
gratifying 


Eureka Specialty Printing Co. is conducting a conven- 
tion for their entire sales staff at the Scranton headquar- 
ters. Among those present of course will be your cor- 


responde nt 


Typewriter Wins Design Award 


Smith-Corona Marchant has won Product Engineer- 
ing magazine’s master design award for its new com- 
pact electric office typewriter. 

The company was honored for achievement in prod- 
uct design and as an outstanding example of engineer- 
ing resources being integrated with those of design, 
manufacturing and marketing. The award was made in 
connection with the Design Engineering Show held in 
Detroit 


This first compact electric has fully-electrified fea- 
tures, including automatic carriage return. A change in 
the basic shape of the keyboard, with keys arranged in 
upward curves at either side to fit the shorter fourth 
and fifth fingers, plus the convenient placement of all 
control buttons, were cited by the panel of judges. 








NETS 


BUILT 

RIGHT! 
PRICED 

RIGHT! 


Storage 
Cabinet or 
Wardrobe 


Heavy gauge 
steel, baked-on 
office-grey 
enamel finish. 
Chrome handles 
with lock. Stor- 
age cabinet 
equipped with 
4 adjustable 
shelves. Ward- 
robe has shelf 
and hanging 
rod. 

Shipped K.D. 


One per carton. 
No. 2418 S 


CUBA 
MANUFACTURING CO. 
CUBA, MISSOURI 





7 


you build a solid busi ‘tasiness 


wi? KEENER 


Pa Every type, size, width 
and color for any need. 


FLAT STYLE OR ROUND 
SOLD IN BULK 
OR BOXED ————> 


KENNETH B. MILLER, Pres. 


EES MER nvccee, onl! 


“The Name Indicates the Quality” . 
722 COMMERCE ROAD * ALLIANCE, OHIO @ 
PHONE TAlbot 1-1880 

















A TIMEly suggestion 


wherever business is concerned! 


STARK 


CALENDARS 


Also available 
with Half Hour 
Time 
demarkation 


re Easy To Read 
STARK... ° aan o Use 


A quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on a high 
grade, white — I6# paper. Stands available in brown and 
grey. DAILY FIGURES ON SMALL MONTHLY PAD 
PRINTED IN REVERSE FOR QUICK REFERENCE. 

Slot punched for neater appearance after removal of page. 
No more perforation. 


write or phone for complete details 





CALEN DARS,INC. 


100.112 O1SSHL STREET JOLIET, MLUINONS 
TELEPHONE JOLIET SA 3 0654 AND SA 3 0855 

















The Fastest Change in the West Sth District Notes 


(North, South, and East, too!) TOM GULLEDGE, correspondent 


“HI- SPEED’’ MONEY CHANGER 3540 Del Ford Circle, Dallas 28, Tex. 


Millions in Daily Use 
Be a quick change artist with this 
“Hi-Speed’’ Money Changer. It features . . P 
adjustable barrels which eject up to For the benefit of the less than 14 dozen of you 
five coins in split seconds. A_light- ‘ 72 fr 
weight and completely reliable mech- fine people who live and work in four states which 
anism made of durable metal for maxi- } : : 
mum rigidity, the ‘Hi-Speed’ changer 1 i i comprise this southwest area and who just sometimes 
provides exclusive solid-base design } | ; E 4 
. . and safety locking device. Avail- send me a news note occasionally, please note my new 
| ' =e . ; : < - 
able in four and an foe \ address. It’s permanent as long as I can make the 
vice. Ideal for: routemen, ice cream ~ 2 4 
vendors, newsstand vendors, gasoline 4 Tube Model = 
Stations, restaurants, buses and taxi- (Ilus.)—$5.75 List of you 
cabs. Keep one in your car, too, for ‘Aten weatubhe ‘ 
highway to'ls. Write Dept. OA-7 for ‘ — 
iene slats aan deantntes folder 3 and 5 Tube Models In my last article I mentioned that RALPH ATKINS, 
J. L. GALEF & SON, INC., 85 Chambers St., N. Y.7, N.Y. Atkins Office Supply, Alice, Tex., was extremely ill 
and not expected to live. Ralph passed away March 2, 


and his wife Dorotuy will continue to operate the busi- 


A : . ness 
ACE Bos HALL of City Office Supply, Fort Worth, died 


March 10, after two years’ illness, and Mrs. HALL will 
continue to operate that business 


payments, so will appreciate hearing from any and all 











Ray RoBeRTs, former territory representative for 
General Fireproofing Co. in the Oklahoma and Arkan- 
sas area, and NATHANIEL Rose, formerly associated 
with the Kroger Grocery Chain, have purchased the 
ACELINER Field Stationery company in Tulsa, Okla. At Stires 
one cs ag will remain with the firm for some time to help with 
stapling machines for ; ai re eae 4 
siednilonendauepess the change-over. This was effective May 1. 
ELLA MAE and Ray Woyrek, Capital City Office 
° t., Chicago 4 - . 
ACE FASTENER CORPORATION, 4100 W. Victoria St., Chicago 46 Outfitters, Austin, Tex., are the proud parents of a baby 


CANADA: Canadian Staples Ltd., 6705 Upper Lachine Road, 
Montreal; 258 Wallace Avenue, Toronto 





ROLLING STORE LADDERS 


vgeany SF. LADDERS—Made from 
jak 
SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 
“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
— =. Mounted on Swivel 
e Casters. Ladder can be rolled 
FIRST NAME freely when no one is on it. When 
you step on the ladder the rubber 
IN FILING tipped legs rest on the floor and 
: prevent rolling. Made in 1 to 13 
Step heights, and 4 widths 


Send for Circulars SSWOA (Wood) & 56-OA (Steel) and Dealer Sheen. 


OXFORD FILING SUPPLY CO., INC. | Menstoctored BY 10 wy castes 
Clinton Road, Garden City, N. Y. | -L D. COTTERMAN ee 











Loose-leaf envelopes 





punched; card-holders 


The De Luxe CONVERTIBLE | BUA AY SEE Rens covers 


factory record pro- 
Smartly tailored office tectors; tag holders 
chair cushion of deep bill-fold envelopes 
molded foam rubber f | ‘ => . stamp containers, etc 
covered with cool fibre — 


ide and cor- pe, eee 
Se eee ' os LES SLR MAR K l LO (OF-Telite]mte-lilelsl ie) Mol WY MM delet tall Meee Wap 


duroy on other. In : bs: z 
— Green, Maroon, a’ AGS MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 
rey. 





Made of acetate 


Send for illustrated folder flame resistant 
showing full line of office 
| ; transparent cellulose 


seat cushions. 
We build to fit your 


The Perfect Rubber Seat Cushion Co. = : — 


6451 Edmund St. Philadelphia 35, Pa. 
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girl, Carla Jean, born Jan. 26. Congratulations. pick the proven profit line of shelf-service snapaparts 


BILL TANNER, formerly with Calvert McBride Print- 
ing Co., Fort Smith, Ark., has purchased the Fort ST ) ( 4 
Smith Office Supply firm from the estate of the late 
Louis COHEN Repli-Memos Purchase Orders 


; Blank Rogersnaps 
It is reported that our good friend up Muskogee, Invoice Forms _ Bills of Lading 


Okla. way, DoYLE BLAND, who is the owner, operator, Voucher Checks 
Salesman's Contact Report 


in and outside salesman firm, has had a slight heart con- Rogersnap Carbon Second Sheets 
dition which placed him in the hospital. He should be Lego! size W-2 Forms 
up and around soon. Sure hope so, Doyle. 

Jor E. Harris, who was formerly connected with OGERSNA 


BUSINESS FORMS 


Fulton Staty. Co. of Houston, Tex., has moved back to 
; P.O. BOX 10425 pauas 7, 1exas “BUSINESS FORMS SPECIALISTS” 


the Southeast and has been appointed representative for 
that area for Peerless Steel Equipment Co. 


Joe began his career with Zac Smith Stationery Co. of If You're An Average Dealer You Can 
Birmingham, Ala., in 1924. He states that his health is 


good and he is feeling fine and enjoying his traveling . 
job very much. He makes his headquarters at his home Sell A S ENTRY 
which is 2120 Pioneer Lane, Bluff Park, Birmingham Eve ry <1 @) DAYS 
16, Ala. His home is on Shades Mountain. Joe asked 
to have his regards and best wishes expressed to all his $680 Yearly Sales From $57 Inventory! 


old trav eling pals Yes, Sentry dealers average 12-times-a-year 
‘ turnover . . . gross $680 from $57 invest- 





L. W. Tass of the Lake Charles Office Supply, Inc., yma Aon Si care aan 
Lake Charles, Louis., announces a change in his or- a Aye FEN B competiive 


ganization. H. P. Srutes has left his firm and plans to Big-safe features include Ver- Model S-3 Medd 56 


: - iculite insulation, built-in 3- sy S-3 safe plus con- 
make his home in Europe. PHitip C. Hess has taken i ae lock, 
, . : bank vault type lock bar, 2 *B9 95 
over Stutes’ buyer’s desk and will hold that down along drawers. U.L-"C” label. Write ; 
for details. list $129.95 


with other duties 
aa - . ; ; N BRUSH & CO., INC 563 West Ave., Rochester 11, 

Tabb also sent in the following article which I ap- om * . 
preciate very much. CONRAD H. RuysENAars (better 


known to all who know him as “Connie’’), president 


of Office Machines and Equipment Co. of Lake Charles, FUTURISTIC 
has been elected president of the Louisiana Division of ern GALAXIE PLATENS 


the Travelers Protective Association of America, at an 
unnual convention in Alexandria recently. Connie, along and Office Machine Rolls 


with others, was also elected delegate to the national Typewriter Tools —_ Parts — Supplies 
convention to be he Id in Clevel and, Ohio later this SERVING THE OFFICE MACHINE TRADE ONLY 


summer. Our congratulations to Connie. AMES SUPPLY COMPANY 


CHUCK SHETTLESWORTH, who formerly was associ- 
meee ; ete Digg ATLANTA DETROIT 
ated with West Texas Office Supply of Midland, Tex., | 11904 N. Highland, N.E. 6527 John C. Lodge Expwy. 
is now a representative for the Apsco Co. and will trav- CHICAGO NEW YORK 
| eleven nortl tral states making his territory ever ns Te acai yo! coo 
eve n¢ 1 centri s ates a ing up us terri ory. DALLAS SAN FRANCISCO 
Sorry I didn’t have more information on this. 1232 Crampton St. 545 Mission St. 


. . . ia CLEVELAND 
Jack Klinger Office Outfitters, Midland, Tex., moved 1122 St. Clair Ave., N.E. 


AGENTS IN ALL PRINCIPAL CITIES 




















Keep Klean Imprinted | ina ditt _ STRONG 1" 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers ‘Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and biack rubber. Write today for 


prices, discounts, etc SERS The Steel Framework Makes The Difference 


| = / BANKERS BOX COMPANY 
KEEP GLEAN PRODUCTS CO.. HNC. Pc 2607 NORTH 25th + FRANKLIN PARK, ILLINOIS 


45 Saw Mill River Road 
Yonkers, N. Y. | Western Plant & Office 1354 SO. CLAUDINA + ANAHEIM, CALIFORNIA 
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Dents, scuff marks and to a new address during the past holiday season. Jack is 
scratches can't mar the beauty now located at 411 Illinois, of that city, where he was 


atten We6e Beak relnterced at 407 W. Wall. The new location is a corner building 
facing Illinois and Marienfeld, and has 6,000 sq. ft. of 


R ‘ 5 ; ‘ : ; . 
wih DENSIWOOD floor space, and is situated in a strategic spot in that 
business in Midland seemingly is generally moving in 


..- Nor can jagged edges ruin this direction from downtown. Jack informs me that he 


the nylons — and disposition — feels that he cured several ills when he made this move 


for, in addition to considerably more working area, he 
of its occupant! 


also has a very attractive store, can display more mer- 

chandise better, has ample parking space plus ample 

— and warehouse are He has been pleasantly 
surprised at the increase in his drop-in business and he 

has enjoyed a nice increase in over-all business so every- 
hing looks good to Jack and we all sure hope so. 

A complete article on our ninth District Convention 
which was held in San Antonio April 19-20-21, will 
have already appeared in several of our leading jour- 
als long before this one does so I will not go into de- 
tail about it other than to mention a few things that I 
brought from the convention that I thought interesting. 
To be sure, it was a well planned and executed conven- 
| ene ak :| tion and was interesting, educational and entertaining 
mag Ais alle dened: den ek ardor fine weed for everybody who attended, which, by the way, was 

— somewhat gt for we had less than 275 pres- 
ent. But L. W. Tabb, along with his faithful, hard- 
working committees, and PAUL ANDERSON, JR., of Paul 
Anderson Co., San Antonio, who was the general 
DENSIWOOD concstrom Lavoratorie hairman of the convention and his workers, plus 

565 -Gentth Gt. Herkimer, N.Y CHARLES WALLACE, with the Parker Pen Co., and 
JULIAN BAILEY, with Eagle Pencil Co., who carried 


desks guarded at vital wear points by tough, compressed 
Densiwood. Write for details, and list of manufacturers 


using this outstanding ‘‘lifetime’’ feature. 





cen A KNOCKOUT FOR 


> Choose BUY APPEAL 
» Mayline 

Drafting 

Equipment 


PARALLEL RULING STRAIGHTEDGE 


With Mayline drafting fur- 
niture and equipment you 
get quality workmanship and 
materials, high performance, 





durability, and pleasing ap- 
pearance. All products dis- 


INNAVW — 


. . Mutual No. 2 
cussed in Catalog |!. Write 
for your copy today. PROFESSIONAL DRAWING KIT Economy Two-Hole Dish 


Tops in value yet economical in price, this new addition te 
the Mutual line punches up to 10 sheets of 16 lb. stock. It has 
1 stainless steel centering gauge and integral paper clip holder. 
Punches two, 4” holes, 2%” centers. Punches are hardened and 
ground for durability. The No. 2 is finished in grey hammer- 
tone. Consumer advantages ... easy to hold in hand (4%” 
ong) or store in desk drawer. Write or ask your distributor 


MAYLINE COMPANY, INC. for complete details. 


Mutual .. . the first name in punches 


MAYLINE 


625 No. Commerce St. 
Sheboygan, Wisconsin 
PRODUCTS me rANY. INC 


TURERS OF THE FAMOUS CENTAMATIC PUN 


7802 Master Table | 110 Barber Avenue, Worcester 6, Mass 





MAYLINE 











the ball for the Travelers Club activities, all spent much 


-7 y N ry ; = S 
time, energy and some money, too, I imagine, to arrange Help customers solve ey ard 


the various programs and all should receive a nice letter Mode! DV10 


e ° e 
of gratitude from everyone of us for a hard job so well index and list problems 
done e . e 
And in closing I think a good theme for the next con- with new Thin Visoline 


vention could very well be the cause of our declining 
memberships and how this can be rectified, for our as- 
ciation certainly has oble ‘rom the Nationa 
sociation certainly has this problem, from the National TES 18 THE PROOLEM: When hes? 
Association right on down the line, not to exclude the in books or typed on sheets of - 
one rare : = , ps paper, lists of information may be . . Frame size 
Texas Travelers Club. Why the continued loss of inter- fine until revisions become neces- 4 
. “ — + as sary. Then each alteration makes 

est in our associations ¢ Any organization Of association the list more untidy, harder to use. 


is only as strong as its membership and every member 





only takes from or receives from any association in pro- 


portion to what he puts into it. And if some have defi- 


nitely dropped out of our association for good or are 
seriously thinking about doing so, I'd like to leave this 
for your consideration. What would our industry and 
your business be like today if we had no association? 


Rose Ribbon & Carbon 
To Build New Plant 

















Shannovue Rotary Model 264S. 12” high Shannovue Desk Stand Model WS 301230 
frames in 6” or 8” widths. Holds up to Holds up to thirty 12” high frames; up 
264 frames; 38,016 individual items to 4300 different items 

Plans for the construction of a new manufacturing 


plant in California to produce a line of duplicating and YOU OFFER THIS EASY SOLUTION: When a Shannovue Strip 
R a Record requires revision, the out-dated strip is removed, a new 
copying materials were announced by the Rose Ribbon one typed and slipped in lace. No need te retype the whole 
ist—it is constantly up-to-date. ood range of models an 
& Carbon Mtg Co., Inc., of Harrison, N. J cmmonies o— a to meet any need. Solve cumomees index 
ADOLPH Rose, president, said the specific location and list problems the easy way—with Shannovue Strip Records. 
president, said — FOR MORE INFORMA- 
of the new 30,000 square foot facility will be announced TION about Shannovue 
’ hi isoli ip- 
later. Completion of the plant is expected by October an aan an. 


1, with full production anticipated for December 31. — — a Ghenetine lene 


You'll find ... 

“THE CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 

priced stamps 

on the market. 

Send for information 
on our complete line 
today! 


R.A. STEWART AND CO., INC. 


830 Duane Street + New York 7, New York 


OA-—7/61 


Write for special deal for this new 
selling display for $1.00 Wall Maps 
Globe and Map Publishers since 1867 


The GEORGE F. CRAM CO. Inc. 


730 E. WASHINGTON ST. + INDIANAPOLIS, IND. 


PTT TTELELILILLLLLLELLELILi Lleol Ler erie 
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Office Machines Need PACKER PADS 


’ 9 SIZES 
" TAILORED TO FIT 


Beauty and utility com- 
bined in sound construe- 
tion * Noiseless Multi- 
preen Cushioning °* 
Hardboard Base * Pro 
tective Metal Trim ~°* 
All Packer Pads have 
Raised Rear Legs °* 
Artificial Silk Flakes 
en Permit Easy Positioning 
Patented aa of Adding Machines 


RAYMOND PACKER COMPANY 
42 Hampden Street, Springfield, Mass. 





eiT FOLDS 
°eiT SCORES 
°iT CAN SLIT 


or PERFORATE 
WITH or WITHOUT 
FOLDING 


A fald-o-meatic | 


HEAVY DUTY MODEL FH-5HDN PLUSFET 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BiVD. © CHICAGO 6, ILL 





SEEING IS BELIEVING 


Ask your salesmen to carry a sample of Barkley’s MAGNI- 

FYING Index Tab to SHOW their customers how it speeds 

up File Look-Ups. For FREE sample packet write to 
C. L. BARKLEY & CO. © Founded 1921 © Dept. 0-7 


1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 











W-2 FORMS 
Approved Federal, State and City 
wage-tax reports for 1-write oper- 
ation for NCR, Burroughs Sensi- 
matic. Also IBM Continuous, mar- 
ginally punched; and State cards. 


STOCK FORMS 
Invoices, bills of lading, purchase orders, 
reply messages, etc. You take the order, 
we fill it in your name. 
Forms imprinted or plain. 
PROMPT SHIPMENT « MILLIONS OF FORMS 
ALWAYS IN STOCK 


Excellent profits—write for PROFIT-PLAN 
now! Serving the trade coast to coast! 


APEX == 99 Hudson Street 
Business Systems New York 13, N.Y. WA 5-4050 


————" 





lith District Notes 


A. R. “Bud” Deckstader, Correspondent 
8735 22nd Avenve N.W., Seattie 7, Wash. 


On my desk in front of me lies a battered, much used 
program for the District 11 Convention of NSOEA 
which was held at Gearhart, Ore. May 18, 19 and 20. 

President HOWARD PATRICK, BILL FLETCHER, MIKE 
SANYOUR “CLEM” CLEMEN, “CHUCK” MORTENSEN, 
HOMER Lay and our own “Bit” Goss kept the pro- 
gram rolling to the tune of Governor LARRY MoOorRE’s 


gavel 


With deep regret we learned that Mary HELEN 
(Mrs. RoBert D.) Grips died in Seattle May 18. The 
number of floral tributes and the very large group at 
the funeral are but a small token of the love and respect 
of her many friends. To Bob and daughters Joyce and 
Lynn we offer our sincere sympathy. 


HuGH Dart of Dart’s Stationery, Hoquiam, Wash- 
ington, spent some time in a Seattle hospital. We hear 
that he has a new electronic timer for his heart. 


A recent visitor in the Seattle area was R. E. “Dick” 
COUNTRYMAN, vice-president and sales manager of Y 
and E. While in Seattle, he conducted a series of sales 
programs for dealer salesmen. 


New faces: Russ HOLT of the Joe M. Davis Co. now 
living in Seattle and traveling the Pacific Northwest. 


C. D. “Cuer’ RyDINSsKI is the new W. A. Sheaffer 
Pen Co. representative working out of Seattle. Chet 
follows our good friend and working O.T.T. member, 
L. B. “Bub” StayTON, who is forsaking us for points 
eastward. 


Labelon Moves to New Location 


The Labelon Tape Co., now a division of Labelon 
Corp., has recently transferred its manufacturing facili- 
ties and headquarters to 10 Chapin St., Canandaigua, 
N. Y., a city some 25 miles southeast of Rochester, where 
it was formerly located. 





UNEQy 

ALE 

4 WaALiTy 
REPEAT BUSINESS 
VARIETY OF MODELS 


FRED BAUMGARTEN 


1000 Virginia Ave., N.E. Atlanta 6, Georgia 











Dates to Remember 


September 23-26 National Stationery and Office 
Equipment Association Annual Convention and Ex- 
hibit, Conrad Hilton Hotel, Chicago 


October 5-8—Eastern Regional Office Machine Deal- 
ers Association meeting, Concord Hotel, Kiamesha 


Lake, N.Y 


October 14-17—-Eastern Commercial Stationery Show, 
Trade Show Building, New York City. 


November 2-5—National Office Furniture Associa- 
tion Western Convention, The Ambassador Hotel, 
Los Angeles, Calif 


1962 Conventions 


February 16-18—-NSOEA Western Convention and 
Exhibit, Brooks Hall and Sheraton Palace Hotel, San 
Francisco, Calif 


April 26-30—NOFA Convention and Exhibit, Colli- 
seum, Barbizon-Plaza Hotel, New York City 


WSA Announces 
Convention Date 


The Board of Control of the Wholesale Stationers 
Association has announced that the postponed annual 
Convention of the WSA will be held at the Blackstone 
Hotel, Chicago, on Wednesday, September 27. The con- 
vention will consist of a morning session, beginning at 
9:30 A.M., at which both the Office Supplies Division 
and the School Supplies Division will hold separate 
meetings. All the registrants will then get together for 
a luncheon meeting followed with an afternoon session. 

The theme of the convention will be ‘Successful 
Selling Strategies for the 60's.” At the close of the 
afternoon session the annual awards will be made for 
the three outstanding manufacturers in the Office Sup- 
plies Division of the Association. Nominations for 
these awards are now being received by the WSA office. 

New members of the Board of Control elected at 
the recent board meeting were: WILLIAM SANTELMAN, 
Universal Manufacturing Stationers, Los Angeles, for the 
Office Supplies Division and NorRBERT SCHMIDT, Paul 
M. Adams, Baltimore, for the School Supplies Division. 


NEW for all TYPEWRITERS — TWIN SPOOL RIBBON 


BUY 27 
My) ($18.35) 
= GET 9 FREE 
| MAKE 
$11.90 
EXTRA 


Offer Closes July 31 
Order Deal 761 


Faymua OV. 
BANKERS & MERCHANTS, INC. 


4410 N. Ravenswood Ave. Dept Chicago 40, Ill 





STAND-B THE VERY BEST VALUE 
IN COPYHOLDERS 

> Patented Knee-Action Grippers 
Hold All Copy Securely 


120 QUALITY ITEMS WRITE FOR CATALOG 


fien'Since int” | Gusnies Mlanufacturing Co. 





“America’s Finest Letter Racks” 











2448 West Larpenteur * St. Paul 13, Minn. 








More and More Leading Draftsmen 
Accountants and Artists 
abant : 
are INSESTING or \ 


Tru-Poiut 


LEAD POINTER 


For Perfect Lead Points — 
Blunt to Hairline. Two Models. 
Standard Model gives you ints up 
to %” long without breaking. Just 
insert lead and rotate lid. SHORTT so << 

Write for Literature and Dealer Prices. 


Variable Taper Mode! 
lets you dial the taper 
you want. 


ELWARD MANUFACTURING CO. 


Baker Street + 7 














Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, inc. 


5? BRANCH ST * $T Louis 7 














Want Ads 





Deadline 10th of month preceding issue date. The rate for classified advertisements is twenty-five 
C , 
cents a word, minimum charge $5.00 payable with order. Add six words if dept. address is used 


Address Dept. Reply to OFFICE APPLIANCES, 600 W. Jackson Blvd., Chicago 6, Attn.: Dept.— 








MANUFACTURERS’ REPRESENTATIVES WANTED V MANUFACT f y ant top representa ) Metropolitan New 
"annacticut af e make e furniture or equipment 
fice Appliances, 1 








REPRESENTATIVES WANTED to sell Personal Postman Letter 
packaging, precision practical items moving fast in North East. W 
top-notch representation for rest of U.S. A solid year-in-year-out 
Contact manufacturer: Amering Corp., 11 Market, Stamford, Conn TEX TRAVE 2 representing we know facturer € wood desks 
n be stationery 5s 
sociation affair 








MANUFACTURER'S REPRESENTATIVE WANTED for New England 

Washington, D.C.) calling on office supply dealers, wholesalers, department store HW BA MANUFA EF ESENTATIV whose principa 
Due to expansion program in this established firm, opportunities > unlimite ple cap. and ability to sé wood Excellent record 
Straight commission, protected territory. Write complete part A ’ 

Rogers Co., Pox 2095, Madison, Wisconsin 








Sa and «distributors with 
shed dealer and jobber a 
to hear from manufacturers 

h require first-class repre 


A TOP-FLIGHT MANUFACTURER OF STEEL FILING CABINET 
FURNITURE ‘!s looking for sales representation in several choice 
are available. Our company is one of the largest manufacturers of 
office furniture in the country. The line is nationally advertised 
with dealer helps to do a pre-selling job. Give us full details abe 
the lines you now carry and what territories you now cover. Referer 
All replies will be held in strict confidence. Write Office Appliance ] 
42nd St., New York 17, New York, Dept., JUL-8 TA HED R ESE A JA TEE FURWITURE LINE wiil work 

ther ar p ir Aus fully protected with commi: 

" 1S 











XORES MANUFACTURING CORP. (complete highly repeat lines of 
inked ribbons-stencils-inks) offers opportunity in Midwest-Southwest 
ritories. Will excellently round out line of well established manufa 
sentative. Line has become No. 1 seller with most of our present 

tion in travel expenses to develop new accounts, plus high comm 

details of states covered, lines now handled. Write Kores Mfg. Co 

t., New York 59. N.Y 


DEALER SALESMAN WANTED 





within 100 miles of Chicago 
did opportunity for man who 
Join up with our other seve 

Office Appliances, Dept 








REPRESENTATIVE WANTED for progressive manufacturer of binder 
Varied line of low priced, quality items. Many exclusive items. Write 
fidence stating area covered and lines carried good territories ava 
Binderman Division, Amering Corporation, 11 Market Street tamford nne p SMA El Due ¢t recent expa { Wholesale Stationer will have 
ticut nos for ‘ mer the Midwest, Southern and Western territories. Ex 
T responsible positior Write Office Appliances, Dept 








MANUFACTURERS’ REPRESENTATIVES AVAILABLE 
»ALESMAN wanted by South 
perfect arrangement for right 








FORMER PRESIDENT 4th District Travelers Club headquartered Atlar ; ee aennea 
terested in returning to active road work. Experienced in office furniture t , E , MAN WANTED by d established firm 30 years in Alaska. We 
handie supply, accessory lines also. Top references. Write Office Appliance er r ran e fo Victor, Ditto, Gestetner, Dictaphone, Thermo-Fax, Friden 
JU-14 “ Pe 2 line of commercial stationery. Must have ex 
= character and married. Also opening for experienced inside 
Box 608, Ketchikan, Alaska 








SALES OFF IN MICHIGAN — Ohio — Indiana? Need dealer contact? Need sales SALESMAN WANTED: For Florida west coast, office furniture, machines and 
We can handle all three on quality lines. Write Office Appliances ept ypplies; draw against commission. Write Office Appliances, Dept. JU-3 
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MANUFACTURER'S SALESMEN WANTED 











MANUFACTURERS’ SALESMEN AVAILABLE 

















EXECUTIVE AVAILABLE 








DEALER EXECUTIVE WANTED 








GENERAL FOREMAN WANTED 








POSITION AVAILABLE 








RETAIL BUSINESS FOR SALE 





Well established 


nd expanding territory 


Office Appliances, Dept 








ore in Major Wisconsin 


Top personnel. Owner ha 


18 
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UPPLIES, MACHINES, Full-Lin Stationery and commercial pr 
Growing area Viroinia, volume over $75,000. Real opportunity 
fice Appliances, Dept., MAY-19 





FOR SALE AND WANTED TO BUY 





9 machines, parts bought and 
y-Gilmore Cc 537 S. Dearborn 





kardex, acme and rand. Variet 
nable. Eversteel Equipment, 69 





SELL TRADE 
31-32-33 & 34 Class 
Cash Registers. Wholesale 
203 W. Madison St., Chicago 





ndstrand machine. Electromatic typewriter 
machines bought and sold. Tetter-Warsh Co g40 


nsin 





SHER MACHINES, Calculating machines, adding machines 
bought and sold. W. J. Crowley Co. 906-908 N 
Wisconsir 





WANTED TO BUY 





TOP PRICE PAID for N.C.R. 363100, #3200 and 3£3400. All burroughs sens 

mat keyboard graphotype model 366340, 376380. 42 years as world’s leading 
rebuilders of office machines. International Office Appliances, Dept A 32¢ 
Broadway, New York 7, New York WO0-2-3200 





HIGH PRICES PAID for used Bookkeeping machines & Brandt coin machines: #31 

10-10 (18) 35,000,000 & over. Burroughs typing sensimatics model 21507 
billerss M 231 M 235 Brandts #60 & 3100. L. A. Pearl Co. Dept. OA 14 

W. 42nd St. New York 36, N.Y 





WANTED: Burroughs or N.C.R. bookkeeping and billing machines, calculators 
comptometers, adding machines, etc. any style. Quote complete description and 
best price. AMERICAN BUSINESS MACHINES, Inc. 573 Broadway, New York 
12, N.Y 





WILL BUY BOOKKEEPING MACHINES — Burroughs Billing Sensimati 
tional Class 3000,31,32, Remington Sundstrand — indicate details, mode 
GIBIAN BUSINESS MACHINES, 128 Lafayette St., New York 13, N.Y 








MANUFACTURERS, HOTELS, MOTELS. Chambers of Commerce. Camps, sports 
Associations. Chicago business, professional, others. Write us your need Avers 
331 N. Austin Bivd., Chicago 44, Illinois 





WANTED: National and Burroughs ecct. machines, addressographs peedaumats 
sraphotypes, Pitney-Bowes, Brandts — Dept. OA, William Marion Co, 173 La 
fayette St., New York, N.Y 





WANTED TO BUY 





QUALITY MAILING LISTS of 6,755 COMMERCIAL STATIONERS and office ap 
oliances dealers. Also 8,119 typewriter and adding machine stores. Write for 
FREE catalog of lists of retailers, wholesalers, manufacturers, institutions, banks 
and others. We charge only for addressing. SPEED-ADDRESS, 48-01 42nd St 
Long Island City 4, New York 





MACHINE REPAIRMAN AVAILABLE 





MALE, AGE 39, SEEKS EMPLOYMENT, due to wife’s health, 16 years experi- 
ence in service and sales of typewriters, adding machines, N.C.R. Cash Registers, 
present own business, midwest preferred. Write Office Appliances, Dept., JUL-17. 
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1 4 Crisp, architectural, and modular in appearance, the 14 Series 
SERIES is a new line of completely assembled office furniture 


EXTERIOR. CONSTRUCTION Select ut genuine walnut with oak interiors. 
METAL LEG TRIM | Brushed aluminu brushed brass finish. 

DRAWER capa Brushed aluminum or brushed brass finish anchor type pulls 
with circul unti lates 

DRAWER cteaguaneidiorets pote All drawers have sic es, and all regular desk 
drawers are grooved for adjustable partitioninc 

TOPS Available in wood, walnut grain plastic, or white plastic. Walnut 
plastic bands are used on all tops except that wood veneer bands are used 
on oil finish tc 

FINISHES 

MISCELLANEOUS Adjustabl e levelling glides ,ocks in each desk pedestal 
lock all drawers—No locking device on wing pedestal—Full suspension file 
drawers—Modesty shi Id is integral part of both desk and typewriter return 


Ba 
| 


haar i 
L . It 
— 

| 


sad 
| 


Conference desk—72” Executive desk — 60” Desk 60”x 30” — Full L-Shaped unit return Credenza 66”x 18” — 

x 36” — Full suspen- x 30” — Full suspen- suspension file draw- top 42”x 18” — Desk Door compartment at 

sion file drawer in sion file drawer in er—3 drawer pedestal 60”x 30”. left— File drawer and 

right pedestal. right pedestal. optional storage drawer at 
right. 


Teme fF ase per  Oeosk C-o27 p.42 8.9, 22 89 ¢, 1082 Oe 4 





OFFICE DESIGN 


section of Office Appliances edited for office furniture dealers and 
their designers, space planners, independent decorators and architects 


The Precise Image ... 128 


Color Is What You Light #... 132 


Design Notes... 124, 127 


Furnishings Guide ... 141 


Periphery ... 150 


Editor-in-Chief Walter $. Lennartson 
Executive Editor Robert E. Russell 
Managing Editor Clarence O. Schiaver 


Office Design and 
Furnishings Editor Carroll Cihlar 


Eastern Editor Thom Grant 
Assistant Editor Clavdette Ruffino 
Editorial Assistant Anne Gricius 


Art Director Leonard Schimek 





Symbolic of City and its complex, mighiy and > 
transcending culture, Rockefeller Center rises on the 
shoulders of Man. From the exhibition: 


Steichen the Photographer 
Museum of Modern Art, March 29-May 21, 1961. 


Advertising Offices 

East: Wallace W. Fisher, district manager; George W. Larrouse. 
100 E. 42nd St., New York 17, N.Y. MUcray Hill 2-2373. 

Midwest: Herbert L. Sime, vice-president; Jack M. McDonald. 600 W. 
Jackson Blvd., Chicago 6, Ill. DEarborn 2-3206. 

West Coast: A. O. “Beau” Dillenbeck, Jr.; Tom Galavan; Dick Hat- 
field; Ray Kittle. Dillenbeck-Galavan, Inc., 266 S. Alexandria Ave., 
Los Angeles 4, Calif. DUnkirk 5-3991. 
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e@ The 2 minutes it takes to check the 
uality features of Cosco’s new promota- 
ble 88-TA can be the most profitable 
time you spend this month: 


Seat, 15%" deep, 17%” wide. Contour back, 
13” high, 16” wide. Seat height adjustment, 
174%,"-21". Tilt travel, seat and back, 22°. 
Seat, 1” polyurethane foam padded. Trim, 
sturdy all-steel construction. Standard 
enamel colors. Naugahyde, Yearling or 
Cosco Vinyl upholstery in all regular 
colors. Claremont cloth available at slight 
extra cost. Immediate delivery! 


Colorful, hard-sell self-mailer, reply card 
and newspaper ad mat available. Time 
limited. Order now. Promote now. Low- 
est priced executive chair in Cosco his- 
tory. Contact your Cosco representative 
or order direct: 


HAMILTON COSCO, INC. 
Columbus, Indiana 


LIMITED 
TIME 
ONLY!!! 


Special 
Model 88-TA 
(Model 88-T without arms, 
$34.95 in Zone 1, $37.45 in Zone 2) 
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Chicago Locks...small, but 


It’s hard to believe that so much rugged se- 
curity and precision could be built into an 
office equipment lock. 

But Chicago Lock has done it. 

Each smartly-designed Chicago Lock is a 
smooth-working, close-tolerance mechanism 
that enhances any appliance and provides the 


sure protection your customers want. 


Plan now to install Chicago Locks or locking 
mechanisms in the wood or metal equipment 
you make. In Chicago Lock’s broad line, 
you'll find rugged, precision-built models for 
all types of desks, cabinets, lockers and strong 
boxes . . . and all at reasonable cost. 


Write today for your copy of our catalog which 
displays the entire Chicago Lock line. 





CHICAGO LOCK CO. 


2016 NORTH RACINE AVE. * CHICAGO 14, ILLINOIS 
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A NEW IDEA IN COMPLETE OFFICE FURNISHINGS 


alma ARCHITECTURAL 8300 SERIES 


Completely modular office furniture along with the 
“Trend Program”, one source for all accessories building 


greater sales by offering complete office interiors 
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P.S.TO DEALERS: 
Round out your profits 
with Galaxie 
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Carson's in the Mart 


Bunyard 


DESIGN NOTES 


THE IDEA IS PROFITABLE 

For th hird ar running, the N.S 
1.D.-launched National Interior De- 
sign Mont! will | obse rved 
throughout industry between 
September 18 to tober 18. The 
consumer ran Why Wait 

Let’s Decorat njoy Your Home, 
Enjoy Your ice. Now!’ will be 


used 961 promotion 


| 
to call the pul ittention to the 
fact that nev fore has there been 
so much the public in 


such esth quality and 


good design 

N.S.I.D. has been going to great 
lengths to de-emphasize its role as 
originatot f this promotion. It 
wisely realizes its full value can only 
be achieved y industry-wide sup 
port, for tl itire industry benefits 
from 

It is the idea that 1 important 
and th lea that profitable,” says 
De le Dr 
chairt 

Now 
tiviti 
tio! 


the 


pi 


BACK TO BASICS 


but w 


et Of |} 

The ind Chapter of the 
A.I.D. 11 pril met on the Harvard 
Universit umpus to discuss “What 
Is Happening » Design Today ? 
Furniture d y landscape archi 
tect, textil signer, interior de 
signer and archi t members of the 
panel | agree th objectives 
were 

more 
olumn, June, 
I } (cI 
61 OA) 
the Society of Ty 
ting at 


the Art Institute of Chicago in 
which panel members were from 
equally divergent design disciplines. 
That a group of graphic designers 
should include industrial designers 
and architects on their program 1s 
beneficial to its members; but that 
the panel should discuss (much to 
the delight of STA members) such 
questions as Should a building be 
more than a shelter? or Is it enough 
that a chair support a human body? 
then mankind benefits. 

This which was done on a local 
level was accomplished on a broader 
and deeper scale at the end of last 
month when conferees at the In- 
ternational Design Conference at 
Aspen took a long look at Man 
Problem Solver 


NOW A DIVISION . Concur- 
rent with the opening of new show- 
rooms (see cuts) in the Merchandise 
Mart, Chicago, the contract depart- 
ment of Carson Pirie Scott & Co. 
became an independent division. Di- 
vision manager is Paul Bischoff who 
has directed Carson’s contract opera- 


trons for six years 


PERSONNEL Claud S. Bunyard 
(see cut), prominent English de- 
signer, has been appointed director 
of design of the Business Equip- 
ment Corp., Boston. After achiev- 
ing a broad background in many 
aspects of design in England, Bun- 
yard has spent the past nine years 
creating both residential and com- 
mercial interiors in the greater Bos- 
ton area. He has also received wide 
recognition for his furniture de- 
signs; a table of his was selected for 
exhibition in the U.S. Pavilion at 
the 1958 World’s Fair in Brussels. 

Arthur J. Strauss is the new district 
sales manager for the Western states 
for Jens Risom Design, Inc., as of 
July 1. He will headquarter at the 
Los Angeles showroom, which will 
be under his direction. He has been 


with Risom 14 years. 
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They voted 
% LYON 























TO 


PARTS AND 
Ts , 
backed by jour “If your company were in the market for 


you SELL LYON — gram in the lons steel equipment such as steel shelving, 
ea oe national agp every month in lockers, work benches, shop boxes, etc., 
industry: Lyon ods a Factory, Plant ag wees what manufacturers would you consider?” 
zs Western industry, Indu te- That th ti independ 
; est, Industrial Mainte Ss at was the question an indepen ent 
Sho Automotive News, Nations — survey organization put to key men in 
: Maintenance. companies throughout the country back in 
1955. They gave Lyon 5 times more first 
choice votes than any other manufacturer. 
Inacomparable survey made in 1960, Lyon’s 
first choice margin increased to 7 to 1—and 
Lyon received more exclusive mentions than 
the next twenty-two companies combined! 
Your nearest Lyon Dealer offers the 
world’s most diversified and most preferred 
line of steel equipment — quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 


General Offices: 728 Monroe Ave., Aurora, Illinois 
Factories in Aurora, lil.— York, Pa.—Los Angeles 


fi 
Purchasing, Paci 
Equipment News, New 9 
ce, Modern ™a 
Schools, Catholic Building 
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THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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SteOuather art steel co., inc. new york 63, n.y. 


world's finest office equipment | 
desks « chairs « files * storagers ¢ business utilities 





DESIGN NOTES 


NEW YORK MART ... With con- 
struction yet to begin, the new Fur 
niture Mart at 215 Lexington Ave., 
New York C€ ity, 1s almost completely 
spoken for by tenants. The build- 
ing’s office says that of the 170,000 
sq. ft. of space available exclusively 
to the wholesale furniture trade, 
130,000 sq. ft. have already been 


leased 


OTHER PLANS ... F. Schumacher 
& Co., one of the world’s largest 
decorative fabric houses, will lease, 
for a long term, property at 201 
East 56th St. in New York. After 
40 years at 60 W. 40th St., the 
company will move its main show- 
room to this new address, spear- 
heading a movement to develop mid 
Manhattan as a center for the dec 
orative aris. 

Adjoining a branch of the Chase 
National Bank, the new showroom 
will contain 19,000 sq. ft. with 
frontage on both Third Ave. and 
56th St. Present plans call for Schu- 
macher’s to take possession at the 
turn of the year 


EXHIBIT . . . Apropos the article 
on page 128 dealing with the use 
of photographs as a decorative 
element in the office, those in or 
near, or traveling through Rochester, 
N.Y., should enjoy the current 
exhibit at the George Eastman 
House: The Art of Photography 
from 1839 to the Present. Though 
not as comprehensive as this pres- 
entation, most museums throughout 
the country now have continuing 
photographic shows 


CATALOGS .. . Beelner & Thomas, 
furniture manufacturers located at 
3555 Whittier Blvd, Los Angeles 
23, has issued new, four-color cata- 
logs of its extensive and flexible 
lines of office and lounge uphol 
stered seating. 

Bentson Manufacturing Co. of 
Aurora, Ill., has issued its revised 
general price list, No. 661, which 
replaces all former books and 
temporary sheets. 





INTERIOR 


FURNITURE DESIGNED TO ENHANCE THE CONTEMPORARY 


C211R MULTIPLE SEATING 


16/C ROUND COCKTAIL TABLE 


Y3 EXECUTIVE CREDENZA 


©) ft 


136 WILLIAM ST. NEW YORK 38, N.Y. 
DEALER FRANCHISE AVAILABLE 
REQUEST BROCHURE NO.236 (ON PROF. L'H'D.) 


DESIGNED AND MANUFACTURED IN U.S.A. BY ODI. 138 WILLIAM ST NYC 
MANUFACTURED IN CANADA BY THE OFFICE SPECIALTY MFG CO LTO 














THE 
PRECISE 


IMAGE 


The evocation of authenticity unique 
to the photograph can be used in the office 
to build a corporate image as well as 


to provide decoration meaningful to the client. 


On the lobby walls of an oil company with plush headquarters in Cincin- 
nati are mounted photographs of Arabs turning valves on pipes which stretch 
out and across desert, of Bedouin shieks sitting before their tents, of turbaned 
silhouettes precariously perched on derricks; photographs which on the surface 
are colorful and interesting decoration but which tacitly tell the visitor this 
company is involved in oil to a greater extent than the air conditioned offices 
alone would suggest. 

What this Cincinnati firm is doing is indicative of a growing trend within 
the rank of corporations to capitalize on the subconscious, but nonetheless posi- 
tive, human reaction to the photographic image. Other companies are indirectly 
projecting themselves through photos of their products. The office designer 
who created the interiors of a sink manufacturer in Broadview, IIl., provided 


DESIGN SECTION 








The photographs in the offices of the Carson Pirie Scott Contract Division 
illustrate the organization's services as well as provide decoration 


this extra for the client and at the same time buffered the tunnel effect pre- 
sented by a long corridor. He broke this long expanse of wall, which led from 
the lobby to the office areas, by judiciously placing photos showing the com- 


pany s sinks in various settings. 

A variation on this projection of firm through its product is seen in the 
cut above in which the Contract Division of Carson Pirie Scott & Co., Chicago, 
decoratively displays the scope of its services — interior design. The reflection 
of a man mirrored in photographs is yet another reason why office designers 
are using this recently appreciated art form; not the portrait, nor the ‘Class 
of '38” photo, but the true art photo which evokes an emotion commensurate 


with the man’s character. 


text continued on page 146... Gallery of Photos Overleat 





PHOTOS BY EDWARD STEICHEN 
from the exhibition: Steichen the Photographer 
Museum of Modern Art, March 29-May 21, 1961 


Sunflower Stalk — part of a series 


The Maypole (Empire State Building) 
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Singing Wires and Buzzing Bees 


The Man Child — Mayan Indians, Mexico 


JULY 196! 

















Second in a Series 


Color Is What You Light It 


by CLAUDETTE RUFFINO 


Working with the tangibles of light and color 
at his fingertips, the office planner can create a 
number of designs limited only by his imagina- 
tion. He can inspire a mood, stimulate efficiency 
and manipulate space itself. Learning the funda- 
mentals of color and light is a science; applying 
them is an art. 

The color of a light source in an office affects 
the color of materials in that office and vice versa. 
This is why the office planner must know what the 
light will do to the colors he selects and how these 
colors, in their turn, will help or hinder the light- 
ing system. 

Light is accepted without question as vital to 
seeing. But color is important, too, and more than 
just a fringe benefit in a decorating scheme. Inas- 
much as seeing is a psychological act as well as 
a physical one, what is seen is regulated by the 
individual’s personal attitudes. These responses 
are stimulated by color and while every response 
is particular, there are certain factors in each that 
can be isolated and called common. The cold feel- 
ing evoked by certain shades of blue or the 
warmth felt when red is experienced are fairly 
common and as such must be reckoned with when 
planning an interior. Light sources are also expe- 
rienced as “warm” or “‘cold;” if warm, they ap- 
pear to warm cold colors and warm colors have all 
of their warmth washed out by cold lights. 

Color, of course, cannot be conceived without 
light. Yet it may, for the moment, be considered 
as a separate entity in itself. And as an entity it 
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is very powerful. Color can literally make a room, 
for it is color that causes an office to be com- 
fortable or uncomfortable, inviting or repelling, 
large or small. 

Naturally, no office designer wants an office 
to be uncomfortable or uninviting, but according 
to its size, location, number of occupants and the 
nature of the work performed there, he must de- 
cide if he wants the room to be warm and sooth- 
ing or cool and stimulating. If the former, then 
he will select colors in the red family, pinks and 
deep yellows or, perhaps, a yellowish green. For 
accent he can chose a bright red or warm brown. 

If he wants a cool and stimulating office, then 
the clear blues and greens will do the job. 

The location of the office building itself is a 
significant factor in selecting atmosphere. If the 
building is in a colder climate or the office is 
deprived of the sun, then the warm colors should 
be used. If the location is warm or the room is 
exposed to the sun’s direct rays, the cool colors 
are called for. Each dominating atmosphere can 
be further emphasized by accenting it with one of 
the contrasting colors. 

Returning again to psychology, colors can also 
be experienced as “moving,” that is, advancing to- 
ward or receding from the viewer. Reds, browns 
and oranges seem to make a room draw in, so if 
the office designer is working with a large, un- 
wieldly room he can shrink it by painting its 
walls in one of these warm colors. Blues and 
greens, on the other hand, make a room appear 
bigger since these are the colors that recede. A 
small office can also be made to appear large and 
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COLOR IS WHAT YOU LIGHT IT... 


continued 


less crowded if walls, woodwork and furniture placed 
against these walls are in the same hue or of the 
same reflectance value. A contrasting color or a light- 
er or darker shade of the same color may be used at 


some point or points in the room. This note can be 


found in the draperies, rugs, the upholsteries for 
chairs and any added wall decoration. 

The intelligent use of color in a badly propor- 
tioned office will make it appear less awkward. The 
use of light colors as background enlarges small 
corners and, with one or two adjacent walls in a 
color different from the other, the deception is com- 
pleted. As a finishing touch, a matte white ceiling 
improves the appearance of most offices and the 
lighting efficiency is increased if the ceiling paint is 
carried down along the top of the walls. 

But if color can be considered an independent 
entity in theory, it cannot be so considered in actuali- 
ty. The colors of room surfaces are perceived under 
the light sources in that room so the office designer 


COLOR EFFECTS OF WHITE FLUORESCENT AND FILAMENT LAMPS 


Type of Lamp 


*Cool white 


* Deluxe 


Cool White 


**Warm White 


** Deluxe 


Warm White 


Daylight 


White 


Soft White 


Filament 


Lamp Appearance; 


Effect on neutral 
surfaces 


White 


White 


Yellowish 


white 


Yellowish 


white 


Bluish white 


Pale, yellowish 
white 


Pinkish white 


Yellowish 


white 


} 


*Greater preference at higher levels 


**Greater preference at lower level 


Effects on 
“Atmosphere’ 


Neutral to 
Moderately cool 


Neutral to 
Moderately 


cool 


Warm 


Warm 


Very coo 
Moderately 
warm 


Warm pinkish 


W arm 


( olors 
Strengthened 


Orange, 


Yellow, Blue 


All nearly 


] 
equal 


Orange, 


Yellow 


Red, Orange, 
\ ellow. Green 


Green, Blue 


Orange, 


Yellow 


Red, 


Orange 


Red, Orange, 


y ellow 


Colors 
Grayed 


Red 


None 
Appreciably 


Red, Green, 
Blue 


Blue 


Red, 


Orange 


Red, Green, 
Blue 


Green, 
Blue 


Blue 


CW: < 


CWX: Cool Wi 


l White 


Remarks 


Blends with 
natural daylight 


Best over-all color 
rendition; simulates 
natural daylight 


Blends 


light 


with incandescent 


Excellent color rendition; 
simulates incandescent 
light 


Usually replaceable 


with CW 


Usually replaceable 


with CW or WW 


Usually replaceable 


with CWX or WWX 


Excellent color rendering 


WW: Warm W bite; 


ite Deluxe 


WWX: Warm White Deluxe 











cannot select his colors without being aware of how 
the lighting will affect them. 

As noted in the previous article of this series, 
fluorescent lighting systems are most frequently 
chosen for general office installations. Such a system 
produces a generally cool atmosphere so all the 
colored surfaces in the office will change accordingly. 
Because fluorescent emphasizes blues, greens and cer- 
tain yellows and subdues or “greys” reds, oranges 
and browns, in the past it has been conceived of as 
being a cold, blue-white light, totally unflattering to 
people and products. But this is no longer completely 
true. For one thing, this particular color fluorescent 
has been tempered to reduce its unpleasant harshness 
and for another, several new colors have been placed 
on the market, some of which come very close to the 
warmth of incandescent lamps. These new fluorescent 
colors are designated “warm” or “‘cool’’ according to 
the general psychological atmosphere their use 
creates. These lamps have several different categories 
and while the names may vary slightly from manu- 
facturer to manufacturer, the characteristics remain 
the same. They are: standard cool white, deluxe cool 
white, standard warm white, deluxe warm white, 
white, soft white and daylight. Standard cool white 
is the most widely used fluorescent lamp in offices 
today. Its name comes from the cool, airy atmosphere 


it creates, which is very close to natural daylight. 


Flattery Gets You Everywhere 
Deluxe cool white has a richer quality due to the 
addition of a red phospher to its inner coating. It is a 
good choice for general offices since it is flattering to 
people, which the women workers would appreciate, 
without detracting too much from the lighting sys- 
tem’'s efficiency. Standard warm white is the closest to 
incandescent in light color and can, in fact, be mixed 
with incandescent bulbs to create a visually exciting 
office interior. Its beige tint gives a bright, warm 
appearance to reds and yellows, brings out the yellow 
in green and adds a warm tone to blue. Deluxe 
warm white has even more red in it than standard 
so it is recommended for uses where flattering effects 
rather than high brightness levels are important, 
such as private offices or conference rooms. Another 
recommended fluorescent for general offices is white 
as it gives a great amount of light without any 
“special effects.” Daylight, which approximates the 
blue “north light’’ of actual daylight, is used in work 
areas where difficult seeing tasks are performed. It 
makes blues and greens very clear and tends to tone 
down reds, oranges and yellows. The pink tint in 
soft white brings out the color of a wide range of 
pinks and tans 
The wide choice of fluorescents available makes 
the office designer's job more complex in that he 


must make the most advantageous selection for the 
variety of activities and decors found in offices. 

To guide him in making a selection, he should con- 
centrate on the atmosphere he wants to achieve. If 
an overall atmosphere of warmth, similar to that 
obtained with incandescent lamps, is the objective 
for an office, a warm quality white fluorescent lamp 
(such as one of the warm whites or soft white) 
should be used. It makes the colored objects and 
surfaces in an office appear somewhat the same way 
as they would under incandescent light. It should 
be remembered, however, that this good color rendi- 
tion is obtained only at the sacrifice of good light 
production. 

If an atmosphere more nearly resembling average 
daylight (not the coldest blue daylight) is desired 
and a color rendition more nearly related to day- 
light is sought, a cool quality white fluorescent lamp 


is used. 


Warm or Cold Running Offices 


These two diverse qualities of white fluorescent 
light enable the office designer to chose between an 
atmosphere of general warmth or, as a complete de- 
parture, a white overall atmosphere of clear, cool 
light, whichever best fits the office needs and design 
scheme. Some experts are of the opinion, however, 
that the cool white fluorescent is the better choice 
for large office areas since it creates a newer, cooler 
and psychologically fresher atmosphere. 

In general, where color discrimination is very 
important, where visibility depends on color con- 
trasts or just where appreciation of color is involved, 
one of the warm white fluorescent lamps is the better 
choice. Depending on the predominate color, the 
lamps will vary in the amount of light they deliver. 

While incandescent lamps are not as frequently 
found in general office applications, they are used 


in private offices, reception areas or as decorative 


focal points. Incandescent light is warm in character 
so it enhances the reds, oranges and browns. It 
subdues and “‘muddies’”’ the cooling effects of colors 
at the blue and green end of the spectrum. Because 
the atmosphere created is a warm and inviting one, 
incandescent lamps are commonly recommended for 
reception and display areas. They are used in private 
offices as supplementary lighting and may even be 
used in general offices to offset the visual monotony 
of a fluorescent lighting system. 

Besides affecting the existing surface colors in an 
office, the lights themselves can bring color into it. 
Light bulbs now come tinted, such as the fluorescents 
mentioned or the blue, green, gold and pink incan- 
descent bulbs. Or the color can come from the light 


continued on page 144 





A BRAND-NEW LINE OF MEDIUM-PRICED FILES FROM YAWMAN & ERBE 
..- THE 4000 LINE. Has most of the features* of first-line files but costs 25% less. Same 
dealer terms. This file will sell like hot cakes to schools, government, insurance people and 
other large file users. Just what they need. You, too! Write for details on the new 4000 Line. 


*Fu/l line includes 2, 3, 4 and 5 drawers, letter and legal; positive side-locking compressors; cradle-type drawer suspension; thumb latch; complete series of 


insert drawers; rugged construction; famous Y&E quality. 


Ce YAWMAN 
=a & ERBE 


A STERLING PREC/SION CORP. 
1024 Jay Street, Rochester 3, N. Y. 
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Ha fo, ere. 


e Prestige styling fis “every office 

e Comfort design fit “everyone 

e Economy pricing {it tight budgets 

e STYLEX... {it your PROFIT PICTURE! 
The warmth of oiled walnut arm rests and the charm of 


new decorator fabrics . . . make this the designer's 
chair line to complement either wood or steel desks. 


| 
| 
| 


| 
| 





WRITE for Catalog 1001, and new 
color and fabric selections. 


Af 
Sf 


STYLEX SEATING COMPANY 
Delanco, New Jersey 


Phone: (Area Code 609) HObart 1-5600 


Warehouses in: Los Angeles, Calif. « San Francisco, Calif. « Denver, Colo. « St. Louis, Mo. « Ft. Worth, Tex. « Houston, Tex. « Memphis, Tenn. « Seattle, Wash. 
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office furniture 


PEERLESS STEEL EQUIPME 
New York Unruh and Hasbrook & 


Chicago Philadelphia 11. ~ 
Houston 


Los Angeles Pennsylvania 


FFICE DESIGN SECTION 





No. A-1272 Under leg assembly— 


solid waln wv brushed 


chrome ferrules 


No. B-1272 Back leg assembly 
solid wolnut—with brushed 


hrome ferrules 


No. C-1272 Outside leg assembly 
—solid walnut—with brushed 


chrome ferrules 


No. E-1272 Under legs—brushed 
chrome. ® Also available with 
black legs, specify 

Style No. D-1272 


No. H-1272 Back leg assembly 
brushed chrome. ® Also available 
with black leg assembly, specify 


Style No. G-1272 


*SEE IT AT THESE 
SHOWROOMS 


Max Spak and Company 
146 South Robertson Blvd 
Los Angeles, California 


Clinton F, Levings and Asso 
821 Dock Street, 


Tacoma, Washington 


Dick Lowe & Associates 
3720 LaFrance Street 


Dallas, Texas 


Gunvir Industries 
421 North State Street 
Chicago, Illinois 


Hugh A. Steger 

824 Spruce Street 

St. Lovis 2, Missouri 

Anthonsen and Kimmel Associates 


440 Park Avenue South 
New York, N. Y 


No. CS-5 Executive Posture Chair No. K-1272 Outside leg assembly—brushed chrome 


® Also available with black leg assembly, specify Style No. J-1272 





* 


GN ENGINEERING IN THE 
NEW 1200 SERIES 
GIVES YOU 


2T tor 


Stock only three desks . . . Wainut, White Plastic and Walnut wood tops. 

Add the nine leg assemblies and you now have a showing of TWENTY SEVEN 
distinctly individual desks for sale and immediate delivery. Desks 

are shipped completely assembled. Only a matter of minutes to attach any leg 
assembly. No mechanic needed . . . a salesman can do it. The 

1200 series is so utterly flexible you can instantly meet any need or 
preference. Plus modern architectural styling in the warm beauty of walnut 
with chrome or black matt steel accenting. Executive, 

Secretary, Credenza, Utility Corner, Single Pedestal and Conference Table 
make a series to happily inspire the furnisher of any office from 

the modest to the most elaborate. All at profit for you prices. 


Write for brochure and price list 


leetlime inc. 


P. O. BOX 336 * SALEM STATION * WINSTON-SALEM, NORTH CAROLINA 





With these Invincible units — Modernaire desk, book- 
case, credenza — you sell more than furniture. You 
sell a spacious work space designed for efficiency and 
flexibility . .. plus the style and convenience shown 
here which create higher morale and productivity. 

From these customer appeals come sales to meet 
a wide variety of office needs. And because Invincible 
units are a sound investment in serviceability — and 
so easily grouped and regrouped as offices expand 
and modular units are added — sales and profits just 
naturally multiply. 

Stay on top of this profitable situation by using our 
big, full-color catalogs and helpful office planning 
kits. Order all you need today. 


new leasing plan 

Now available . . . a new furniture leasing plan which 
reduces customer's capital outlay to let him acquire 
more furniture. You are paid in full immediately, not 
involved in rental contract. Write for details! 


Business engineered for better business living 


INVINCIBLE 


INVINCIBLE METAL FURNITURE CO. 
Manitowoc, Wisconsin, Dept. 0-71 


IN CANADA: 1162 Caledonia Rd., Toronto 19 
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FURNISHINGS GUIDE 


A new chair design featuring panel 
arm'’ styling (1) has been introduced 
by the ImperRIAL Desk Co., 1312 W 
Florida St., Evansville 7, Ind. Known 
as the Imperial “303”, this executive 
posture chair has an aluminum base and 
is upholstered in a wide color selection 
of top leathers, Naugahyde and fabrics 
or in distinctive combinations. Inquiry 
ard number 39 


A series of wood frame, upholstered 
office chairs (2) has been designed by 
J. Charles Dergins for the WORDEN Co.., 
200 E. 17th St., Holland, Mich. The 
chairs were created to harmonize with 
the company’s ‘“Tempo-Scandia” desk 
and cabinet group. All exposed wood is 
genuine walnut Swivel bases are 
equipped with a brushed aluminum scuff 
strip and ball-bearing casters. The chairs 
are available in a choice of vinyls, fab- 
rics, leathers and colors. Inquiry card 
number 40 


Vinyl sheeting for vinyl-to-metal appli 
cation is now available in three new 
patterns from the GENERAL TIRE & 
RuBBER Co., Akron, Ohio. The three 
new patterns, “Atlantis” (3), “Aero- 
fleet” and “Twill,” all come in multiple 
colors and are part of the company’s 
Boltaflex 500° line. The “500’’ pro- 
vides a vinyl coating claimed to be 
thicker than standard paints or enamel 
finishes. Its variety of patterns, colors 
and embossings will add attractive beau- 
ty two the finished laminate and end 
product. Inquiry card number 41 


I indagroup a new basic economy 
line of all wood, unit structure desks 
(4) has been announced by EISEN 
Bros., INc., 1601 Willow Ave., Ho- 
boken, N. J. The desks in this group are 
conservative in design and feature full 
back panel and flush panel construction 
There are no steel pedestal frames and 
each unit is a complete piece of furni- 
ture, not a module. This includes L 
units, which are built with the same 
type shell as the desk, except that there 
is only one side panel. There are eight 
basic desks in this group, together with 
three L return tops, one of which is for 
a typewriter stand. There are five ar- 
rangements of 42” long units and three 
56” long. Legs and drawer pulls are 
black, tops walnut plastic and cases can 
be oil or lacquer finish. Inquiry card 


number 42 
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MOVABLE 


OFFICE 
PARTITIONS 


e Easily Erected Without Tools 

@ Positive Interlocked Construction 
© Unlimited Versatility 

@ MARLITE Honeycomb Panels 

@® Modern Decorative Styling 


SCREENS AND 
ROOM DIVIDERS 


Aluminum frames are custom 
fabricated to fit flat or corru- 
gated plastic panels. May be 
floor anchored or ceiling braced. 


Send for color portfolio of 
“SCREENS AND PARTITIONS” 


COUNTER 
PARTITIONS 


Universal extruded aluminum 
post fits all positions: Atend 
center or corner 

Takes 1/4” plate or 7/32" pat- 
tern glass. 

Easy to install. 

No visible flanges or screws 
Quick service in all sizes 

In anodized aluminum orgold 
finish 


STELZER MOLDINGS INC. 


23184 Keller Street * South Bend 28, Indiana 


Please send information on 

(] MOVABLE OFFICE PARTITIONS 
[] ROOM DIVIDERS 

CC) COUNTER PARTITIONS 
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FURNISHINGS GUIDE 


[he ‘Stratosphere Group’’ (1) is a new line of com- 
mercial furniture recently introduced by DEAN INDUus- 
rrres, INC., Div., MODERNIZE, INC., 666 Lake Shore 
Dr., Chicago, Ill. Each of the ten basic pieces has a 
hardwood frame, foam rubber cushions and a wide 
range of upholstery fabrics. The legs are metal, finished 
in satin chrome and equipped with self-leveling glides 
Inquiry card number 43 


[his swivel arm chair (2), from the Frirz-Cross Co., 
300 E. Fourth St., St. Paul 1, Minn., (the address was 
incorrecty given in OA May '61) is completely adjust- 
ible. It has latex foam rubber seat, back and arm rests, 
1 one-piece aluminum base and ball-bearing hooded 
asters. Like all other chairs from the company, this 
nodel is available in top grain leather, deep buff leather 
gros point fabric and Naugahyde. Inquiry card num- 
Der 44 


A new approach to the storage and mounting of projec- 
tion screens has been developed by the Da-Lite SCREEN 
Co., INc., Warsaw, Ind. Called the “Pole Screen’ (3), 

a tension-spring, floor-to-ceiling decorator pole. The 
screen rolls into a round case that has a mounting bracket 
to hold it vertically on the back side of the pole when 
not in use. A panel with two planter brackets and flower 
pots is permanently mounted on the front. To use the 
screen, the pole is turned and the screen remounted 
horizontally. The screen case and pole are finished in 
smooth black enamel with brass floor and ceiling fittings 
[he decorator panel is bone white. Inquiry card num 


ber 15 


The “Metal Wood" series of office furniture has been 
placed on the market by MurpHy MILLER, INc., Box 
516, Owensboro, Ky. Representative of the line is this 
bucket-seat” steno chair (4) equipped with a full tilt- 
ing mechanism, the metal wood base and soft rubber 
ball-bearing casters. The foam-padded chair is recom- 
mended for use in reception rooms and for clerical and 
stenographic workers. Inquiry card number 46 


Inquiry card on page 51 


designed by Norman Hekler Associates 
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Your choice of base in 


DIMENSION 


22, 44, 66, and 88-inch base units, either solid walnut or 
anodized aluminum, plastic table tops, and individual 
seater units in varying lengths mean your creation of 
more interesting, customized arrangements. Extensive line 
of coverings available. Special wall-saver construction. 


mation and other UE Go 
ideas in multiple FURNITURE COMPANY, INC. 
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Showrooms: New York, Anthonson & Kimmel Associates, 440 Park 
Avenue, South ¢ Mission, Kansas, L. G. Day & Associates, 5945 Wood- 
son Road « Beverly Hills, Calif., Albert Light Co., 341 N. Robertson 
Blvd. ¢ Dallas, Tezas, Dick Lowe & Associates, 3720 LaFrance, 
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Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
*“*DURA-STYLED” 
Plastic Molding 
Tammaar-hdetaliarsd 
raeliela-) 





1 STEELDESKS 





BLUEPRINT CABINETS 


Adit lelmeltiar bade loadi-moeliels 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks...Bookcases and Sec- 
tional Bookcase... Telephone 
OVURASLE ETAL PROOUCTS 


and Utility Equipment and Engi- | **ee-  — 
neering Blue Print cabinets. 





PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE; 
DEPT. 0-11 


38-42 REVIEW AVE., LONG ISLAND CITY I, NEW YORK 
RAvenswood 9-3580 
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COLOR IS WHAT YOU LIGHT IT 
ntinued from page 135 
fixture itself. A new world of design creation has 
been opened by the introduction of colored plastic 
panels, lined color panels and small cell plastic egg- 
crate louvers available in a whole rainbow of colors. 
The colored louvers and panels do not reduce the 
lighting efficiency of the lamps, yet they impart a 
sense of color to the room. Colored filters can also 
be used for dramatic decorative effects 
Just as light can work for or against surface color, 
the interdependent quality of the two enables sur- 
face color to do the same for light. This is possible 
since ceiling, walls and floors act as secondary light 
sources in a large office area and can increase light 
utilization as well as reduce shadows. The colors 
selected for such an area should have high reflectance 
values; that is, reflect a high ratio of light. The 
Illuminating Engineering Society has established re- 
flectance factors for the surfaces making up an office 
interior. It recommends reflection factors of 26 to 44 
per cent for furniture and equipment, 80 to 92 per 
cent for ceilings, 40 to 60 per cent for walls and 
21 to 39 per cent for floors. Naturally, light colors 
have better reflective values than dark colors (white 
85 per cent, light blue 60 per cent, dark brown 9 
per cent). It is necessary, therefore, to use lighter 
colors in desk tops, floors and most wall surfaces to 
provide adaquate reflection of the light. It is im- 
portant also that the finish of each of the surfaces 
be nonglaring or matte to eliminate sharply defined 
reflected images. Most paint and lighting manufac- 


Reflectance Factors 


CEILING 
60-92% 


UPPER WALLS ——~_ 








WALLS 
WINDOW oa) * 
BLINDS 40-60% 40-60% 
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BUSINESS 
MACHINES 
26-44% 





turers offer general recommendations to achieve sat- 
isfactory lighting in office areas. White or very light 
tints should be used on the ceiling. Light shades of 
common colors—blue, green, yellow, beige, pink— 
are the most suitable for major wall areas. However, 
if one of these colors is used consistently, the office 
can become monotonous and uninspiring. Small wall 
areas or columns can be accented with bright or dark- 
er colors without impairing the efficiency of the 
lighting system or the environmental brightness ratios, 
while the office comes to look considerably more 
pleasant and definitely more interesting. Entire walls 
can be done in an accent color that does not fulfill 
the reflectance factors but such a step should be 
taken with care and planned with discretion. 

To the office worker, no surface is more important 
visually than the desk top. All office furniture, of 
course, should have a finish that harmonizes with 
the environment and promotes seeing comfort. It is 
particularly important that the vertical surfaces of 
desks and file cabinets have finishes of the recom- 
mended reflectance values precisely because they oc- 
cupy a significant portion of the worker's visual field 

Again, as a general recommendation, the light 
metallic and blond wood finishes—grays, greens and 
beiges—are most satisfactory for furnishings and 
equipment. The dark metallic (olive-green) and 
dark wood finishes (mahogany or walnut) do not 
reflect enough light to fulfill the reflectance stand- 
ards 

Business machines rank with desk tops in visual 
importance. In use they occupy a central and domi- 
nating part of the visual field even when operated by 
the touch system. Finishes having the recommended 
reflectances are essential for seeing comfort; shiny 
surfaces and dial covers should be completely elimi- 
nated, for even a small amount of specular trim can 
be distracting and annoying even though it may not 
be viewed directly 

A point to ponder in selecting colors for office 
surfaces is that, human nature being what it is, the 
time will come when someone will desire a change. 
With this in mind, it is wise to specify the reflect- 
ances for all surfaces in an interior and plan the 
lighting so the colors can be changed without destroy- 
ing the desired effect. If this information is included 
in the specifications and marked on the blueprints 
anyone cannot only do the original color for the 
room but any replacement color plans as long as the 
lighting system is in use. 

Without light there would be no color; without 
color, life in black and white would be very dull 


Because, in designing an office he works with light 


DESIGN 
with a 
PROFIT =< 


Gregson Chairs are design engineered to 
compliment and accentuate the architec- 
tural design of the modern office. The 
260 series, including Executive Posture, 
Stenographic Posture, Revolving, Arm 
and Side Chairs and a Two-Seater Settee, 
has a trim squareness, yet there is a 
pleasingly smooth flow to its lines. With 
either cane or upholstered backs, it is 
flexible enough to add basic harmony to 
any office. And, important to you, Greg- 
son Chairs are priced to meet the stiffest 
competition — at a profit. 





and color, the office planner can do more than fej] i mee ie), 
create a beautiful, efficient work area, he can make MANUFACTURING CO 
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life more interesting and perhaps a little bit exciting LIBERTY, NORTH CAROLINA 








Modern as tomorrow! 
.Priced for today’s budget! 


KRU EKGHR 
All-New 
Ea BHRGLASS 


No. 3201 ARM CHAIR 


Black or Chrome steel legs 


No. 3101 SIDE CHAIR 


Black or Chrome steel legs 


\CH. ATRS | 


No. 3001 


— Black or 


STACK - 
THEM! 
. for 


™. storage 


Curved and shaped to body contours 
Krueger's Fiberglass chairs help 

raise the standards of seating comfort 
add colorful warmth and beauty to 

any room setting. You can tell a 
Krueger chair by its rich, smooth finish — 
free from seat “bumps”, because the 

leg attachments are molded-in as an 
integral part of the one-piece fiberglass 
body. These chairs offer seating 
flexibility, too, because you can stack 
or gang them (Model 3001 and 

mix or match their softly hued decorator 
colors of Sand Beige, Shell Coral 
Evening Gray, Turquoise and Parchment 


UNSURPASSED FOR DURABILITY 


Krueger Fiberglass is virtually 
indestructible, is color permanent and 
cleans like new. The strong tubular 
steel legs are wobble-free and built to 
last a lifetime! In short, these chairs 
are terrific . . . and priced far below 
what you'd expect to pay for such 
permanized quality 


White for colorful new 


descriptive brochure showing 
actual Fiberglass colors 
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THE PRECISE IMAGE 


continued from page 129 


In addition to the obvious decorative value of a 
picture on the wall, then, the photograph can provide 
these extra functions for the designer of an office 
But, why consider the photograph when other pic- 
torial media have been used effectively in the past 
and are readily available today ? 

The answer to this question lies in the inherent 
characteristics of the photographic image. This image 
IS Precise Its tone is continuous. And, excluding any 
purposeful distortion by the photographer, this image 
includes everything before the unexposed film when 
the shutter of the camera was opened. Because of 
these qualities, photos are viewed with instant recog- 
nition and credulity. From this ready belief on the 
part of the viewer derives a sense of presence and a 
sense of authenticity the unique characteristics of 
photography and the answer to the question of why 
they should be considered for use in the office. Dis- 
cussing these two intangible qualities of the photo- 
graphic image, Minor White, a leading critic of art 
photography, has said: 

The sense of presence can be recognized when 
the illusion of reality is so strong that it seems to be 
your eyes gazing at the subject unhindered by the 
glass eye of the camera and unmindful of the eye of 
the photographer. You are there. This is the way that 
the viewer is transported by the photograph to a dif- 
ferent place and a different time 

Just where presence merges into the sense of 
authenticity is impossible to say. Because you feel 
that you are there, you feel that what is seen must be 
true. This is the reason that the photograph is ac- 
cepted as a document. The sense of authenticity in a 
photograph is so effective it can seduce some persons 
who reject abstraction in painting to accept what 
looks like abstraction in photography 

The office designer interested in the use of photos 
but at a loss for sources can gain much information 
from a local professional photographer of known 
quality. This is also the man you would want to rely 
on for specific photos you might want taken. Or, the 
print department of a local museum will aid you in 
the purchase of an existing masterpiece. The cost of 
such prints ranges between $25 and $50. 

The photographic image should not be used in- 
discriminately in lieu of other art forms for wall 
treatment in the office, but a potential does exist 


which should not be overlooked Cx. 
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HEAP BIG PROFITS WITH ROYAL! 


Only Royal work chairs let you sell this 
quality with such economy! Five Royal 
work chairs—each designed to meet a par- 
ticular office seating need; priced to bring 
more volume, more profits for you. All bear 
Royal's famous 10-year guarantee, all come 
in a wide variety of upholsteries, colors. 


DEALERS’ CHOICE — ROYAL METAL be- 
cause Royal sells exclusively through 
dealers; never direct. From single office 
work stations to complete airport terminal 
installations, every Royal sale is made 
through a Royal dealer. Grow with Royal 
and get your full share of the profits. 


JULY 196! 


A. #1250 Executive Posture Chair. New larger 
fully adjustable back; new synchro-tilt posture 
adjustment. $83.50 list @ B. 1264 Posture Work 
Chair. Foam rubber seat and back rest, both 
fully adjustable for fatigue-free comfort. List 
price — only $63.50 @ C. #1235 Male Posture 
Chair. Molded Durafoam seat and back rest; 
waterfall front; tilt-back with fully adjustable 


»S &¢e68 6286 @ €@6.86 8 2 6 € 8 82 2 eS ee 


Royal Metal Manufacturing Co., Dept. 11-G 
One Park Ave., N. Y. 16. In Canada — Gait, Ont. 


Please send me complete information on your 
office chair line. 


Name 





Address___ . an 
City... 
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tension support. $61.50 list. @ D. #1211 Male 
Clerical Chair with Molded Durafoam seat, fixed 
back, no arms. List price—$57.50 @ E. #1230 Ex- 
ecutive Chair with Torsion Tilt, extra large ““man- 
size" seat and back. Price with fixed back and 
spring seat cushion—$62.95 list. @ Note: Prices 
F.O.B. Michigan City, Ind., or Plainfield, Conn. 


>. . . . . . . . . . . . . > . . . 
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“More money for advertising! Why?” 


James L. Allen, chairman of the management consultant 
partnership of Booz, Allen & Hamilton, explains why adver- 
tising warrants increasing attention fromcorporate executives. 


“We are in an age of product change. The life 
cycles of products are growing steadily shorter. 
With almost $10 billion being invested annually 
in industrial research, it is evident that a great 
part of our future business volume will be 
derived from new or modified products. 


“This climate of product change places new 
emphasis on advertising. Advertising will play a 
major role in making new product introductions 
successful—and in keeping the market acquainted 
with product changes. Top management will be 
more requiring of its advertising and the results 
it achieves. Advertising, on balance, is capable 
of meeting this test.” 


ASSOCIATION OF INDUSTRIAL ADVERTISERS 
271 madison avenue + new york 16, n.y. «+ telephone murray hill 5-8921 


An organization of over 4000 members engaged in the advertising and marketing of industrial products, with local chapters in ALBANY, BALTIMORE, BOSTON, BUFFALO, 
CxIcaGo, CLEVELAND, CotumBus, Datias, Denver, Derrorr, HAMILTON, Ont., HaRTFoRD, Houston, INDIANAPOLIS, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, 
MOnrTREAL, QuE., Newark, New York, PHILADELPHIA, PHOENIX, PITTSBURGH, PORTLAND, ROCHESTER, ST. LouIs, SAN FRANCISCO, TORONTO, ONT., Tusa, YOUNGSTOWN. 
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PERIPHERY 


Ideas and comment 


Not by Cosmetics Alone 


It was the city whicl 
breath. It is the cit) 
and most true 
mands upon the 
stand the cultural 
office designer / 
pected of him. 

Bruno Zevi, 
ican Institute 
convention in Apri 
cern (planning, 
urban renewal) 
be so in fact, b 
Zevi, international 
and city planning, 
Italian Institute of Pl 
of the Italian Institut 


profe ssor of are } the 


I think that we should recognize that, 
sad as it may seem, our modern city no long- 
er has a dimension, or at least we do not 
know how to measur 

Once we have recognized this fundamen- 
tal character of the modern city, we can 
interpret it in two opposite ways. We can 
repeat that the city is doomed and disap- 
pearing, because the suburban sprawl nul- 
lifies the difference between town and coun- 
try and amalgamates the whole territory 
There is, however, another hypothesis: The 
city is still there, strong and alive, main- 
taining its social and cultural functions, but 
it is looking for new urban form which has 
nothing to do with the old one, because the 
new urban form is dynamic, sizeless and 
continuous. 

It may be hard to discover and express 
the connotations of this new form which is 
so different from the ones of the past 
Perhaps we could apply it to a designation 
used in contemporary painting: a-formal. 
A painting by Jackson Pollock has a logical 
and severe composition, even if it has noth- 
ing to do with the laws of academic compo 
sition. Schoenberg's music is firmly organ- 
ized, even if, when compared to the musical 
tradition, it sounds chaotic and arbitrary. 
The same is probably true of the modern 
city: it has a structure, a new and powerful 
form which we have up to now sacrificed to 
a 19th century ideal which is dying, once 
and for all, with Brasilia. It is the chal- 


lenge of contemporary city designers to un- 


cover this kind of a-formal structure and 
let it free to grow 

So my first question is: How can we 
identify this new sizeless urban form, so 
different from the traditional, 
static city that we all know by now to be 


essentially 


obsolete and bleak? 

This question brings us into the care of 
the second problem of the modern city: the 
relationship between city planning and city 
making. The architects are, in this phase, 
the real protagonists of the city. But this 
does not make the situation much easier. 
In fact, modern architecture, in spite of its 
achievements, seems to have fallen into a 
state of confusion and eclecticism. Without 
some agreement on architectural language, 
is it possible to redesign a coherent urban 
scene’ 
architectural 
cosmetic. Within the different sectors of 


Urban design is not an 


the new a-formal city we should have a 


coherent, sound and eloquent architecture to 


produce a vital third dimension. Let's re- 
member that the degree of resistance of 
the third dimension is the barometer of the 
validity of an urban pattern. Sixtus’ scheme 
for Rome is three-dimensionally so strong 
that not even Mussolini could destroy it, 
although he tried 

My second question, therefore, is: What 
kind of interaction of different architectural 
tendencies is necessary in today’s city-mak- 
ing? 

The third and last question, urban re- 
newal, is perhaps only a consequence of the 
first two. But it has difficulties of its 
own. . . If cities are to survive as cultural 
instruments, they must be more than a col- 
lection of public works projects. Houses or 
expressways may be produced on assembly 
. The 


scope of urban renewal cannot be limited 


line methods perhaps; cities are not. 


to housing, office triangles, shopping cen- 
ters. When it is, architecture itself is not 
going to be very good. Can isolated towers 
of slabs constitute the entire semantics of 
urban renewal and offer a consistent meth- 
od for redesigning urban America? Don't 
they sometimes lacerate the structure and 
the texture of the city, depriving it, together 
with the slums, of some of its historical and 
social assets? A city atmosphere means 
interchange, movement, continuity, and the 
architecture for it cannot always be so 
violently discontinuous. 
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FILING SYSTEM 


You can offer your customers and prospects unique 
and important benefits with Wabash filing systems 
and supplies—with your selling rights fully protected! 
Wabash gives your customers—and you—the biggest 
improvements in filing in decades. The famous 
“Straight-Line’’ indexing system cuts filing time— 
the most expensive phase of the entire filing opera- 
tion. And now the new Wabash ‘‘Fan-Folders*,’”’ an 
impressive advance in the coordination of filing with 
electronic data-processing equipment, can eliminate 
altogether the labor and expense of typing and past- 
ing individual file folder labels. 

The up-to-the-minute Director Line system is one 
element in the most complete record and control 
service available today. Filing supplies, equipment 
and engineering services—you provide the one 
source from which your customers can fill all their 
needs! Write for full details today. 


*Trademark for Art Metal, inc 


ART METAL, INC. 
WABASH, INDIANA 


yale me days) 


WABASH 
NIEW FAN-FOLDERS 


Your customers can head up as many as 200 file folders a minute! 
Brand-new Wabash ‘‘Fan-Folders” are tailored for use with the 
most modern data-processing systems—punch cards, punch tapes 
or electronic tapes. They eliminate the labor of typing and pasting 
labels and they eliminate label costs. Folders are provided in con- 
tinuous form, margin-punched for pin feed, perforated for auto- 
matic bursting, scored for automatic folding. 





Heyer 


Offer 


Have you ever considered the savings in your time and 
the increase in your customers’ satisfaction that are pos- 
sible when you order all of your duplicator supplies 
from one quality source . . . Heyer? Here’s a line that 
has been known for quality and performance since 
1903! 

EVERYTHING FOR STENCIL DUPLICATING .. 
Stencils, Inks, Ink Pads, Correction Fluids, and a host 
of miscellaneous supplies. 

EVERYTHING FOR SPIRIT DUPLICATING 


Master Units, Colored Carbons, Spirit Fluid, Correction 


“Always Makes HEYER 


a Good Impression”’ 





Duplicating Supplies 


WN 77 

you a Super’ Market 
Fluid, Hekto Ink Remover, etc. 
EVERYTHING FOR GELATIN DUPLICATING ... 
Gelatin Rolls, Films, Refill Composition; Hekto Inks, 
Carbons, Pencils, etc. 
And then there’s the line of All-Purpose Art Supplies 
for all duplicating processes . . . the Superscope, Letter- 
ing Guides and Pens, Styli, Shading Plates, Cartoon and 
Idea Books, etc. 
There’s no doubt about it! You’ll sell more, profit more 
and have more satisfied customers with Heyer Dupli- 


cating Supplies. 


INC., 1852 S. Kostner Avenue, Chicago 23, Illinois 


DUPLICATORS AND SUPPLIES SINCE 1903 
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